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WtV homes in America I’m “Swifty Flyer” 
.5% of a your NEW 

“P-F”’ Salesman 
\ on TV! 


us POINT-OF-SALE P 


Covering 97 


‘Pf canvas shoes are made only by 


BEGoodrich and Hood Rubber Company 


sring youngsters to your store with this sensational novelty ! 


Absolutely new and different! Every boy and girl will want a “P-F"’ SWIFTY FLYER CLACKER 
hen they buy their P-F" Flyers. This premium has a strong product tie-in—it's worn with 
he shoe, sounds like a bell when the kids walk or run. Ad mats and displays FREE. Put 
PWIFTY FLYER CLACKERS on your ‘'P-F’’ Flyers and display them in your windows. Watch the 


oungsters come into your store to buy 


© build traffic and promote Sales in your store, tie in with the “‘P-F’’ CLACKER 
Premium offer for your kiddie customers. Order your supply of ‘‘P-F’? CLACKERS 
rom our branch office nearest you. Only $10.10 per box of 250 postage prepaid. 





Also available are FREE ‘'P-F'’ CLACKER and “Mickey Mouse Club" Newspaper mats 








“EDWIN CLAPP 





ARE FAMOUS!” 







We quote Weber and Heilbroner 


one of America’s top retailers 


Weber & Heilbroner should know, since 
it is the exclusive outlet in New York 


City for Edwin Clapp Shoes. 


More and more men’s shoe retailers are 
realizing that the growing demand for 
A fine quality Kangaroo shoes makes 


them a good profit item 


Is Kangaroo in your line? Any one of 
our tanners will gladly send you samples 
of Genuine Australian Kangaroo tanned 


in the UL S.A 


kangaroo 
Canteoed 


William Amer Company 


Surpass Leather Company 





Ziegel, Eisman & Company 






















beauty 
secret 





THE FAIR LADY 


Pellon insoles now give Life Strides such amazing flexibility you can 
fold them in your hand and see them spring back to perfect shape. 


It’s a sales demonstration plus that gives Life Stride another edge 


in the budget market competition. 


Brown Shoe Company 


St. Louis .. . Makers of: Air Step + Buster Brown * Official Boy Scout Shoes 
Official Girl Scout Shoes * Life Stride * Naturalizer * Pedwin * Propr-Bilt 
Risqué * Robin Hood * Roblee * Westport 
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‘1,000,000 IN INVENTORY 
..ALL YOURS! + 
















It’s just like having the stock on your 
shelves — any quantity, any assort- 
ment, any size... pre-walkers to 
teens ... when you do business with 
the Ed White Junior Shoe Co. With 
hundreds of patterns, styles, types — 
one of the biggest in-stock operation 
in the country — at your service, you 
won't lose sales waiting for make-ups, 
you don’t have to anticipate your 
stock needs six months in advance... 
Immediate delivery on 1 pair or 1000! 


WRITE FOR NEW 
CATALOG TO... 


ED WHITE 
JUNIOR SHOE CO. 


Dept. 14 
PARAGOULD, 


ARKANSAS her GO styles in stock for immetlate delivery 


ALL MADE IN OUR MODERN FACTORY Prices slightly higher west of Denver 








SALES OFFICES: NEW YORK: 933-35 Marbridge Bldg. 47 W, 34th St . ST. LOUIS: 409 Silk Exchange Bldg., 12th & Washington 
LOS ANGELES: M. S. Rifkin Shoe Co., Inc., 761 So. los Angeles St. e 
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EVERYTHING 
they're now wearing in 
Florida... everything 
stores will show for 
Summer... calls for “THE 


WHITEST WHITES.” 


This famed white tannage 
has the longest, and 

most extensive, proven 
performance. You get 

the choicest of everything 


in Levor’s white leathers. 


KID, CABRETTA, 
CLOVER CALF & KIP 


and also in White, 


TAN-ART SUEDE 
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DELIVERY 


SAMBA SWING 
Black Patent 
Black Calf 


Briarwood Brown Calf 

















LOVE BEAU 
Black Suede 








MODERN VENUS 
Black Suede 
Black Patent 


















Black Patent 





























Black Calf Black Calf Beige Calf 
Navy Calf Briarwood Brown Calf Navy Calf 
Beige Calf Navy Calf Wedgewood Blue Calf 
White Calf White Calf 
Red Calf 
$6.35 \ / $6.75 
. White Calf ze 
\ 
\ $6.35 


VIVID COLLAR 


Black Broadtail with 
Black Patent Collar 
and White Piping 


















SOFT SHOE 
Black Calf, Red Calf 
Black Suede, Navy Suede 





White Broadtail with 
White Calf Collar 
and Gold Piping 


$7.35 


4 fla. 















Light and Medium Grey Suede Combination 





Maple and Coppertone Suede Combination 


14/8 $5.85 







LONDON BOW 

Black Suede 
Black Patent 
White Calf 


$6.35 















MOSAIC 
Black Patent 


op bi ryt 


VENUS FASHION 
Black Suede, Black Patent 
Black Calf, Navy Calf 
Beige Calf, White Calf 










Black Calf Antiqued 










French Bread Tan 
Calf Antiqued 





Red Calf Antiqued 






White Calf (Not Antique) 










$6.35 
SEND ORDERS TO IN-STOCK DEPARTMENT, DEMOSETTE SHOES, WAS HINGTON, SOURI 








March |, 1957 


Im Se =,¢ Jumpin' with joy... 
is 
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' | bought me 
; * | AY 


a . z. a pair of 














SHOES FOR CHILDREN 


EBY SHOE CORPORATION - 


New York City Sales Office: 465 





be a pig about getting 


net 


Why make $32.40 when it’s just as easy to make $40.70? 


When you sell $100.00 worth of the average line of 
women’s shoes, you wind up with only $32.40 profit after 
mark-down. BUT, when you sell ENNA JETTICKS, you 


come out with $40.70 profit after mark-down! 


Here's a simple graph* that puts these MARK-ON and 
MARK-DOWN averages right on the line for you 


HERE ARE THE FACTS * 
MARK-ON AVERAGE | 


a, ee 43.6 | 





38.7 
42.1 | 


MARK-DOWN AVERAGE 

“a 2.6 
vdang ben 6.4 
96 | 


“il 


Get your net profits from Enna Jerricks 





. they're higger ! 


mn sJottiole 


The Shoes You Love To Live In 


a! i ind ()”” 


some Style 


DUNN AND McCARTHY, INC., Auburn, N.Y. 
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ee Such as fine shoes 
trimmed with Gallun’s 
Mandarin Calf 


wee netics how verationtonsd wetele 


just naturally think high? How for them, 


hat pretty por 1’ is never quite good 
en h? That why so many retailers specify 
Gallun leathers in their quality lines and 
take hance 

Hi Man Calf full 
PI nad 

t it I ft t i \sk If 

, les { 

1 / (, “nl « \ ( / ) 

Vl i nit? 


OTHER FAMOUS GALLUN TANNAGES 


NORWEGIAN CALF 
NORMANDIE CALF 
CRETAN CALF 
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More about advertising! Quotes from three lead- 


ers in widely separated fields: 


-Paul Mazur of Lehman Bros., in his book: “The 
Standards We Raise” says: “The power of Ad- 
vertising is one of the great persuasive forces not 
only in educating men and women to a higher 
standard of living but also in providing industry 
with its necessary sales volume and workers with 
their high wages and purchasing power.” 


‘Professor David Potter of Yale, in his book 
“People of Plenty” says that modern advertising 
was brought into being by and is peculiarly iden- 
tified with American abundance. “Advertising now 
compares with such long standing institutions as 
the school and the church in its magnitude of its 
social influence . Advertising is not badly 
needed in an economy of scarcity, because total 
demand is usually equal to or in excess of total 
supply, and every producer can normally sell as 
much as he produces. It is when potential supply 
outstrips demand—that is, when abundance pre- 
vails—that advertising begins to fulfill a really 
essential economic function.” 


Hal Stebbins, one of America’s important copy 
writers, in summing up the place that Advertising 
occupies in the marketing concept says: 


“It’s up to us to show what a dynamic force can 
do in an atomic age. Let’s move products by mov- 
ing people. Let’s make the truth exciting. Let's 
bear in mind that people buy what they want, 
not what they need; and that our American econ- 
omy can’t keep in high gear unless the nation’s 
products are not only produced but consumed 
Let’s create advertising that not only sells but 
builds integrity and prestige for the company 
that sponsors it and, in the builds 


believability in all advertising. .. . 
‘? 


process, 


er Fae 
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TEEN TALK 


FROM VAISEY-BRISTOL 
~ 









“New Translation of the Classics! 











. 


ae 
a for young ladies / 


new fit new comfort in sports cl 


all ages 





Ate ths 





/ This ad will be seen in 
/ 4 colors-full page 
MARCH-APRIL issues 


. >MADEMOISELLE 


\ >GLAMOUR 
| >CHARM 


\ 


\ 
\ 


\ conscious young ladies will see 


Millions of style-and-comfort 


the Sports Classics they’ ve 
been looking for in their 


3 favorite fashion magazine 
Will they find JILLS at your store? 


For information about these and other 


JILLS styles write: 


VAISEY-BRISTOL SHOE CO., INC. 
Monett, Mo. 


/ 









for MODERN LIVING... 


g 








All of Acme’s bootmaking skill and marketing 
know-how are in this magnificent 1957 line of 
Wellingtons for men and boys. Examine the 
fine quality ... check the prices ... and 
you'll agree they're tremendous in value! 


ps 
nings thr 


) ' 
amfort Flexe 











Cost to you $8.35 





ys Welted side sea 

ther p straps Oak bend 
s s Soft rubber heels THE POPULAR 
PRICED RANCH WELLINGTON 


Cost to you $8.35 





No. 9610 


Top grained soft oil retan foot and top 
Oil and acid resistant Neoprene sole and 
heel. A tough, long wearing work boot 
that can be worn home. Dressy lost 


Cost to you... $7.75 
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No. 9900 
Men's selected kip leathers in foot and 
top. Smooth leather leg linings Oak bend 
outsole Oak insole. Soft rubber heels 


Cost to you. . $6.50 





Natural grain plump glove leather foot 
and top with contrasting leather foot and 
leg lining Thick, spongy cushion crepe 
sole and heel for every day wear-ALl day 


Cost to you... $8.35 





n all sizes 


Cost to you... 81-3, $4.10 
22-6, $5.30 


No. 9622 


Hun j, fishing, work or play, this soft 
but tough, * Ruff 

‘ ng weor 
ing. Neoprene sole and hee 


Cost to you... $7.75 ACME BOOT COMPANY, Inc. 


Clarksville. Tennessee 


WORLD'S LARGEST BOOTMAKERS 
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Cost to you 10-3, 


3'/-6, 
No. 9100 
Cost to you 10-3, 
3'A-6, 
LEXA 
| 
al \ 
/ 


ENGINEER BOOTS 


$4.75 
$5.95 


$4.20 
$5.35 





SWIVEL STRAP 


“\ 


SWIVEL STRAP 


brings you 


79700 

812-12 2.65 #9730 

1214-3 2.75 82-12 2.95 
, 122-3 3.05 


re Bt wi % Best-of-Season rt 
Styles for 


79750 ’ : £9720 
1142-3 2.75 1242-3 2.75 
31/210 2.60 342-10 2.80 
Patent, White , Patent, White 


in misses’ and children’s ~ 


i FOOTWEAR be 


1142-3 3.05 82-12 2.65 
342-10 3.15 1242-3 2.75 


Patent ° 342-10 2.860 
to retaw at Patent, whit 


99970 


and 
82-12 2.65 


12%2-3 2.75 E #9790 
M NOx 1242-3 3.05 


Patent A 
GQ ssavice ovnsau Patent 


PARENTS’ 


MAGATINE 


as are all 
PL a r -~ et hd 8 he) fe) 
all prices less volume discount 


Sure-fire winners from PHYLLIS, in-stock now for immediate delivery ... no need 
to carry big inventories because PHYLLIS SPEEDY IN-STOCK SERVICE is almost 
as quick as your own stockroom ... for balanced sizes now and last minute fill-ins, 


PHYLLIS IN-STOCK is ready to serve YOU. 


For catalog or salesman’s call, write: 
95 Bridge St., Lowell, Mass. 
w (Manufacturers for Over Twenty-Five Years) 
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the quality-consciousness of today’s consumer. Consumers 
are not only buying more shoes than ever before but in 
addition, they are insisting on quality in shoes as in every- 
thing else. Leather is quality .. . leather is trading up! 


ae: a 
Focusing on the family’s love of leather means a clearer } 
profit picture for you. . 
The fact that the entire family chooses leather shoes reflect s 


In the April issue of McCall’s, Leather Industries of America 
uses a full color page to point out vividly and realistically 
that leather is a family affair. Leather shoes mean fashion 
excitement to Mother, the assurance of dependability and 
good grooming to Dad, and healthful protection for the chil- 
dren’s growing feet. By appealing to the family, you can 
parlay what would be a one-pair purchase into a profitable 
multiple sale of men’s, women’s and children’s shoes. 


Leather Industries of America has prepared a complete mer- 
chandising kit for the “Family Portrait in Leather” theme. 
There are provocative promotion aids, imaginative sugges- 
tions for newspaper ads, windows and displays, counter 
cards — everything to make your retail promotion a suc- 
cess. All you have to do is fill out and mail the coupon and 
you'll receive your kit promptly. 


Leather Industries of America 
411 Fifth Avenue, New York 16, N.Y. 


Gentlemen: 


Please forward your McCall's merchandising kit 
Y 


NAME 
Put yourself in the family picture . . . with leather! 
ADDRESS 
LEATHER INDUSTRIES OF AMERICA 


411 Fifth Avenve, New York 16, N.Y. CITY ZONE STATE 
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y- GRU, c2eodect->eum’, 200 Ge Ocleod’, am vet: rar 


° Liwe: 
Smooth ankle and foot 
hugging FIT 


® 
» OF THE LUCKY SALES i A proven SAFE, rugged, 
long-wearing tread 


A truly CLEAR plastic 
rainboot 








in all these magazines: 


BY FAR THE GREATEST ADVERTISING : 
SCHEDULE EVER! DESIGNED TO 
HELP YOU SELL AND SELL! 











come in all these sizes 


and LEFTS and RIGHTS | A 





rey 





SMALL (size 5) LARGE (size 8) A ue 
MEDIUM (size 6) extra LARGE | 
(size 9) 


med. LARGE (size 7) 
sizes 4 and 10 also available 


in CLEAR and SMOKE Nii ssc mae 


All have i a” Sees Se 
suse NY A” —-#707 UNIVERSAL FIT Avett Lieto 


lastic 
ge (best for LOW heels down to flats) ® 


























“"" 4808 FORM FIT Amel eee 


(best for MEDIUM height heels) ® 






#909 FASHION FIT ~~ 
ey 


Aun Dene’ 
} (best for HIGH heels) \ 


and all these fine sales helps 
j DISPLAY STANDS i, 


in brass finish, black wrought iron I} 
or chrome. Smart! Compact! Productive! ( 
Complete with 3 display boots <t i / (5 
- 4 
t PLASTIC FOOT FORMS is 


CARDBOARD FOOT FORMS 






} WINDOW BANNERS Re / 2k 
GLOSSY PHOTOS — “LJ 
’ Ap | > P\\ = /¢ 
| AD MATS Lae I] |} 
I. j — S " 





j ENVELOPE STUFFERS ~ 


Shipping from 3 different points: 
LOS ANGELES, CHICAGO, NEW YORK 








eee! O8 piilung o 


@ @ LOS ANGELES ' CHICAGO NEW YORK P eearariood vy 


941 E. Third Street 1247 S, Wabash 47 W. 34th Street pees enectnoging 
(a NEW address) 45 avvianisto ie 
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THE PURCHASING AGENT 


...and the SHANKS in his shoes 


When footwear designs have been approved, when production 
plans are being made... the PA’s big job begins. 
He’s part of a team... he helps to execute the work of the 
stylist... and must satisfy manufacturing requirements. That’s 
why each component of the new shoe must be right . . . for the shoe 
for production. And all this at a price that will not boost 
the final cost-per-pair 
Quite a few factory Purchasing Agents with sharp eyes for 
real value have found that it pays to consult United on their 
shank problems. A well fitted, well made shank is the backbone 
of the shoe, helping to maintain shoe lines and minimizing 


the annoyance of returns. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 





NEOPRENE 
OLES AND HEELS 


give more protection to safety shoes 


Lough Du Pont neoprene adds extra safety ONLY NEOPRENE SOLES GIVE YOU THIS 


to these moccasin stvled shoes by ( edat Crest 


BALANCED COMBINATION OF PROPERTIES 
Shoe (¢ ompany. Uppers are made of leather 


‘ » 7 ‘ e ° 
treated with “Quilon” *. Resilient neoprenc @ Resistance to oils, greases and acids 
cork soles are lightwe ivht and flexible to make ‘ , , 
@ Resistance to flex-cracking — even at freezing temperatures 
standing jobs les: tiring 
@ Resistance to softening — even in extreme heat 
Neoprene adds to all this the economy of 


@ Resistance to abrasion, chipping 
extra long service life Neopre ne sole s stand 


up to heat, oil and even corrosive ac ids and oe ay 
— 
~— - 
“ Pr Yont de " f 
chemical: [hey will not chip o1 cracl despite . Et. du Pont de Nemou 
& Co. (ine) 
scuffing or abrasion, and pros ide good traction ~~ Elastomer Chemicals Dept. 65 
: — 1 98, Delaware 
over the Ir entire long life Please send me your free booklet 
Better things for better living Neoprene Shoe Soles 


Specify neoprene tor quality oling material through chemistry 


Phis Du Pont man-made rubber will help your 


shoes wea longer feel better and sell faster NEOPRENE 


* Du Pont'’s trademark fe ts chrome complex — made by Du Pont 


for 25 years 





Young society is active. Give your party shoes the 
wear insurance of Avonite Soles. 


It’s plain good sense to sell children’s dres: hoes with the same 
protective, long wearing Avonite Soles mothe: INsist Upon on 
everyday shoes. Party shoe ire an extra expense, and parents 


TURERS sant the wear assurance of the Ayvonite Solemark of Quality. 


+O MANUFAC 
hildre ra) 


ai! able an iD 


noTe 
Avontt 


are ne 


Soles lor ' ia 
a’ 
yd tan ith 


at and sized patter” 
\\ yidard method ol 


| ) 
for a wanted iron 


! 
afacture, Weve 
itis 


ku abnout them 
there ar iy) 7 
nul poturine economl 
Bie pat ol \ onite ool : 
the ' 


not on all shoes... just the best ones 


vhite, brow! 


cural' 


You “ ill find 


ortant 


AVON SOLE COMPANY, Avon, Massachusetts 


For forty-six years specialists in fine sole materials 





shoes 


for 


young fashions 


. 

arent 
especially for this young 
fellow! 


e > ven his very best behavior 

‘ ae 7 * is hard on shes But mil 

just fon gear 
that shoes with Avonite Sole 
ire outgrown before the 
worn out Avonite Sole 

: erease the profit: from. you 

look s children department 
cause they make shoes easies 
to sell, practs lly eliminate 
returns and repairs, and build 


repeat busine 


PARENTS 





This man is going places. To get there he 
dresses to make the right impression. That's why 
he chooses leather...naturally. He likes the 
conviction of leather—its unmistakable quality 
He knows the way leather inspires confidence, clearly 


‘ vey VAvAD 
reflects his own good taste. For business wear, he , y Tinonlecn 


Foy! Moyprep 


puts his best foot forward with this handsome 


wing tip oxford superbly styled by American Gentleman 
; SHOES: By American Gentleman Division 


CRADDOCK-TERRY SHOE CORP., 


and featuring Rueping’s smooth finished TOMAHAWK 
LYNCHBURG, VIRGINIA Style No. 2120 


leather. Samples of TOMAHAWK at your request! 
; LEATHER: Rueping’s TOMAHAWK 


Color Number 87 


RUEPING 
fire teadleer foe fine doef 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
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Factory Management Conference to E xpand 


Future Meetings to incline. Wider Runge of Subjects—This 


Year’s Meeting 


CINCINNATI The Ninth Factory 
Management Conference in Cincinnati, 
February 16-19, drew a record 2,500 
shoe management executives, an in- 
crease over the 1,700 of last year. A 
total of 250 U. S. shoe manufacturing 
firms were represented, plus an esti- 
mated 30 foreign firms. 

Nathan Stix, U. S. Shoe Corp., is 
the newly elected conference committee 
chairman, replacing Eli White of Gen- 
eral Shoe who served in that 
post the past two years. 

Mr. Stix and Mr. White 
that a new, long-range expansion pro 
gram for the conference is now in the 
making. It’s expected to be confirmed 
in more detail following the committee 
this spring. The plan is to 
enlarge the activities of the 
conference so that it becomes a general 
management training from 
top-level executive functions down to 
foremen and other supervisors. Stated 
Mr. Stix, “The conferences ahead will 
be aimed not only at how to make shoes 
but how to run a shoe manufacturing 
business.” 

At the opening general session on 
February 16, four key speakers took 
turns discussing ways of cutting shoe- 
making time. Charles Slosberg, Green 
Shoe Mfg. Co., served as moderator, 
opening the meeting with a talk on 
the outlook for automation in the shoe 
industry. He said that, in general, 
automation would be a very long time 
coming in this industry, due to the 
variations in the materials used 


Corp., 


reported 


meeting 
greatly 


program 


great 

(leather, fabrics, etc.), which serve 
as obstacles to automation. He said 
that shoe manufacturers should make 
better use of equipment they already 
have, and also give more emphasis to 


improving skills of personnel. Such 
steps, he concluded, could raise the ef 
ficiency and productivity level of the 
shoe industry. 

Hans Friedberg, of Golo.of Dunmore, 
demonstrated that of every 12 hours 
that a shoe is in the making process, 
only 10 of those hours are concentrated 
on actual shoemaking, the rest of the 
time being occupied by “traveling” 
from one place to another. He showed 
that by applying efficiency techniques, 
his factory was able to reduce the in- 
process time from 14 days to eight 
days, with promise of further cuts to 
come. 

David Ward, Co 


the Trimfoot 


9 


March |, 1957 


Attracted Attendance of 2,500 Executives 


showed how the use of 
tems can cut shoemaking 
eliminating confusion and waste motion 


of operators and tying in this im- 


conveyor sys- 
time. By 


proved efficiency with conveyors, Trim- 
foot was able to cut in-process or shoe 
making time by 40 per cent. 

Leonard Vogt, International Shoe 
Co., showed how use of electronic com 


puting machines in the office can creat 
greater efficiency in such operations a 
inventory control, better 
shoes in needs, ete. 


scheduling of 


process, sales 


New and Improved Products 


The 130 exhibitors unveiled an esti 
mated 150 new or improved product 
from shoemaking machines to small 


Much 
was shown in vulcanized footwear (six 


component shoe parts. interest 


different companies had machines on 
display, demonstrating how the vul- 
canizing process operates). One com 
pany also had some plastic shoes on 
display. These shoes are made two 
pairs to the minute, require only three 
or four operations. 

The closed technical sessions dealt 
with men’s, women’s and children’ 
shoes of all types. Breakage of the 
very thin heels was a key topic at the 
women’s sessions. Genera] feeling i 
that plastic heels are so far the best 
solution to the breakage problem. Also 


were shoemaking problem 
with the tapered and 
especially the difficulty of 


lasting over the small area 


discussed 
involved 
toe lasts 
pulling or 
of the toe. 


needle 


The children’s sessions were quite 
lively. Timothy Welch, G. R. Kinney 
Co., told the factory executives that 
while technical shoemaking and shoe 
construction are important, the con 
sumer and retailer are demanding 
more, particularly in terms of better 


styling, lighter weight, more flexibility 


“Good shoes alone aren’t enough,” he 
said. “The customer buys first from 
non-technical appeals: style, fit, price. 


This must be followed up by good wea: 
performance to keep the customer gat- 
isfied. In selling, therefore, construc- 
tion features are secondary to style, 
fit and price features.” He also urged 
more standardization of sizes and lasts. 
Mervyn Souder, 
International Shoe Co., 
down needed treamlining 
to remove the heavy, bulky look and be 
[TURN TO PAGE 22, PLEASE] 


Savage Division of 
said that stitch 


shoes more 


Sales and Service for 


Heads 
Compo in Boston District 
Mass 
Corp 9 of 
nounced the 
O’Brien as 
and 


WALTHAM, 
chinery 


Compo Shoe Ma 
Waltham, has an 
appointment of James B 
acting 
service 


manager in charge 


of sales in the Boston di 


trict, 





JAMES B. O'BRIEN 


Joining Compo’s service department 
in 1935, Mr. O’Brien was later pro 
moted to assistant in the general shoe 
making department. He then was made 
manager of the New York district and 


held that post for five year 


Prior his recent appointment, Mr 
O’Brien was, for the past four year 
Compo’s manager of general shoemal 
ing. He is well known throughout the 
trade and his experience covers all 
phases of shoemaking on every type 


of shoe, 


Cogswell will be assistant 


this di 


Thoma 


manager in trict, 


Big Shoe Chains All Report 
January Sales Gains 


YoOrk«K Of the 
reporting to the 
America, all 

during 


NEw 
chain 
cil of 


major hoe 


Tanners’ Coun 
sales in 
thi 


showed 


crease January of yea! 


The composite dollar sales gain of Edi 
son Bros. Stores, R. H. Kinney Co 
Melville Shoe Corp., A. S. Beck Shoe 
Co., and Shoe Corporation of America 
was 13.2 per cent as compared with 
the same month in 1956, 


Edison reported sales of $5,361,000, 
Kinney re 
10.1 


$6,088, 


an increase of 14.5 per cent 
ported $2,414,000, an 
pel Melville’ 
000, up 14 per cent. 
$3,400,000, an 
Shoe Corporation's sales 


increase of 
total wa 
Beck’s sale 
4.4 per cent; 


P42? 


cent 
were 
Increase of 
were $4, 
000, up 15.8% per cent 





General Shoe Corporation to Import Italian Shoes 


NASHVILLE, TENN.—-The announce- 
ment by General Shoe Corporation 
of the establishment of a new division, 
General Shoe Imports, is of major in- 
terest to the American shoe market. 

It will bring to this country a steady 
flow of Italian heel shoes, medium and 
high. Although the traditional flat 
heel Italian shoes will also be imported 
by the company, the bulk of the 
imports will be on higher heels. The 
following lines will be imported: 

Monique, women’s fashion shoes to 
retail from $25 up; Miss Lilli, women’s 
style retail from $16.95 to 
$22.95; Marinella flats and sandals, to 
retail from $5.95 to $14.95; and Ar- 
tegiano, men’s shoes to retail at $14.95 
and up. All the shoes will be sold on 
an f.o.b. New York basis, according 
to F. W. Parker, the new company’s 
president, who is also head of General 
Shoe’s Export Division. William A. 
Kynne, recently general manager of 
Satini Shoemakers, is vice-president in 
charge of sales. 

David Evins of 
noted 


new 


shoes to 


David Evins, Inc., 
American designer, will direct 
tyling, fit and technical details. Ida 
York of General Shoe Corporation will 
work on the lines on a consulting basis. 
sjoth Miss York and Mr. Evins have 
recently returned from Italy where 


they worked for a month on the lines 
with the Italian manufacturers. This 
close contact with the Italian sources 
will be a continuing part of the new 
company’s program. 

All details with the foreign manu- 
facturers, shipping and other services 
will be handled by David Goldstein, 
internationally known in the shoe in- 
dustry. With him will be his two sons, 
James and Boris, the one working with 
his father in Italy; the other here in 
the New York office in the Vanderbilt 
Hotel. 

Mr. Rynne, vice-president and in 
charge of the New York office, was at 
one time a shoe buyer and merchandise 
manager at B. Altman and later New 
York sales manager Town and 
Country Shoes. 


for 


All the shoes will be made on Evins- 
designed American lasts incorporating 
the latest continental fashion develop- 
ments and superb fitting characteristics 
typical of Evins-made shoes, Mr. 
Parker The move will “bring 
together Italian craftsmanship and cre- 
ative genius with American technical 
skill to further solidify America’s posi- 
the center of in foot- 
Shoe 


notes. 


tion as fashion 


wear,” according to a General 


spokesman. 





New Service Program Planned 
By Andrews-Alderfer 


AKRON, O.—A 


ure 


new program to as- 
cooperation and improved 
ervice to shoe manufacturers has been 
announced by K. M. Hoey, general 
manager of The Kendall Company’s 
Andrews-Alderfer Division. Mr, Hoey 
said the program includes extensive 
field and laboratory research on “Fab- 
ricushon” foam-fabric shoe materials, 
expansion of manufacturing facilities, 
new production techniques, improved 
new products and much 
customers and 


closer 


as well as 


closer liaison between 


the division’s sales personnel. 
Responsibility for coordinating the 
over-all sales operation has been as- 
signed to Harlocker, who 
was appointed general sales manager 
last November. Mr. Harlocker, in turn, 
has appointed E. D. Parks as the new 
merchandise manager for shoe prod- 
Mr. Parks will work closely with 
representatives serving the shoe indus- 
try to meet the specific needs of manu- 
facturers using “Fabricushon” mate- 
rials. 

Mr Hoey also reported that the ex- 
panded service program was outlined 
to sales representatives in a _ recent 
meeting held at the division’s home of- 
fices Recommendations of the field 
men, particularly on standardization 
and handling of “special” jobs, are 
being incorporated in the long-range 
plan. 

As the originator and a leading man- 
ufacturer of integrated latex foam and 
fabric materials, the Andrews-Alderfer 


Thomas C, 


ucts 


22 


Division has pioneered the use of foam 
for new comfort and style applications 
in shoes. According to Mr. Hoey, “The 
past has been a training ground...a 
period of experimentation. We now 
have extensive experience, equipment 
and personnel, plus the knowledge that 
our products have just begun to find 
their potential. We look forward to the 
day when every regardless of 
style, will have a built-in comfort never 
before known to man.” 


shoe, 


Shoe Management Conference 
[CONTINUED FROM PAGE 21] 


able to compete with other children’s 
constructions, particularly  ce- 
mented types, from the style angle. 
Stitchdown must be lighter in 
weight and looks, more flexible, lasted 
tighter for better fit, and given an 
over-all dressier look, he said. 
Jordan, General Shoe Corp., 
told the children’s factory executives 
that children’s welt shoes must meet 
modern standards of styling, flexibility, 
lasts. While welt construction 
is one of the best, he said, it must 
take on a more streamlined look to 
compete with other constructions. 
Dozens of new shoe styling items 
were introduced at the conference. 
The conference has become an impor- 
tant launching source for new style 
features to be incorporated in shoes for 
coming 
The next Factory Management Con- 
ference is scheduled to be held in Cin- 
cinnati February 15-18, 1958. 


shoe 


shoes 


Leo 


newer 


seasons. 


Dr. Feman Addresses Group 
On Modern Shoe Manufacture 

WASHINGTON, D.C.—Over 200 retail 
shoe sales personne] attended a talk 
given here recently by Dr. Louis G. 
Feman, president of Adams Shoe Com- 
pany, Adamsdale, Pa. Dr. Feman spoke 
on shoe manufacturing processes. 

The talk, aimed at giving the retail 
sales person a basic knowledge of shoe 
manufacture, was part of a sales clinic 
co-sponsored by the Merchants and 
Manufacturers Association and the 
Adult Education Program for Distribu- 
tive Education, both of Washington. 

In his talk, Dr. Feeman described 
manufacture in general as a 
‘sandwich construction” in which the 
pulled-over upper is sandwiched be- 
tween the insole and the outsole. His- 
torically, he noted, it was the varying 
of this method of attaching the parts 
that led to the basic changes in con- 
struction. The light, functional shoe of 
today, demanded by modern living con- 
ditions, was made possible by develop- 
ments in machine technology. 

Dr. Feman is a well-known expert on 
shoe manufacture. He is the former 
vice-president in charge of shoe manu- 
facturing of I. Miller & Sons Company 
and is also the organizer and head of 
shoe trades education in the Fashion 
Trades School in New York City. 
Adams Shoe Company manufactures 
infants’, children’s and Good- 
year welt shoes. 


shoe 


misses’ 


Fellman Now Vice-President 
Of Trans World Shoe Corp. 


New YorkK—Al] C. Fellman, who has 
represented Clerget, Inc., and is also 
president of Fellman Tri-Vac Foot- 
wear, Inc., has joined the Trans World 
Shoe Corporation of New York as vice- 
president. 

President of Trans World is Rudolph 
Hollaus who is currently in Europe 
visiting various manufacturers in 
France and Italy. Trans World has 
been appointed exclusive representative 
in the United States and Canada for 
Clerget, Inc., which is the American 
distributing subsidiary of Chaussures 
Clerget, French shoe manufacturer. 


Resigns as President of 
Jones and Vining 


3ROCKTON, Mass.—Paul S. Jones, for 
the last 26 years president and trea- 
surer of Jones and Vining, Inc., last 
manufacturers, has resigned as presi- 
dent. He will, however, continue as 
treasurer. 

Succeeding him as president is How- 
ard C. Vining, formerly vice-president 
and clerk of the corporation. Other 
officers named at the company’s 27th 
annual meeting are Joseph M. Cor- 
coran, vice-president; Laurence W. 
Jones, assistant treasurer; and At- 
torney George L. Wainwright, clerk. 
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Two Retire; Two Others Are Promoted by Goodyear 


A. S. MARTIN H. J. THOMPSON 


AKRON, O. — Retirement of jobber 
representatives in New York and Chi- 
cago has resulted in two new appoint- 
ments in the shoe products division of 
The Goodyear Tire & Rubber Company, 
it has been announced by F. R. Evans, 
general manager, shoe products. 

A. S. Martin, a 28-year veteran with 
Goodyear, and Harry J. Thompson, who 
has been with the company 25 years, 
have retired. Mr. Martin represented 
Goodyear in New York City and Mr. 
Thompson in Chicago. 

Mr. Martin is succeeded by Jack E. 
Shores and Mr. Thompson by L. S. 
Nancarrow. 

In their new posts, these two men 
will call on jobbers and supervise pro- 
motional organization in their respec- 
tive areas. 

Spending his entire company career 
in New York city, Mr. Martin joined 
Goodyear there in 1929 in sole and heel 
sales. He had been a jobber representa- 
tive since 1947. 


J. E. SHORES L. S. NANCARROW 


Mr. Thompson first associated with 
Goodyear as sales manager of the sole 
and hee] department in 1917 in Akron. 
He left in 1922 and rejoined the com- 
pany in 1936 in Akron as a shoe prod- 
ucts staffman. Later he supervised field 
operations of the division, a position he 
held until 1946 when he was transferred 
to Chicago as jobber representative. 

Mr. Shores, a native of Deal Island, 
Md., joined the company as a promo- 
tional representative for shoe products 
in Washington, D.C., in 1947. 
promoted to assistant jobber represent- 
ative there in 1954 and two years later 
he was transferred to New York city 
in the same post. 

Born in Royal Oak, Mich., Mr. Nan- 
carrow started with Goodyear as a pro- 
motional representative in Detroit in 
1946. Appointed to assistant jobber 
representative there in 1954, he 
transferred to Chicago in 1955 in 


He was 


was 
the 
same capacity. 





Moseley Heads N. Y. Office 
Of Ohio Leather Co. 


New YorkK—The Ohio Leather Com- 
pany announces that Wilson F. Moseley 
has been appointed to head their New 
York sales office, 2 Park Avenue. He 
will service the men’s and women’s shoe 
markets in all of Maryland, Pennsy]- 
vania and New York states, and will 
also supervise all sales in the metropol- 
itan New York and handbag 
trade. 

George H. Mealley, formerly the head 
of the New York office, has retired 
from active duties, but will continue to 
act on a consultant basis for the time 
being. 


shoe 


Shoemen of New York Hold 
First Meeting of Year 


NEw York — Shoemen of New York, 
Inc., the association formerly known as 
Younger Shoemen of New York, held 
its first meeting of the year on Febru- 
ary 20 at the Vanderbilt Hotel, here. 
Members heard an address by Lawrence 
Mayer, assistant business editor of For- 
tune magazine. Mr. Mayer discussed 
the economic picture as he sees it, pay- 
ing particular attention to such factors 
as consumer buying power and the 
trend toward consumer purchasing of 
merchandise in the non-durable cate- 
gory. A question and answer period fol- 
lowed Mr. Mayer’s talk. 
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Allied Kid Co. Profit 
Shows Decrease 
30STON—Benjamin Simons, president 
of the Allied Kid Company, in his semi 
annual] 
that “for 
ber 31, 1956 the consolidated profit af 
$397,191, or $1.65 
with $2.14 
period in 


report to stockholders, notes 


the six months ended Decem 
ter taxes was 
This 
for 


pe! 


hare, compare per 
share 


1955.” 


the corresponding 


Mr. 
creeping 


“During the period,” Simons 


“there 
operating 


notes, were increases 


in our costs, including all 


of the materials used in tanning. These 
increased costs could not be offset by 
higher 


conditions, 


elling prices due to competitive 
which resulted in a nar 
rower than in 
While 
this 


level as 


margin 
the number of 


year 


previous years. 
produced 
the 


production, 


shoe . 
remained about on same 


last year’s shoe 


manufacturers depleted their own 


leather inventories, thus reducing the 
demand from hide 
skin prices are at a relatively low 
leve] and there is little likelihood that 
there will be any write-down of 
inventories such as took 
June 30, 1956.” 

The company’s consolidated balance 
sheet showed total 
$10,713,320. Total 
were $3,970,728. 


tanners. Raw and 


our 


place as of 


current assets of 


current liabilities 


Armed Forces Footwear 
Contracts Awarded 


PHILADELPHIA 
manufacture well over 300,000 pairs of 
leather boots and shoes were announced 
during February by the Military Cloth 
ing and Textile Supply Agency of the 
Philadelphia Quartermaster Depot. 

The Sportfelt Shoe Co. received con 
50,000 pairs of 


Contract awards to 


tracts to make service 
shoes at $5.69 per pair; 22,436 pairs of 
per and 


oxfords and 


combat boots at $7.35 
3944 pairs of 
$5.62 per pair 

Kirkendall Boots, 
contract to make 12,564 pairs of combat 
boots at prices ranging from $7.19 to 
$7.30. Doyle Shoe Co, is to make 21,384 
pairs of men’s dress oxfords at prices 
ranging from $5.60 to $5.67. John Ad 
to make 57,500 


pair; 
men’s dress 


Ine., received a 


dison Footwear, Inc., i 
pairs of men’s high 
$5.58. Genera] Shoe 

ceived a contract to manufacture 72,000 
pairs of the same type at $5.50. Inter 
national Shoe Co. is to make 80,000 
pairs of these high $5.59 
pair. 

Total dollar value of 
ments, some for the 
others for the Army 
for the Air Foree, i 


ervice shoes at 


Corporation re 


shoes at per 
these procure 
Marine 
and still 
$1,846,844, 


Cor ps, 
other 


Newport Shoe Purchases 
Former International Plant 
Newport, N. H. Newport Shoe 
Manufacturing Co. has purchased the 
forme! Shoe plant 


here in Newport, in which it has been 
operating 


International Co 


ince a year 

The plant, located on Canal Street, 
was presented to the town of Newport 
by International Shoe when the latter 
closed down its New Hampshire plant 
and consolidated operation 
plant The 
Newport Shoe 


ago. 


in midwest 
building wa 


1956 


leased by 
in early 


Saxe-Glassman Ceases 
Operations at Saco Plant 
MR, 


Cor p-, women’ 


SACO, Saxe-Gla Shoe 


footwear manufacturer, 


man 


has ceased operations at it 
after 


plant here, 
curtailing pro 
duction and personnel. Decision to close 
was the company’s re 
30 worker At peak 
Saxe-Gla 
ployed over 300 worker 


everal weeks of 


announced to 
maining opera- 


tions last year, man em 
rhe company 
produced women’s casual moccasins and 


storm boots shoe 


and nurses 

An announcement posted on the com 
pany’s bulletin told workers 
“Due to increased cost of material and 
labor, we are forced out of the market 


in the we 


board 


hoe are making. There 


fore, we are compelled to cease op 
9 


eration 
The 


uted by Cumberland Shoe Co., 


company’s shoes distrib 
also of 


They bore the trade name Mari 


were 


Paco, 


gold 





Women’s Whites Best Sellers at Mid-West Show 


Cui Final orders for summer 


AtA) 
and fill-in 
marked the 
Market 
shoe Travelers’ A 
held 


Hote! 


Report on busine 


for spring and Easter 
the Summer 
ponsored by the Mid 
sociation. The 
10-13 at the 


hoe 
buying at 
noe 
W est 
event wa february 
Morrison 
written were 
hed women’ 


Men’ 


reported busine 


tabli 


appeared to do well 


potty Novelty and « 

tyle house 

firm 
with 


orde} 


and children 


about normal, omewhat more 


trength in than a yea! 
the 


reported a lag 


ayo in 


tyled up shoe Some of staple 


women line 


Traffic was excellent on Sunday, ac 
Monday. It fell off 

although there wa 
There 
had 


time 


tive on somewhat on 


Tuesday 


eveniny 


a pick-up 


in the were more out- 


of-town buyers than been seen at 


thie how in some 
hoe 
All 
of the 


choice of all 


Bulk of the buying of women’ 
May 


accounted 


June selling 
for 


volume. They were first 


Vi for and 


vite hoe most 


retailers in) pump lings, and clings, 
There wa 


white 


in that order particularly 


anda! and 


white 


Live interest in 

izable order in all 
with a 
vhite, 
ty of 


was strong and even appeared in 


open 
Punched 


natural in 


touch of blac 


alabaster, and 
patterns was in demand 


re-orders, Spectators raised 
que tion De 
that th 


not 


ome 


pite earlier predictions 


vould be a good year, there 


were too many commitment How- 


revers¢ were bought in 


hey 


retail 


ever, pectatot 
already been sell 
Toast tile 


followed by and 


trength have 
the 
was first 

white and 


There 
pointe d Loe 


ing’ at level and 


( hoice blue 


black 


wa a 


and white 


greater proportion of 
and even of modified toes 
orde} than 

Qluite a few re- 
for the first 
few for 


evident in there 
had 


tuiler 


ummet! 
heen for 
added 
ked 


pring 


them time 


ome a for a at-once de 


been suffi 

business. 
Although been 
completely have. 
They dominated practically all fashion 


have not 
for Spring 
pattern has 


livery since they 


ciently covered 
this 


accepted, 


not 
slim heels 
They were particularly in 
the soft and flexible sum 
Demand for broadtail and 
textured leathers carried over into sum 
There decided in 
terest in pumps in tintable fabrics 
Patent of the 
fill-in showed 


growl 


type orders. 
demand for 
mer shoes. 


mer order was a 


accounted for most 
orders. However, blue 
ng strength. It has 
tronger than anticipated and some re- 


proved 
tailers were caught short. Red was also 


strong and appeared to be gaining 


at the retail level. 


Slipper exhibitors had a fairly active 
Retailers were looking for fill-ins 
the holidays. They 
items for Mother's 
livery April 15th. There 
even from 


show 
bought 
for de 


some ac 


also 
Day 
wa 


from 
new 
ceptance, conservative re- 
tailers, of the new tapered toes in slip 
They 


which 


pers. were best accepted in pat 


tern had depth in colors and 
They 
fall 


Was a 


material are expected to catch 
on well by 
Thi 


for ca 


particularly good show 


ual shoe houses. Some outlying 


made their initial 


of other 
extended 


and smaller retailer 


commitments. A numbe) com 


order and 


New 


cut, and low wedge treatments in fabric 


pleted original 


their coverage sweater top, high 
casuals were well accepted. 
Men’ 
April delivery 
for 


for March 


There were good 


shoes were bought 
and 
orde hantung, which appears to 
Delicalf suede 


bought in step-ins and low cuts in 


be replacing nylon mesh 
wa 
the 
step-in 


Italian types and nylon straw in 


Two-eyelet 
the 
still 


and one-eyelet ties. 


types appeared to be yielding to 
three and four-eyelets which 


look. 


new 


maintain their low 





United States Rubber Sales 
Down 2.6 Per Cent in 1956 
NEW Rubber 


ale 1056 


YORK United States 
Co were 2.6 per cent less in 
and net income was lower by 5 per cent, 
compared with the records set in 1055, 
according to an advance report to stock 
holder for publication by H 
KE. Humphreys Jr., chairman 

Net profit for the year was $31,870, 
0138, compared with $33,559,494 in 1955. 

rhe which third 
highest in the company’s history, was 
equivalent to $4.83 
stock, compared with $5.14 a share in 
1955. These per share earnings 
based on the 5,516,319 common 
outstanding, December 31, 1956. 

Sales for 1956 totaled $901,260,194, 
compared with of $925,539,092 in 
1955. Profit cent 
last year 
1055 


released 


year’s profit, was 


a share of common 
are 


shares 


ales 
amounted to 3.5 
compared with 3.6 


per 
of sale 
per cent in 

Federal and foreign income taxes and 


renegotiation of government contracts 
totaled $29,732,840 in 1956 compared 
with $36,877,231 in 1955. Net 
before for taxes and 
adjustments was $63,231,064 in 
and $83,623,115 in 1955. 

Net Si, 
1956 were $285,788,197, compared with 
$259,756,641 at the end of 1955 


income 
other 
1956 


provision 


current assets on December 


Shoe Man Heads Division 
In Red Cross Drive 


New YorkK—S. J. Munger, general 
manager, New York Store, Florsheim 
Shoe Shop, has accepted the chairman- 
for 
division in 
paign for 


the boots, shoes and slipper 
the 1957 Red 
members and funds 
the New York Chapter, it was an- 
nounced by Samuel S. Schneierson, of 
I. Schneierson & Sons, Inc., 
for the 
ing industries. 


ship 
Cross cam- 


for 


campaign 


chairman apparel] manufactur- 


Nationwide Promotion 
Planned for “Shoe Sheath’’ 


New YorK-—A nation-wide advertis- 
ing and promotion campaign built 
around the “Shoe Sheath in Leather” 
will be touched off with a unique six- 
page four-color section in the March 
idth issue of Vogue magazine, spon- 
sored by Leather Industries of America 
in cooperation with the manufacturers 
of DeLiso Debs, Accent and Valley 
shoes. 

Keyed to the “elegant 
highlights spring fashions, 
“spectacular” features the closed-up 
look, front and back, in pumps with 
very tapered toes and extremely slim 
heels 

Copy lines stress that “The Shoe 
Sheath Is Fashion News In Leather 
. the whole shoe is the whole show 
of fashion ... sheathing the foot from 
toe to heel—recreating a new feeling 
the closed look of elegance.” 

The Sheath” insert has an 
unusual format—with a two-page color 
spread by LIA, the left 
hand page a girl in elegant dress-up at 
tire, but with no shoes; and on the 
right-hand page a girl with sports 
clothes and no shoes. The participating 
manufacturers’ pages from the 
middle of the magazine down, so that 
as the pages 


look”” which 
the ad 


“Shoe 


showing on 


run 


are turned, their shoes are 
positioned exactly over the models. 

A publicity and promotion program 
in newspapers TV 
launched to with 
of the ad on March 15 
Sheath” theme has already 
appear in many fashion columns in 
newspapers throughout the country. 
kit prepared by 
LIA is available upon request to all re 
tailers carrying any of these lines. The 
unusual form of the ad gives mobility 
to counter and other inside-the-store 
displays provided in the kit. The kit 
also contains suggestions for newspa- 
per advertisements, window displays, 
elevator cards and aisle streamers. 


and on has been 


coincide appearance 
The “Shoe 


begun to 


A merchandising 


Wohl Leases Shoe Section in 


St. Louis Department Store 
ST. 
partment of Scruggs-Vandervoort-Bar 


Louis—The downstairs shoe de 
ney, Inc., was leased in 
Wohl Shoe Company. 

Named manager of the 
operation was Richard H. 
merly manager of Wohl’s 
department at Selmans in Louisville, 
Ky. Before for two years at 
Selman’s, Mr. Baker was assistant man- 
ager of Goldsmith’s in Memphis. 

According to Mr. Baker, the 
department at this large St. de- 
partment will add Connie and 
Paris Fashion brands to its list, which 
includes Natural Bridge. Tic-Tocs will 
be handled boys and girls, and 
when remodeling is completed, Roger 
Halls will be added for men and young 
men. 


February to 
W ohl-leased 
Baker, for- 
downstairs 
serving 
leased 


Louis 


store 


for 
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THE 


dressmaker fait] look 


/ 


so 
PINELY 
DETAILED 
iN POLISHED 


DEVON CALF 


The linear dimension in fashion is beautifully inter 
preted in this slim, slim pump of Devon Calf by 
Lawrence, The detailing...a high riding vamp...and 


a buckle effect add to its graceful elongated look 


Whisper-soft, smooth-polished Devon Calf by 
Lawrence responds to a designer's dream. And if 
the shoe is made of Devon Calf by Lawrence she'll 
buy that dream. A. C. Lawrence Leather Company, 


Peabody, Massachusetts. 


rOnC?_ 
CALFSKIN 


THE SETTER PART O Ff BET T ft 





IAZING NEW LIQUID. 


gives a sparkling | _ WAX SHINE. . 


A giant is born... 


< 


Meet a giant new addition to the Esquire 
family of quality shoe polishes... 
ESQUIRE LANO-WAX...born big to 
do big things for you! 


This new product is the result of years 

of research and experimentation. 

Despite the huge potential, we at 

Esquire refused to introduce a self-shining 
liquid wax polish until we were sure we had 
perfected a superior quality product 
worthy of the Esquire name. 


And here it is... ESQUIRE LANO-WAX! 


* ESQUIRE LANO-WAX actually does what 
other liquid wax-type polishes merely 
claim to do! 

* ESQUIRE LANO-WAX gives a sparkling wax 
shine...instantly...with no brushing... 
no rubbing ! 


* ESQUIRE LANO-WAX contains Lanolin to help 
keep leather soft and supple! 

* ESQUIRE LANO-WAX measures up in every 
way to Esquire’s recognized quality standards! 

* ESQUIRE LANO-WAX is not just a step 
ahead —but years ahead—of any other 


product in its field! a POLISH 


CONTAINS LANOLIN 
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....NO BRUSHING....NO RUBBING! 


to be introduced with a 


lant deal...1 free with 2 


Esquire’s deals have given you extra profit in the past, 

but nothing...no nothing...to compare with this giant 
LANO-WAX “Introductory Offer’! Figure what it means to 
you. With every 2 dozen you buy, you get an additional 

1 dozen FREE. 


Your Usual Giant Esquire Markup 
plus...50% EXTRA PROFIT! 


THIS OFFER POSITIVELY EXPIRES MARCH 22nd 


ojant advertising 


TELEVISION—“CAESAR’S HOUR,” NBC, 
Coast-to-Coast, Saturday, 9-10 PM, EST. 
NATIONAL MAGAZINES—F ull page, full color 
ads with a readership of 54,500,000 each 

and every issue. 

NEWSPAPER SUPPLEMENTS—F ull color ads 
right in your own city—distributed with 
your own local newspaper! (In some cities, 
Local Newspapers will be used. ) 
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Now Esquire’s ‘‘Big 3’’ becomes the ‘‘ Big: 4 


Now you can offer your customers four leading Esquire Polishes backed by all the 
weight and prestige of the biggest name in the industry... ESQUIRE BOOT POLISH 
for the ultimate in paste polish, ESQUIRE SCUFF-KOTE, the miracle polish 
discovery for children’s shoes, ESQUIRE LANOL-WHITE 
for all white shoes...and new ESQUIRE LANO-WAX for a sparkling 
war shine, with no rubbing or brushing. 
Stock, display, feature and promote ESQUIRE LANO-WAX.. 


the liquid boot polish that will outshine and outsell all others 
COLORS: Black, Brown, Oxblood, Red, Blue, Tan, Neutral 


Knomark Manufacturing Co., Inc., 330 Wythe Ave., Brooklyn 11, N.Y 
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STYLE? SURE! 


...it's What you 
cant see 
that sells 





Of course the shoes you stock have to have veloped during 30 years of research involv- 
style... the man looking in your window ing thousands of foot measurements on feet 
will keep on going unless he thinks “That jn action. They are designed to fit the feet 


> 


looks like the shoe for me! in action. 


But shoes are sold at the fitting stool, and 


; leet This means repeat business for you: 
that’s where Johnsonian Guide-Steps really Da 4 5 

; ; Johnsonian Guide-Step style brings men 
shine. It’s what you can’t see that sells these ~ Tol Guide-S 
sap : é into your store ...Johnsonian Guide-Step 
shoes... it’s comfort. Comfort makes the y . I 


> y " : ! y . ; 
corm. : ’ 18) ort zs > ack. fF ? . 
man say “This is the shoe for me!” comfort brings them back! For further in 
ae : formation write the Endicott Johnson 
Johnsonian Guide-Steps combine flawless a 
' ' : division nearest you. 
styling and wonderfully comfortable fit. 


They are made on Guide-Step lasts, de- Priced to retail profitably at *995 to $1295 


Nationally advertised in LIFE, SATURDAY EVENING POST, LOOK, ARGOSY, AMERICAN LEGION 
and FARM JOURNAL 


1 + Men nm N 
») 
) - <2) y » ) aii if) 
Nsom il 
GUIDE-STEPS 
ENDICOTT JOHNSON CORPORATION, ENDICOTT 1, N.Y., ST. LOUIS 22, MO., NEW YORK 13,N.Y. 
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Inflationary Pressures 


‘(ditorial | 


Outlook 











In The 1958 Federal Budget 


Last Fall when the steel labor contract was negotiated, 
the wage-price spiral was given another spin. Six months 
feeling its effects. At the time of the 
talk of “limited” 


inflation. It was suggested that perhaps a certain amount 


later we are still 


settlement there was “controlled” or 
of this kind of inflation might be good for the country. 

With the new year, however, the administration started 
to take a more serious view of the constantly rising prices 
and this incipient inflation. In his State of the Union 
message, President Eisenhower pointed to inflation “as the 
principal threat to the efficient functioning of a free enter- 
prise system.” In his Economic Report, issued some weeks 


later, he called for “restraint” by businessmen in their 
pricing and by individuals in their demands for higher 
wages. 

The “inflation” we are experiencing is not of the com- 
mon or garden variety, born of shortages of goods and ser- 
vices and oversupply of money with which to buy them. 
Higher prices, for most retailers, are the inevitable result 
of efforts to pass on to the consumer the increased costs 
and higher costs of doing business. 

While statistics show that the disposable income of the 
country continues to run well ahead of the cost of living, 
the fact 


public is meeting these 


remains that a sizable part of our consuming 
increased prices from pay en- 
velopes which are substantially what they were a year o1 
To them, and to the retailers who sell to them 
a bit 


practice restraint has a 


more ago. 
this sudden concern of Washington comes late and 


its suggestion that they both 
hollow ring. 

This is particularly true in view of the whopping size 
of the proposed budget for the fiscal year starting next 


July 1. 


and sound economists see 


It is a record peace-time budget of $71.8 billion 
in it inflationary pressures of 
unprecedented proportions. 

Even though expected increases in material- 
be pitifully 
speed any liquidation of the National Debt or pave the 
for the tax 


revenue 


ize any surplus will small, too small to 


way reductions for business and individuals 
which eventually must come. The administration points 
of National 
will account for 60 per cent of the new budget, and to the 
fact that the will be 172 
Americans next year, and to the greatly increased cost of 
Foreign Aid. 


Perhaps it is not the time to discuss reductions in ex- 


to the greatly increased cost Defense which 


Government serving million 
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penditures for National Security, and more spending lor 


certain civilian items is required by law, but there are 


other proposed expenditures Sper ifically those for Welfare 


and National Resources, which should. and probably will 


be cut. 


Secretary of the Treasury Humphrey’s open criticism 
of the budget 


brought 


Congress to cut it 
Ix-President 


Hoover and Senatol Byrd ol Virginia, who have long been 


invitation to 


telling 


and his 


immediate and response 


advocates of reduced Government spending, promptly re 
peated their warnings. The prevailing attitude that nothing 


cutting the budget suddenly has 


leaders of both 


have expressed strong views on the matter and some have 


could be done about 


changed and many parties in (Congress 


made practical recommendations for reducing specifi 
items in the budget. 
\pparently ( Onvress Is receiving an avalane he of mail 


from the folks back home 


many 


more than it has received in 


years. It is coming from a true cross section of the 
e and small 


asking 


services 


population, doctors, lawyers, businessmen, larg 


housewives, and from labor, too These letters are 


who are “the people who are demanding more 


and benefits from and = more spending by Government 


agencies, 
The retail merchant. to whom the President has made 
what might be considered an almost personal appeal for 


kind of 


been too 


restraint, has a perfect right to ask the same 


\oo 


have 


restraint of his Government many have 


busy tending their stores and failed to let their 


representatives know how they feel on such matters But 
-t avainst increased 


the time has come for a vigorous prote 


Government spending and i concerted eampaign mou will 
produce results 


An excellent 


which might }b- 


statement of the retailer's case, and one 
paraphrased in their letters to Congres 
on Business and keco 


National 
that 


is contained in the February Letter 


nomic Conditions published by the First City 
Bank of New York 


business people is the newly rising 


high level in the 


which reads “the thing disturb 


drift-—-from an already 


of the national product ip 


proportion | 


propriated by Government | xtended inicle finitely such a 


drift corrodes the dollar, demands higher and higher taxes 


and crowds in on the opportunities | free enterprise an 


for people to spend their money as they ple ise 





aylor’s 
swagger 


EVERY MAN IS ENTITLED 


touch CON TO A LITTLE BIT 


OF SWAGGER 


4 / ,) .} ry Fed up with humdrum styling? Try the 
Vt O Uv C 5 Lo ES new hand-moulded saddle with the 


continental flavor. The art of gentle 


. Ww persuasion is demonstrated by the. 
fo } ; Y 0 U flexible, foam rubber padded saddle= 


hitch which provides snug-hug fit 
over the instep. Taylor’s Down-Maine shoemakers 
You're looking at Taylor’ reveal their skills in every detail. $15 to $17. 


new Saddle Hitech a 
advertised in THE NEW 
YORKER and ESQUIRE 


T 
Iexclusive Wwaprer tyling like THE NEW taylor 
e 


this has immediate appeal to 

the men you want most as 6 " 
customers. It is moving shoes ; a0] ai ( ? 
for Taylor merchants. Why not SADDLE 

write, wire or phone collect — “ i K - HITCH 


today for complete information? 


E. E. TAYLOR CORP., FREEPORT, MAINE 
Style 87 Black Shrunken Grain 


at your local Taylor merchant or write E. E. Taylor Corp., Dept. C, Freeport, Maine 
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Government Plans to 
Do More Shoe Retailing 


More Help Proposed 
For Small Business 

















The government serves notice that it intends to muscle further into shoe 





retailing. 

Army and Air Force post exchanges have for years sold service-type 
oxfords, as well as other military types of footwear. 

Now, the Army and Air Force notify Congress that they intend to 
stock and sell boys’ and girls’ footwear, as follows 

@ Children’s shoes, sizes 81% to 12. 

@ Misses’ and Little Boys’, sizes 12'% to 3. 

®@ Boys’, sizes 3! » to 6. 

® Growing Girls’, sizes 4 to 10. 

These children’s shoes are on a lone list of apparel, soft goods, hard 
goods, and luxury-type items that the Army and Air Force want to sell 
at their post exchanges. 

The National Retail Dry Goods Association is protesting this en- 
croachment into legitimate retailing. It is pointing out that Army and 
Air Force exchanges grossed $360,000,000 last year. Only a small part 
of this total reflects the sale of items that are legitimately in the classi- 
fication of “convenience and necessity,” such as tobacco, shaving needs, 
or an extra pair of socks. 

Exchanges today sell high-priced shirts, topcoats, ladies’ apparel, chil- 
dren’s wear, toys, sporting goods, and household furniture. 

The NRDGA points out that every dollar spent on non-military items 
carried in post exchanges is a dollar taken away from legitimate 
merchants. 

Unlike legitimate merchants, Army and Air Force post exchanges pay 
no taxes, nothing for light or heat, and report only the salaries of civilian 
help. Military payroll costs are not included, With this kind of extremely 
low overhead, the Army and Air Force post exchanges thus gan sell goods 
for only a few cents over cost. 

kiverybody likes to brag about a “bargain.” Folks who buy in Army 
and Air Force exchanges brag about their “low prices” to their civilian 
friends. And their civilian friends soon jump to the conclusion that 
legitimate merchants are “robbers” because their prices are necessarily 
higher than exchange prices. 

There’s only one way to prevent the Army and Air Force from en 
croaching further into retailing. Write your congressman and your 
senator and protest vigorously this Army and Air Force plan to muscle 
further into shoe retailing. Only if Congress realizes that retailers are 


being hurt will they repel this new “grab” by the Army and Air Force. 


Congress is considering several bills to aid small businessmen, including 
two which the sponsor, Sen, John Sparkman, D.. Ala., says will ease the 
critical gap in credit facilities for small firms. 

One of the two Sparkman bills would establish National Investment 
Companies chartered by the Federal Reserve Board. These privately- 
owned and operated companies could make long-term loans or invest in 
the stock of small firms. 

The second measure would establish an insured loan program, similar 
to the Federal Housing Administration home loan system. Under this 


proposal, the Small Business Administration would guarantee up to 90 


VISIT Reise N@ewsSreel ¢ 6 @ (continued) 


per cent of small-business loans made by private banks. 


Skilled Worker Businessmen will have to depend on young and inexperienced workers to 
Supply Running Out an ever-increasing degree in the years ahead, 

studies by the U.S. Labor Department show that middle-aged men 
and a great number of women will have to be used to meet expanding 
employment needs over the next 10 years. 

The population will increase enough by 1965 to supply an added 1] 
million workers which will be needed. But there will be almost no increase 
in the “prime” working group-—men from 25 to 45 years of age. 

Phere will be a need for three million more sales workers and clerks 
in the next decade. Because women and older men will have to fill these 


jobs, there is an urgent need for better training. 


SBO Million Phe Senate and the House agreed upon an extra $80 million fund to be 
More for SBA made available in loans for small firms. Since July 1, 1956, The SBA 
has loaned $137 million to small firms. It now needs the extra $80 
million to meet the rising credit demands of small businessmen. The SBA 
now has total lending authority of $455 million. This includes funds for 


disaster loans and prime contract authority. 


Antitrust Drive More and more, 1957 is shaping up as a year of jet-propelled government 

Shaping Up drives against monopoly trends. The Justice Department’s antitrust 
lawyers are compiling a lengthy list of industries—and companies that 
will be inspected for possible violations of the antitrust laws. 

Why all this antitrust fuss at this particular time? Chief reason is 
that there’s genuine concern, both within the Congress and within the 
kisenhower Administration, over the declining fortunes of many smaller 
firms. Another reason: Antimonopoly campaigns are perennial favorites 
of politicians, both in election years and in “off” years. 

Here’s the basic reason for the new concern over the slow drift to 
fewer and bigger firms: Large companies are enjoying boom times, and 
have been for several years. But small firms have not been sharing in 
this prosperity Many have closed their doors. Others have been forced 
to sell out to competitors because of lack of cash. Others have to “scratch 
like hell” just to keep their doors open Why 7 

At the Justice Department, antitrust lawyers are taking a close look at 
some recent mergers and also at some rumored mergers which have not 
yet been consummated. The upshot of this “close look” could be a 
batch of court actions against the parties involved in mergers 01 planned 
mergers. Part of the “new look” in federal antitrust prosecution is to 
lock the stable door BEFORE the horse is stolen, not afterward. In other 
words, they plan to head off some anticipated mergers now in the budding 


stage if they can do so. 


Truck Lines Freight rate advances become more widespread as the government allows 

Get Rate Boosts truck lines in the East, Midwest, and Rocky Mountain regions to raise 
their charges five per cent or more. 

New increases amount to five per cent in the West, seven per cent in 
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Fabulous impact... 
the high fashion shoe endowed 
with the quality look and 


authentic fashion colours of 
HUBSCHMAN’S CALF 


so elegantly exemplified in 
the two-tone “Bengal” pump by 


BN anti ty 
Shya 


Philadelphia 31 . 
+3387 Flax vali with 


+3358 Wicker... or in any 


fashion colour or combination of 
HUBSCHMAN’S CALF 


E. Hubschman & Sons, Inc. 
Philadelphia 23 


Fashion Office: 


Empire State Building, New York 1 
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Ladue 


as featured in the MARCH issue of 


CLAMOUR RADAAR 


Nationally advertised to your customers 


in your trading area during 1957 in: 


Charm 

Better Homes & Gardens 
cosmopolitan 

Glamour 

Harper's Bazaar 

Ladies’ Home Journal 
McCall's 

Redbook 


Vogue 
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BOOT and SHOE 





M orton HACK of the Hack 


Shoe Company, Detroit, Mich., 


says: 

“In the touch and go of a highly 
competitive business, where pro- 
duction line selling subordinates fit- 


ting, the successful prescription shoe 





store would seem to be an anachron- 
ism. Yet in many places there are 
successful shoe firms which have 
made a fetish of the correct fitting 
shoes sO 


of hygienic footwear 


made that they can be fitted cor- 
rectly. 
“The Boot {ECORDER 


editorial of September 15th, 1956, 


AND SHOE 


paid well-deserved tribute to this 


relatively obscure segment of the 


industry. 


“Manufacturers of men’s and 


boys’ shoes have lagged behind 


women’s and children’s welt manu- 


facturers in recognizing the im- 


portance of the continued stability 
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Talk /a Trade 


of these outlets which often have to 
scratch to find resources possessing 
the ability to supply their growing 


needs,” 


Rosers G. 


manager of the 


HILL, 
(Oakland-Calif. ) 


Columbia-Geneva Steel Division of 


advertising 


U.S. Steel Corp. told the Denver 
Advertising Club: 

“Many a salesman finds himself 
as embarrassed without advertising 
would be without 


has a vital role, it can never 


support as he 
his trousers. advertising 


serve 





as a substitute for the salesman with 
his personal touch in making the 
sale and keeping it closed. In re 
cent years, salesmen have become 
aware of the value of advertising 
results. 


because they have seen its 


They rely upon it. Therefore, ad- 
vertising has risen from an earlier 
role in which it was a last resort 


or the line of retrenchment.” 





Recorder 












Mary BROUWER HICKMAN, 
president of Brouwer’s, Milwaukee 
Wis., sent us a copy of a letter she 
received, It read: “/ haven't been 


able to get to Milwaukee to return 





~ ~Hiliss 


the enclosed shoes u hich | am re 


turning by insured parcel post 


7 hey are too beautiful for my ugly 


feel. Thank you hindly.” 
“We have all had a wonderful 
laugh.” says Mrs. Hickman, “and 


certainly feel the industry has come 
a long way when this is the reason 


for the return of a pair of shoes.” 


* * * 


A. _ ( KI R of Duc ker’s Shoeland 
Drexel Hill, Pa.. 


“It is true that people are in the 


Says 


shoe business to make money. the 
same as people engaged in any 


The 


mand for more pairs of shoes in 


other business yrowing de 


every family, makes us realize that 
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we have a definite responsibility us 


merchants and salesmen. Recogniz 
oul responsibilities and work 
with and for our customers may 


well determine the ratio ol 


With this in mind, [| can’t see 
ol holding 


busine 5S. 


thie importance sales in 


order to stimulate I can 
see a point in wanting to dispose of 
odds and ends that include out-of 


stock 


lure replacements 


sizes and styles with no fu- 
In order to get 
rid of this type of merchandise, we 
sell it at cost and don’t make any 
do keep 


fresh, clean stocks of shoes that cus 


money but at least we 


tomers like to buy. 
know 


how you conduct your business and 


“Loyal customers, who 


stay with you from one year to 
need to be ‘in 


stock dis 


another, do not 
duced’ with store-wide 
posal sales 

“The sales-making 


to be all-powerful but many of us 


trend seems 
can still stay in the business and 
make money with fewer of them.” 


* 


Gino PRATO. New York shoe 


first winner on TV's 864.000 


i iker 
rodw ill ambassador 


Ruble r Com 


question and pre 
for American Biltrite 
arrival in’ Denver 


pranny upon his 


recently, said 
In here 


dw indling 


os of 
group of men the 
American shoemaker. My first love 
is the comfort of the customers who 
hoes. If | had anything to do 
making it 


to bolster the e: 


Weal 
with if Id pass a law 
necessary for all shoemakers to be 

vod artisans. You couldn't be a 
practicing shoemaker if you gave 
blisters, callouses and 


customers 
lhunions. Shoemaking is my _ real 
life. | was six years old when my 
father took me into his shoemaking 
shop in Italy. Pll always be a shor 


maker \ hen my r\ ship gocs 
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down. Ul return to my o1 


the shoemaking craft. 


+” ~ * 


LEWIS. of 
Joliet. UL. believes 


OSELPH Lewis Bros 
Shoe Store in 
thal 

“The shor 
vrealer emphasis on the quality in 


shoes The 


quently play 


should plac ( 


industry 


cConsumel press fre 


s up ¢ heap shoes. Writ 


ers seem to like to comment on any 


possibility of shoes dropping in 


price Vany times shoes which 


make the news are not the best qual 


it The 
lot to co 


average retailer can do a 
rrect this situation by em 
phasizing to his customers the val 
ues inherent in each pair of shoes. 
Phe consumer should be told that 
he is getting a good product for his 
money. This can be done through 
advertising. It certainly should be 


done by word of mouth by the 


salesman at the fitting stool.” 


ACTIVE CUSTOMERS 


THE NEW 
are just slides, 
THE X-RAY machine, an object 


devised 


fitting stools to them 


TO OFFER them a sneaking peak 


AT ANYTHING except their feet. 


THEY DAMAGE the store and tire 


the clerks. 


THEY HAVE to see how every- 


thing works. 

lO PUT up with them we never 
would choose 

Ik THEY 


own little shoes. 


weren't so hard on their 


*"... Something practical ... like mud color." 
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AVAL 


Tue importance of lustrous Italian silks and 


and quarter ol vray 


black and white 





nylon shantung flecked with 
nubby fabrics in men’s apparel makes a trimmed 


fabric 


shoe with complementing or contrasting 











Ingenious handling of the stitch 
surface interest essential in the complete foot raises the Black Calf trim. Thi 
Weal wardrobe. 


detail, too. making for 


ind-turn seam 
is a prackse al 

easier polishing and 
Here is a perfect example of such a shoe in 


cleanin A one plece run-around, narrow ¢ ilf 





an interesting stiteh-and-turn version of the run binding and a well proportioned © erlay 
around moccasin. It 


ti features a one-piece vamp lace stay complete the trim 
For further information, write Boor ano Suoke Recorven 
Lf} mi Tt 
a iT | a4 | ’ 
; i i ‘ ' t i | ,| / i : / \ 
| ' 7 ( bf TI bi | VAS tae } Hebb bhehic ; 
AG | ae Hell Milman ai! 4 2) aes oe bie) 
i lle y mat fh oP ) Bail, th Pb a! 
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tad Pea 0) a cig aed eed BLL a a P| & 
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Summer 9/: 
WHITE 


A summer snowstorm is gathering in the shoe industry. 


It has already hit parts of the country enjoying warm 
winter weather. It will arrive in the northern states 
in April, early in the month in some stores and later 
in others. 

We refer, of course, to white shoes. This coming sum- 
mer, if we can believe every sign and prediction, will 
be the biggest white shoe summer in many, many years. 

{Il-over white sling pump on shapely heel, gold Retailers are counting on it, manufacturers are prepar- 
nailheads trim. A Carmellete shoe. ing for it and tanners are providing for it. 

Now that you have ordered your first white shoes 
and are waiting for them to come in, you can take a 
little time to think about these styles and what they 
can mean to your business during the months of May 
and June. We wish that we could say July as well, since 
the habit of putting white shoes on sale after July 
Fourth earlier in some towns is one of the most 
shortsighted policies in the industry. This year of 1957, 
with Easter as late as April 21st, makes a longer post- 
aster white selling period even more to be desired. If 
women are going to delay buying their spring shoes 
because of this April 21st date, then it seems logical 
to assume that they will not be ready to turn right 
around two months later to buy more dark shoes in the 
first fall styles. 


Just how important can your white shoe business 


7 


be to you this year? Shoes for every kind of occasion 


have been put into white—leathers, fabrics and synthet- 


Bottom, left: Smartly tailored white calfskin 
trimmed with black patent, neu modified tapered 
toe, 21/8 plastic heel. A Rhythm Step shoe. 


Klegant spectator pump in finely te vtured white 
calfskin { De lmanette shoe 








{Il-white sports tle, one of} Spun Sugar series in 
nylon mesh. A Town & Country shoe. 





Right: Casual tailored tie in white punched 
genuine pigskin, 12/8 leather heel, flexible 
genuine welt sole. A Golo of Dunmore shoe. 


Uniimited. . . 


White in Every Kind of Leather, in Fabrics 
and Synthetics; White on High Heels, Me- 
dium and Low; White for Dress, for City 


and Country; for Sport and Casual Wear: 


There ls No End to the Opportunities for 
Promoting and Selling Summer Whites. 


by ELEANOR M. RUTTY 


ics. Starting in April you can promote city and country 
walking shoes and spectators. May days can be warm 
days and, even if the costume is wool rather than cotton, 
clothes will be lighter in color. The pale off-white oat 
meal and beige colors are slated for a big season. And, 
even newer looking, is true white. Just recently we 
have seen white coats which will be in the stores for 
late spring selling. Nothing will look as right with 
these clothes as white shoes or white shoes touched with 
color. Gone is the day when spectators were only for 
country or suburban wear. New, more delicate, more 
formal styles make this type just as suited to town 
clothes and town life as to country. Clothes, too, are 
designed to be style-right for either end of a commuter 
train. So the two—the costume and the shoes—have 
been made to go together. 

White shoes will be interesting for the material they 
are made of as well as for their silhouettes and detailing. 
The style and merchandising head of a large group of 
fast fashion stores in a recent conversation pointed out 
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Walking sandal in white textured leather with 
smooth tan, on leather heel. British Walkers. 


Belou : ( ombination of u hite 


black milent in square throat 
/ 
tapered last and 23/8 heel 


Below: White shoe in Bali silk 


strap on 
silhouette. 


18/8 heel. important 


oT roylings shoe 


broadtail 
pudip on 
| ale niine 


and 
neu 


shoe 


in prac eful | 


material 


and 





Know the Human Foot... 


Mi CH discussion has recently revolved around the fact 
that the retail shoe salesman should be in a better position 
With a 


better understanding of the foot, the shoe, and other fa 


to offer the services exper ted of his profession. 


tors involving the sale of footwear, there is no reason why 
shoe produ tion and the sale of footwear should not be at 
the capacity of the industry. 

Through the ages we have understood that the foot is 
the prime factor in locomotion and supports the weight of 


the body. It has been greatly respected as the shock 




















absorber and weight balancer that prevents harsh treat- 
ment to the brain, spinal cord and pelvic organs, which, 
under the normal activity of the individual. could have 
upset their regular function. These features therefore dem- 
onstrate that the human foot is of excellent mechanical 
perfection and may be considered as one of the wonderful 
scientific developments of nature. 

Upon examination of the framework of the body, 
we note that the slightest deviation from normal could 


cause not only local pain, but because of the effects on 


by SEYMOUR HELFANT 
Sales and Marketing Consultant, Coordinator of 
Courses in Shoe Fitting and Shoe Therapy, City 
College of New York, in collaboration with 


Dr. MARVIN D. STEINBERG 
Attending Podiatrist, Jewish Memorial Hospital, 
New York City. 


DORSAL VIEW 


Os Calcis (Caleaneus) 
Astragalus (Talus) 
Scaphoid (Navicular) 
Cuboid 

Internal Cuneiform 
Middle Cuneiform 
External Cuneiform 

Ist Metatarsal 
Sesamoids 

2nd Metatarsal 

brd Metatarsal 

4th Metatarsal 

oth Metatarsal 

Ist Proximal Phalange 
2nd Proximal Phalange 
brd Proximal Phalange 
Ath Proximal Phalange 
oth Proximal Phalange 
Ist Distal Phalange 
2nd Middle Phalange 
brd Middle Phalange 
4th Middle Phalange 
Sth Middle Phalange 
2nd Distal Phalange 
3rd Distal Phalange 

Mth Distal Phalange 
Sth Distal Phalange 

















SALES TRAINING 





Prerequisite To Correct Fitting of All Feet Is a Basic Knowledge of Foot Anat- 

omy. This First Article and the Two Which Will Follow It, “The Relation of the 

Foot to the Shoe” and “Applied Shoe Fitting,” Will Be Useful in Providing Such 

a Basic Knowledge for the Trainee and Will Act as a Refresher Course for the 

More Experienced Shoe Fitter. This Series Will Embrace All Phases of Retail 
Shoe Selling and Store Management. 


nerves, muscles, ligaments and tendons, could have harm- 
ful results on all parts of the body. 

With these facts in mind, it becomes necessary for the 
shoeman to understand the construction of the human foot, 
although it is not expected that he shall practice medicine 
or perform the duties of a doctor. Many foot deformities 
could have been avoided if the shoe salesman had under 
stood something about the anatomy of the human foot. His 
responsibilities must also be carried further, in that he 
must know something about the proper fitting of diabetics, 
arthritics, persons suffering from peripheral vascular dis 
eases, plantar verrucas, Morton’s neuralgia and other 
ailments too numerous to mention at this time. 

The skeletal structure of the foot consists of 26 bones in 
each foot, excluding the two sesamoids which lie at the 
distal ends of the first metatarsal bone. This comprises 
about one-quarter of the bones of the whole body. Each 
bone performs its own particular job in the weight bearing 
and locomotion function. Movement of the bones is per 


mitted because of the way they are joined together by 


LATERAL VIEW 
I Os Caleis (Caleaneus ) 
2 Astragalus (Talus) 
3 Scaphoid (Navicular) 


muscles, ligaments and tendons. This brings it about that, 
while each bone is only very slightly movable where joined, 
yet by their collective action the foot as a whole becomes 
very flexible in its movements, Wherever bones are pordrne dl 
they are lubricated by a synovial fluid. 

Before we can discuss the skeletal structure, we should 


become familiar with the words describing each bone 


ANTERIOR 
POSTERIOR 
SUPERIOR-—above. 
INFERIOR— below. 
DORSAL or DORSUM 
PLANTAR 
MEDIAL (Internal) 
the body were divided in half by an imaginary line which 
would lie on the side of the big toe. 
LATERAL (External)—away from the center of the 
body or on the side of the small toe. 


in front of, or near the 1oes. 


situated behind, or near the heel. 


upper surface, 
under surface or sole. 
nearer the middle of the body, if 


[TURN TO PAGE 65, PLEASI 


4 Cuboid 
5 Internal Cuneiform 


G Middle Cuneiform 
7 External Cuneiform 























Modern Packaging Is Good 


P —_ , 
ackaging Compantes 


fre Contributing To a Merchandising Revolution in’ America 
Through Custom Made Wrappings and Boxes Calculated to Save Money, Perform Multiple 
Services and Promote Brands and Stores. Packaging May Become the Retailer's Best Friend. 


éé 
0: Rt prime elliciency expert gets no salary, works 24 


hours a day every day, and dubs in a8 our star public 


relations man. This might be 


retailer who is really “hep” to modern packaging tech 


niques, For that is just what the modern shoe package 


is: an around-the-clock efhieiency expert. 
The savings in time, labor, space, shipping costs and 


home deliveries that result from a careful packaging 


program can be Hnpressive 
In the past few years, several distinct types of creative 


have 


packaging appeared on the market, eae h offering 


unique advantages, and performing a different function 
One of the newest is almost a complete pre-pae kage. 
Alin st, 


because shoes must be fitted and hence cannot 
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the comment of a shoe 


he sold in a sealed package. This item is a distinctively 
decorated shoe box which is shipped flat from the box 
supplier to the shoe manufacturer. Stored flat, this box 
takes very much less space than the conventional box. 
permitting the manufacturer to carry a larger inventory 
of boxes and to buy more at a lower unit cost. 

In the retailer’s shop, the box is stacked in the usual 
After the 


sale is made, either a handle pulls up Or a string handle 


manner on shelves or in the stockroom. 


is attached and the customer carries the box from the 


Right: Push, pull and an inexpensive gummed 
label, tailored to your store, is on the box in 
a matter of seconds. The manufacturer, Carry- 
Pack Company, Ltd., Schiller Park, Ill, lends 


the necessary simple dispenser free. 
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Left: A broad assortment of package designs 
is available to retailers. The bag on the left 
and the shoe box are by Marcus Company, 
Brooklyn, N. Y. The other four bags are by 
Wolf Brothers, Philadelphia, Pa. Individual 
styling is a most important feature, offering 


store identification through package design. 


Right: Polyethylene bags, one for each shoe, 
give an air of sophistication, help make sales, 
and are excellent for storing shoes. By Equitable 
Paper Bag Company, Long Island City, N. Y. 


store with the store’s or manufacturer's brand name in 
full view of every passer-by. The box becomes a walking 
advertisement. When it is placed in the closet at home, 
it provides compact, dust proof storage, with the store’s 
own brand name remaining a constant reminder of 
where the shoes were bought. 

dut, say you, you want a distinctive wrap or a bag 
for your store. In this case, wrap and bag manufacturers 
offer a variety of items for your inspection, Large paper 
houses can design an exclusive wrap for volume users 
in two or three colors if desired, and printed on custom 
designed papers. 

In bags, the closure may be of the folded lock-type 
or a handsomely corded and colored draw string handle. 
The latter slips on the wrist and the hand is left free 
for coins, car keys or other packages. Shoe manufac 
turer merchants’ service departments provide these slip 
on bags on a cooperative basis with their own brand 
name and the store’s name imprinted on them. Some 
retailers buy these bags direct from bag manufacturers, 
but in either case the bags are distinctive and provide 


a most efficient advertising device. 





News 10 Retailer 





















A newcomer in the pac kaving field is the polye thy lene 
inner bag that replaces the inside tissue paper in the 


shoe box. ‘Transparent, the bag has the store name 
printed on its surface in a repeat design. Women seem 
to be delighted with it. With one shoe to the bag, this 
is a good way to keep dust off and, of course, the store 
name is always in view. Salespeople report that thes 
bags so glamorize shoes that they help sales. The cost 
over tissue paper 1s reported to be negligible 

One of the quickest ways of sealing packages or shoe 


boxes in the gummed-tape handle, “the handle that 


seals the package.” It offers, at once, convenience. low 
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Pink and white striped cartons strike a colorful note box (center). Note the carton’s deeper than usual lid. 
against the gray and black modern shelving (left) in Martha Campbell (right) here threads white cord through 
Stix, Baer & Fuller's downtown St. Louis shoe depart pre-punched holes in the box. Sales people laud the easy 
ment, The customer is served direct from the stock wrapping. No tape is needed. 


The Multi-Purpose Shoe Box 


7 —— | — 
»y Performing a Number of Functions, the Shoe Box Can Be a Real Time and Money 
Saver for Both Retailer and Manufacturer in Its Trip From Shoe Plant to Family Closet. 


Mos women never carry anything that they can pos Box Wrap & Label Company. to get help in designing 


sibly get the store to deliver. But now a shoe box that a package that would give one solution to a combina 


many women actually want to carry home has been tion of four problems: beautiful packaging; easy han- 
devised by a packaging firm in St. Louis. dling; fast handover to customer; possible elimination 
Some months ago Archie Bregman, sales manager, of delivery. 

for Risque division of Brown Shoe Company, called Mr. Bregman wanted a carton that was news, one 

in Burton W, Fischer, executive vice president of Mendle that would visually tell a story about his firm’s new 
shoes and their new soft construction. He wanted a 
carton that carried some emotional impact. Sidestepping 
the industry's time-worn designs, he wanted to pioneer 
a meaningful package. Mendle’s answer, “Convert-A 
Pak,” was first displayed to the trade at the National 
Shoe Fair in Chicago last October. 

Appealing in color, styling and carryability, the car- 
ton has already found acceptance, even in the short 
time it has been in use. 

The carton is a special patented item which carries 
shoes direct from the manufacturer to retailers’ stock 
shelves, then serves as a carry-out for the customer. 
The carry-out feature consists of an 18-inch length of 
white cord which comes packed in the carton along 
with the shoes. The cord is simply threaded through 
pre-punched holes when the sale is made. The carton 
needs no taping, bagging, wrapping or additional han- 
dling to make it ready for the customer. 

According to the designer: “From the custome: 
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Survey shows that, with this box, customers actually 
are willing to carry their shoes home. Retailers save 
on delivery costs, an important expense ttem. 














SHOES 
IN STOCK FOR IMMEDIATE DELIVERY 


*During December and January, Blue Bonnet more thar 
its sales for the corresponding period last 


BLUE BONNET SHOES, INC. MANUFACTURERS, 5 FRANKLIN STREET, LAWRENCE, MASS 
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YOU MAKE MONEY 
GIVING AWAY... 


Here’s a *‘Crazy” Ideal!!! 


. the kids get 
FREE ice cream cones. Yet, there’s no ice cream in 
your store, no cones for you to handle! Your customers 
get cone certificates with purchase of “totes” and send 
them to factory with box end. Youngsters promptly 
get a shiny new dime to buy ice cream, from us. Join 


You get traffic and extra business. . 


the fun... 
for you. 


NEW BAR SELLS FOR YOU 


FREE with your order for 48 pairs 
® “Hands” Mothers FREE Cone 
Certificates 
ork ® Stocks 48 pairs of “totes.” Gives 
TF worm you extra business from space 
now idle. 
Comes packed, ready to put on 
your selling floor. Loaded with 
sell! NOTE: Free Cone Displays 
and Certificates included only with 
orders received before March 15. 
ORDER TODAY. Write for name of 
your nearest IN STOCK “totes” 
Wholesaler. 
#80 OVERSHOE—'‘totes.”’ 3 sizes fit 3'4 to 
, Ribbed, non-skid bottoms Red, Brown 
iggested Retail . $1.29 pr 
store’s Cost .... 771% pr 
#80-TT OVERSHOE—'‘‘totes.”” 3 sizes fit 9 to 
BIG 3. DuPont Neoprene Soles and Heels 
Red, Brown. 
Suggested Retail oecee $1.79 pr 
Store's Cost 1.07% pr 


So-Lo MARX RUBBER Company 


tie-in your store. It’s easy and profitable 





IT'S OUR 


25th 
BIRTHDAY! 


America's 
LARGEST SELLING 
Children's Rubbers 


OUTSELLS al! others 
Here's Why 


EASIER to put on because they 
S-T-R-E-T-C-H MORE! 

ANKLE-HIGH protection. Not cut down 
at sides. Compare! 

WORLD'S LIGHTEST —- yet rugged as 
cowhide. Wear GUARANTEED! 

NO LEFTS or RIGHTS to confuse. 
Toddlers put them on alone 


Dept. B-215 ° Loveland, Ohio 
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‘(re i re vg 
tt és i OE POG i ED 


fbove: “Here you are, young lady,” says 
Bill Hale, manager of the shoe department 
in Goldés Department Store in suburban 
St. Louis. Pop-up handled carton displays 
identical brand insignia on both carton sides. 








“Look, Mother, now I have another box for 
my shell collection.” young lady gleefully 
reports. The carton, which features pop-up 
handle and deep lid, is reported by store 
managers as popular for re-use by young 
customers, who use cartons to hold shells, 
costume jewelry, doll clothes and trinkets. 
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Pall Up Mandle 


Gives a Litt To Sales... 


A New Juvenile Shoe Box That Is a Real Friend to the 





Retailer in Saving Space and Wrapping Time. It Also Helps 
Sales Among the Children, Who Have Found Many Uses for 


a 

HAT new pop-up handle shoe ear 
ton Is so practical and so easy it’s 
going over big with my customers and 
This is the 
report from Bill Hale, who for the past 


with my salespeople, too!” 


10 years has managed the shoe depart 
ment in Golde’s Department Store, sub 
urban Maplewood, St. Louis. 

look 
getting another one of these cartons,” 
Mr. Hale stated. ““They 
tell me all of the things that they use 


them 


“The kids actually forward to 


come in and 


the boxes for when they get 


home. The list is a mile long—every 
thing from charm collections to pony 


The 


item in the 


tail fasteners. cartons must be 


a helpful 


Ss heme of things.” 


youngsters’ 


It the Manufacturer Never Even Dreamed of. 


Phe carton is a new product one o 


the first pre packaged carry-out 


to convey the brand name from the 


manufacturer through the dealer to the 


consumer. It was introduced to the in 


dustry last year under the trade name 
“Redi-Tot It is the result of research 
and development by Gardner Board 
and Carton ¢ ompany, Cincinnati, and 
has been adopted ly Vaisey-Bristol 


Shoe Company, Monett, Mo., for it 
Jumping-Jacks 

\ representative from Gardner list 
the advantages of the 


follows 


shipme nt from box 


pre pac h “ape d 


carry-through as economy ot 


manufacturer over 


sel-up types; convenience of storage 
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Does Fabricushon really 
help to sell shoes? 


These important shoe manufacturers say “YES”. . . 


FABRIcushon in the vamps. It is our belief 
that this type doubler has not only made the 
shoes more comfortable, but has added a 


| certain style eye appeal.' en ea 


[ 
| "Some of our largest selling patterns have 
| 
} 




















Pee. tae =~: 
PETERS SHOE COMPANY 
| "Two years ago we were startled by the 
’ tremendous consumer acceptance of our shoe 
| ‘ made with FABRIcushon lining, which developed 
| "The number one reorder shoe from our a powerful amount of business for us. But 
} In-Stock Department carries your the most gratifying part ... lies in the 
FABRIcushon linings." amount of follow-up business we have continued 
AMERICAN GIRL SHOE COMPANY to receive." 
\ _— PENNANT SHOE COMPANY 
i —_— peeeeedien iaionncall 
~ * 
~~ we WHY? 


igs FABRIcushon foam-fabric lining adds glove- 
ie like flexibility and comfort to high styling... 
oe actually breathes for coolness . . . handles like 
Se ordinary fabric .. . keeps the shape. 
Shouldn’t you find out more about FABRI- 
cushon foam-fabric lining . . . and what it can 
do for your sales? We’ll be glad to help you. 


——— 


FABRIcushon 


PROCESS PATENTED 


fabric-to-foam wedded forever 


THE KENDALL COMPANY 
Andrews-Alderfer Division 
1055 Home Ave., Akron, Ohio 
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by BILL ROSSI, Field Editor 


Inside Shoe Business 








When Does A Shoe Fit? 


Don’t Jump in with Hasty, Obvious Answers 
That Simple Question 1s Loaded with Hidden TNT. 


W HEN does a shoe fit? 

Tucked in a corner of my wallet is a special 
twenty-dollar bill. When the above question is 
asked the twenty is simultaneously laid on the 
desk or bar as an unspoken wager that the shoe- 
man can’t answer the question. All I know is 
that I’ve been carrying around the same twenty 
for a decade and have not yet had a shoeman 
make justifiable claim to it. 

There are no tricks to the question. It’s not 
like “How high is up?” It’s a very simple, hon- 
est and basic question. You’d think most shoe- 
men could flip off the right answer as though it 
were second nature. Sure enough, most try. And 
many believe—at first, anyhow—that they’ve 
come up with the answer. But a little discussion 
and debate is enough to create sufficient confu- 
sion to make the average shoeman reach despair- 
ingly for his box of tranquilizer pills. 

Right here you’re no doubt ready to come up 
with your own formula. If you’re an average 
shoeman with a good amount of experience and 
know-how and judgment, your answers will be 
something like this. First, the shoe fits if it’s of 
ample length and width, with room for foot free- 
dom, yet comfortably hugging the foot. The heel 
or counter should fit snugly to keep the heel of 
the foot secure and well balanced. On an oxford 
the instep should be firmly secured to give the 
foot “support.” On a pump or sandal or slipon 
the sides should hug closely to the foot. The 
vamp or throat line shouldn’t bite into the lower 
instep. And the shoe should be fitted heel-to-ball 
as well as heel-to-toe. 

That about sums up the answers given by 
some 98 per cent of shoemen. Some shoemen 
won’t cover all the above points, and a few will 
cover all the above and a couple of additional 
points besides. 

Now comes the debatable challenge: If all the 
above points are adequately covered, does the 
shoe fit? The answer is yes—as far as general 
shoe-fitting standards go. But this 


raises an- 
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other question: Are general shoe-fitting stand 
ards to be accepted as conclusive or scientifically 
precise? 

And it’s right at this point where things start 
to go off keel—where the debate now takes on 
heat. Let’s try on a few of these challenges for 
size. 

Let’s assume two pairs of feet are of identical 
length and width. Hence they’re fitted to identi 
Yet, one pair fits and feel 
well, the other doesn’t. Every experienced shoe 


cal sizes in shoes. 


man has seen this time and again. Thus, conven 


tional measurement standards alone aren’t al 
ways reliable. 

Let’s take the same two pairs of feet of identi 
cal size. Both, say, measure exactly nine inche: 
in length, four in ball width. But if they’re fitted 
to the same size, something happens. Analysi 
will show that the parts of those feet differ in 
measurement. For example, in one person the 


ball-to-toe measurement would be three inche 
the arch length 41% inches, and the heel length 
2V/ The 


214, measurements for the 
other person would be 314, 3% and 2. 


Not only 
would there be a difference in the fit and feel of 
the bottom of the shoe (toe, ball, 


inches. same 


hank and hee] 


seat), but also in the upper. The different 
dimensions of these two pairs of same-length 
feet would create certain stresses in different 


parts of the shoe as a whole. 


This raises a tantalizing question: On a viven 
size foot, what is the normal or average 
length of the heel, Or length of the arch? O1 
length of ball-to-heel? If we’re 


shoe-fitting standards, shouldn’t we have 


say 8, 
talking about 

Orie 
standard measurements or dimensions for the 
object (the foot) which the shoe i 
fit? 

Take 10 pairs of feet, all of identical length 
Perhaps at least half of those feet 
feel differently when fitted to the 
last of That’s 
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uppo ed to 


and width. 
will fit 
same size and 


and 


shoe. because the 
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Hall Leathers and Fabries 


(5 reat Emphasis on Textured Surfaces in Both Kinds of Upper Materials 


for Women’s Style Shoes. Variety, Elegance and Luxury Keynote Lines. 


ELEGANCE pervades the women’s fall shoe market; no- 


where more evident than in the fine leathers with many 
finishes and surfaces and the varied and rich fabrics. The 
textured, sueded, punched and highly polished leathers 
find their counterparts in the tweeds, jacquards and other 


suit, late and 
Black and dark brown, alone and in 
strike the 


these are the 


fabrics for daytime afternoon-into-evening 
full evening shoes 
appear in the fabries and ame 
fashion leathers 
big fashion colors for fall. The “fur look” appears in both 
leathers 


be interpreted in the use of contrasting leather surfaces 


combinations, 


note as in the where Lwo 


and fabrics. The trend to combining surfaces will 


and of leather combined with fabrics 


¥ A ’ 


Warcu the blues! That's the advice of Ruth Kert 
Amalgamated Leather Company’s fashion expert. 
While emphasising the fact that black will be tops for 
fall, Mrs 
to overlook the impact of brighter blues on the fall picture. 
Textile 
make blue a fall rather than a spring fashion. 


ries, 


Fries warns shoe manufacturers and retailers not 


houses, she reports, are backing a movement to 


In this mood, she introduced seven blues, Flight being 
one. Winter Navy, a brighter tone cited as a companion 
to the brighter textile navys, is another. Others are Indigo 
Blue, with a purplish cast; Teal, a peacock tone; Danish 
Blue, a slightly greened and grayed tone; Delft Blue, the 
china tone; and ‘Turquoise, a continuing color important for 
skimmer types 

Iwo grays, a light and a medium, and two families of 


brown, the darks and the brassy tans, also were termed 


important. In the red family, Amalgamated is featuring a 
rich Barn Red and a new garnet in addition to Basque and 
Cherry. As a novelty, some merit is seen in Loden Green. 

With Charmooz suede and glazed kidskin the leading 
finishes, the Amalgamated line also includes metallic effects, 


grains, pearlized broadtail and lusters. 


* & 


“TLLUMINATA,” the new shrunken kidskin from Wil 
Amer, effect to its look, 
according to Charlene Osgood who is showing the collec- 
tion at the offices of the Kid Leather Guild in New York. 
To start there is the Jet 
Ked: Jet Green; Jet Beeswax, which has a brassy 
tone; Jet Blue; Jet 
black; Jet Black with a pale gray undertone. 

Also in the line are two metallics in the same leather. 
“Bronze” looks like an Indian brocade and “Tarnish” has 
a blackened silver look. Another group is called Family of 
Minks and includes Ranch Mink, a brown shade; Autumn 


ova aste 
Royal Pastel 


liam adds a two-tone textured 


with, Family, consisting of Jet 
under 


Vino, a Vicuna tone combined with 


Haze with a beige undertone; gray with a 
gray undertone. 

In addition to the Jet and Mink groups, there is a pro 
motion blue called Ming, a live blue shade with a little 


greenish cast and beautiful to wear with black, brown and 
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gray clothes. A promotion white is called Picasso and gives 
the effect of a black and white print. 


% & & 


For the first time in some years, color will not be the 
important news in leathers and shoes for the new season 

s0 says Jane Wheeler, director of the Fashion and Pro- 
motion Department of Colonial Tanning Company. It “will 
share equal honors with leathers, finishes, textures, lasts 
and pattern treatments. In our case we continue to show 
from current and the 


volume will still be in the off-whites. 


the successful basic colors seasons 
warm tans to browns, 
medium to dark grays, winter reds and, of course, black, 
in volume.” 

In Velka, an elk-tanned side leather, repeated colors 
Red, Basque Red, Benedictine, Briarwood, 
Brown White Sand, Canyon Sand, Crystal Gray, 
Dusk Gray, Brass and Colonial’s Flight Blue. New colors 
are Red Earth, a brownish red; Cobweb Gray, misty and 
light; Paris little Clay; 
Wicker; Colonial’s winter Peanut; and promotion colors 
like Violet Plum; Tartan Green and Voltage Blue. 


are: Comet 


serry, 


Taupe, a clearer than French 


The smooth dress sides we call Colotan will repeat the 
same volume colors to which we have added Nougat, in 
the Fruitwood family, and Sun Bronze, livelier than Brass. 

The Miss Wheeler, is in the textured 
leathers, and these we have carried through our entire 
leather 
Piglet, Kenya and Cambodia, all drum dyed in the same 


real news, says 


line. In side we are presenting Tahiti, Velkork, 


popular group of greiges, vicuna to brown and 


gray 
families. The other new leathers we will show are: Colbuck, 
a soft buck Ruffstuff which is slightly 
coarser; Huntington, a smooth grain in the beaver type; 


napped type; 
Belmont, the finer grain, which is repeating its success 
of last season; and a new full grain leather both smooth 
and slightly boarded. 

Colonial has leather 
which include Pebble and Pin Seal in both gunmetal and 
black; and Punched and Pin- 


point patent, in both white and black. Pastel and colored 


real news in the patent surfaces 


Moire and Faille surfaces; 


patent, in lustrous solid colors continue to gain fashion 
momentum and Bolero Red, Rhapsody Blue, Symphony 
Pink and Waltz Blue look new and appealing in sandals 
and Spring-o-lator types for resort and holiday shoes. 
Bright colored patent accents on both the Pebble and 
Pin Seal surfaces provide a contrast in color and leather 
that is also having more than mild sampling interest. 
Gunmetal, and Copper patent alone, in pumps and san- 
dals, are taking on a lively interest and undoubtedly fol- 
low the general trend of grays and browns in ready-to- 
black, 


and, as the season goes on. there will be more interest 


wear. Either is a striking contrast for wear with 


in these “wear-with colors.” 


forecasts a dull fall 
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The lack of new colors in no way 
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APRIL Weather Forecast 


—_— W eather Conditions so } itally Affect Shoe Sales, Boot and Shoe Recorder 


Publishes Each Month 


M ILDER than normal is the general 
forcast for April 1957. Practically all 
sections of the United States will be 
The 


will 


influenced by this warm trend. 
precipitation however, 


be this Major 


areas will include the extreme North- 


pattern, 


not consistent. welt 


west. Central Texas, Florida and a 


relatively wide zone, from Wisconsin 
to Nova Scotia. The Southwest 


Lower Mississippi Valley will be no- 


and 


ticeably drier than usual. The follow- 
ing is a more detailed description of 
the 


region: 


expected weather pattern — by 


Area I: Northeast 
Precipitation is expected to be rela- 
tively heavy in Eastern Canada, North- 
ern New England and the lake areas 
in Upstate New York. South of the 
Boston-Pittsburgh line, however, con- 
ditions will be somewhat drier than 


normal, Temperatures throughout the 





the Weather Outlook 


for 





OF AHRENHEIT 
ESTIMATED DEVIATION FROM 
NORMAL MONTHLY TEMPERATURE 





the Succeeding Month. 











Northeast will average slightly milder 


than usual and milder than last year. 


Area Il: Great Lakes 
Wetter 


and milder than normal is 





‘amvta 


“treume, — monTn mrp 


7 
UT nae ery, 


PRECIPITATION 
ESTIMATED PERCENTAGE OF 
NORMAL MONTHLY PRECIPITATION 
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the April forecast for the Great Lakes 
Major exceptions to 
are the 
extreme of this 


region, including Kentucky and West 


Midwest region, 


this anticipated wet trend 


southern sections 
Virginia. April, last year, was colder 


and generally wetter than normal. 


Area Ill: Southeast 
Florida and Southern Georgia will 
be 


tions 


wetter than normal while other se¢ 
of the 


than 


Southeast will 


This 


cast is in reverse of last year’s pattern 


average 


dries usual. rainfall fore 
when Tennessee and northern counties 
of Mississippi and Alabama were very 
wet. Temperatures will be milder than 
usual and milder than last year. 
Area IV: North Central 
The line of near normal temperature 
will extend from Northern Minnesota 
through North Dakota. North of this 


| | 
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kor Comfort and 
Preserved Beauty 


of 


Toe Contour 


For toe comfort and that “‘showroom” look 

in the toe area... rely on “Celastic.”’ 

Use “‘Celastic”’ for firm box toes, “Soft Box Celastic” for supple 
but resilient toe area support. Either material can be 

depended on for faithful performance and good looks. 


There’s a “‘Celastic”’ for unlined footwear, too. 


UNITED SHOE MACHINERY CORPORATION « BOSTON, MASSACHUSETTS 








Pointed Toe Dominates 
Miami Style Picture 


THE very pointed toe is the domi 
nant silhouette in the Miami shoe style 
picture, and practically every dealer is 
pointing to important interpretations of 
it in his showings. This applies to the 
chain store offerings as well as to the 


most exclusive of the season’s early 
showings. 
Heels are most important; the 


tucked-under princess heel is gaining 
in popularity; the rapier thin epee heel 
continues to be good; and the medieval 
heel is lower and smaller than ever. 
All of these are being shown as “new,” 
but there is still considerable activity 
in the decorated high heels. 

As to colors, the prediction is that 
there will be plenty of brilliance in the 
summer shoe picture. Many colors are 
being shown in an experimental way, 
but it is too early in the season to say 
which will number Biscayne 
blue at the moment appears to head 
the list of popular colors, but there is 
also a good following in the beige tones. 
Black and white is leading at the mo- 
ment. 


be one, 


Silk is showing up in an increasing 
number of shops, and there is plenty 
of straw and some few reptiles. Patent 
is good. Newspaper advertisements are 
employing “pointed” in copy that draws 
attention to the newer styles. Such 
phrases as “We POINT with pride”; 
“Make a point of fashion’; “Pointed 
the couturiers favorite silhouette 
in pumps”; “Pointed toes—not an era, 
not an influence, but a world history 
of trends merged into an excitingly 
slender and entirely contemporary 
look”; “Point your toe if you want to 
lead fashion parade.” 


toes 


Burdine’s is featuring a line of at 
tractive shoes in their own new color 
Bamboo, a whitened beige that is a 
splendid neutral tone for early spring. 
It is shown in many styles, in calf, 
raffia and broadtail calf. 

Hartley’s continues to show a lot of 
open toes as well as pointed toes. Nan- 
kin’s has an attractive punched pig 
pump, a tailored pump in natural or 
white, that has had a nice acceptance. 
Cowen’s, “always five months ahead of 
the nation” in shoe styles, is introduc- 
ing a multi-color reptile in both closed 
and open toe. It is recommended 
the foot covering that does “all things 
to all clothes.” The patent pump they 
highlighting as “the perfect foil 
for the gay tropical prints” is an ultra 
smart shoe for almost any occasion. 
I. Miller has dress shoes of patent, 
both closed pump and sandals, with a 
trim of crystal on the vamp. The bril- 
liance of the crystal beads against the 
black patent is striking in appearance 
yet subdued to the point of being well 
bred and refined. 


as 


are 


At Baker’s will be found many mod- 
els of the high style, high priced shoes 
offered in the exclusive salons, but at 
prices much lower than the originals. 
Here are many of the new sharp toe 
models as well as a variety of sandals 
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and casuals. All the latest in heels 


vamp decorations and materials are to 


be found in this and other chain stores. 
Will the suggested “blunt toe” which 


is occasionally to be seen in some shops, 
one of the season’s 
and attract much attention as the sea 


be “dark horses” 


son advances? Will white suddenly take 


a spurt and become once again the 
leading summer shoe? Will fabrics re 


place the now wanted kids and calf? 
These are some of the questions which 
asking, and the trends 
which they are so carefully watching. 


* * * 


shoemen are 


Boston Shoe Stores 


Push Spring Promotions 


DESPITE a lackadaisical first 
veeks in February, Boston shoe mer- 


two 


chants are more than optimistic over 
spring prospects. In fact, they feel 
that with a little luck in the way of 


weather they’ll soon be enjoying their 
best pre-Easter season on record. 
Reasons for the optimism are two- 
fold: First, a satisfying December vol- 
ume was followed by substantial busi- 
ness at the regular January clearances. 


Second, the late Easter has afforded 
stores a bonus period to test spring 
styles and re-order those which show 


most promise. In the same way, it has 
enabled retailers to begin early promo- 
tions on spring and resort footwear 
promotions which will gain momentum 
as March moves along. 

A most encouraging sign has been 
the definite pick-up noted in many Bos- 





( / 





vow Diels and Liste 


Plunging leg line attracts the eye to 
these spring silhouettes. By Ted Saval. 
Daniels and Fisher, Denver (six cols.). 


ton stores shortly after mid-February. 
This has been attributed partially to 
a let-up in the severe winter weather 
besetting the region The pace was 


expected to quicken after Washington’s 
Birthday, when retailers squared away 
for a concentrated spring sales push. 
At Gilchrist’s, only 
modic business through early February, 
but the latter part of the month un 
covered a definite trend toward selected 
types of styles and color There is 
little doubt that tapered toes in popular 
price lines will be a event for 
spring. Slashed calf in open and closed 


there was pas 


big 


pumps has attracted some business, as 
has patent in black and one or two of 
the pastel group. There has also been 
some business in sandals, al 
though not enough to pinpoint a trend 
Flax is one of the big colors to date 
and red is being watched carefully as 
a sleeper. 
Curtis Shoe 


strap 


Store at 133 Tremont 
St. had a light February, although 
“better than last year.” The store did 
well on its January clearances and i 
well-stocked for its spring run. Moving 
in fair volume to date are both open 
and closed pumps with the sweater 
pumps selling to the younger crowd and 
elasticized pumps with a gabardine 
back and side to the older. Calf and 
mesh combinations are also finding buy 
ers with blue a leading bright color. 
There has been some business in pastel 
colors in kid and calf but little in patent 
thus far. Baron’s Shoe Store on Knee 
land St. found February business in 
men’s shoes below par until late in 
the month, when sales took on 
zest. The store sells a wide variety 
of men’s dress and casual footwear 
retailing from $10.70 to $23.95 sest 
rew interest was reported on casual 
slipons, although there is little busine 

in the low cut Italian silhouette which 


new 


did so well a year ago. Although the 
2- and 3-eyelet men’s dress shoe is still 
wanted, those with 4- and 5-eyelets are 


coming back into favor 
* * * 
“Fantastic Easter” Seen 
For St. Louis Shoe Shops 
RETAIL sales of shoes in St. Loui 
tandstill in February’ 
This 1 old 
pairs of children’s replacement type 


men neavy 


open 
what a few 


a few pairs of oled bu 


ness oxfords; a few pairs of teenage! 
f« ad 
ance special 


lo 


patent 


addle , a pall of women Clea! 


That was all 


brighten the picture, women’ 


ame lightly to life 


pump ( 


Closed toe and back, straight-sided nar 


row toe patent pumps began 
J 





este 


What one product merited the approval 
of BOTH Factory and Management at 
the 1957 Conference sponsored by the 


Washington Newsreel 
[ CONTINUED FROM PAGE 32] 


the East, and five per cent on freight 
moving between territories served by 


the trucker 


* * - 


Io rate boost is granted on ship 
ments originating and moving within 
the Southern state 

The groups allowed increases by In 
terstate Commerce Commission are the 
Eastern Central Motor Carriers Assn 
and the Rocky Mountain Motor Tariff 
Bureau. Advances permitted, applying 
chiefly to long-haul freight movements, 
are similar to those 1c approved for 
Eastern and Western railroad last 


December 


* % ” 

President Eisenhower's renewed bid 
f congre onal permission for thi 
country to join the Organization for 
Trade Cooperation will face rough 

edding The OTC would administer 
the existing ‘$-nation trade agree 


ment program Membership in OTC 
by nereasing trade, will benefit Ameri 


can ndustry, agriculture, and labor, 
the President say Congressional ser 
timent, however, appears to be running 


more toward protection this year 


Con mers are continuing to Increase 
their debts, but at a slowe1 pace, the 
Federal Reserve Board reports. At the 


me time, savings are increasing 


54 


National Shoe Manufacturers 
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Part of the answer may be growing The booklet is available from the 
resistance to price increases, some econ- Government Printing Office, Washing 


omists say. Another factor may be mild ton 25, D. C., or from any Commerce 


apprehension at the size of some family Vepartment field office. The price is 

debts, and a desire to pay some off 20 cents a copy. 

before taking on more obligations, they 

Ettelbrick Shoe Co. Revises 
nere are indications that this rise 

is continuing in 1957 at a rate slightly 1956 Production Figures 

lower than in 1956 


The Ettelbrick Shoe Co., makers of 
Meanwhile, the Securities and Ex re . f 


; tep Master shoes for children, reports 
change Commission reports that indi ' , ; 
“Ht that the company’s output for the cal 

vidua aviny are ontinulng i t Z ( . -) F wh) Ts 
if co ng at a high endar year 1956 was 2,504,736 pairs, 


Instead of the 2,335,077 pal figur 





rate. During the first nine months o 


qyr , ‘ +4 » ! | 
—, oe oo hy pe = oper which the company had given earlier 
oe ; S40 ecbiseptihagy * to Boot AND SHOE RECORDER for publi 
his is an impressive 36 billion more cation in it February 1st issue in 
than in the same period in 1955 which were listed the 1956 pairage pré 
duction and “rating” of the country’ 
A 40-page booklet describing practi 4) leading shoe manufacture: 
cal methods for establishing a scientific In the published rating Ettelbrich 
marketing program has been published was in 18th position Rowever. the new 
by the U. S. Commerce Department and higher figure moves Ettelbrick up 
The booklet, ““Market Analysis Tool to l6th po tion. The company’ pal 
County Business Patterns.” tells mer age output decline had been stated as 
chant how to apply data from. th 10.2 per cent from 1955. This has now 
county business patterns reports of the been reduced to 3.7 per cent 
Census Bureau. Much of the study i ray COMPOMY C2008 ks Bae xonsen fos 
de voted to practh al daemonstratior , of _ a = . ieee 1955 to 1956, the 
: ig change-over of its Robinson factory to 
how county business patterns data ha making cement shoes. Previously that 
been, or may be, applied by individual plant had been making titchdowns. The 
firms with different types of marketing  .witeh-over, which required everal 
problem months, resulted in a pairage loss due 
It is written by the Department’ to the difficulty of meeting production 
Office of Distribution particularly to schedules. Nevertheless, the company 
help small firms with little knowledge jin 1956 showed a sales gain amounting 
how to apply such data. to over a half million dollar: 
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The Multi-Purpose Shoe Box 
[CONTINUED FROM PAGE 44] 


angle, the pink and gray box hanging 
vertically and nonchalantly from her 
arm connotes the urbanity and sophisti- 
cation women love.” He points out 
that this feature is important both to 
the customer and to the store. 
Delivery of merchandise adds up to 
quite an expense item for the retailer, 
who is overjoyed every time a woman 
wants to carry her new shoes home. 
“And as women carry it,” Mr. Fischer 
adds, “the carton gives impression after 
impression of advertising value. These 
impressions build good will for both 
the retailer and the footwear brand. 
The box is an item of many uses that 
may stay in the possession of a cus- 
tomer for months to come, reminding 
her over and over again of both store 
and brand. There’s re-use value, too, 
for the customer. It can carry her 
knitting, needlepoint, or darning.” 
The box presents no special problems 
for the retailer. No extra stock space 
is necessary since the carton fits into 
regular stock shelving. No change in 
system is required at the fitting stool 
either. The box’s deeper-than-usual lid 
is its only physical difference. 
Following a sale, the sales person has 
only to check the shoes, take out the 
cord, slip it through the pre-punched 
holes on each side of the box, and presto 


the carton is ready for the customer. 
‘the box can be swung vigorously and 
the lid will not dislodge, since the cord 
passes through both box and lid. When 
pulled taut, the cord prevents lid from 
lifting. 

Mr. ischer has been listening pretty 
closely to what sales people have to say 
about the box. “One sales girl I talked 
to recently is typical of many I have 
interviewed. This girl was quite out- 
spoken in her enthusiasm for the car- 
ton. ‘I do my own wrapping and all I 
have to do after a sale is to thread in 
the cord and the carry-out is ready for 
the customer. I can even put in the 
cord while I’m walking from the cash 
register to the customer’.” 

In today’s stores, many sales men 
and women serve as their own wrap- 
pers. This box gives sales people a 
chance to give selling more of their at- 
tention. 

The box combines a solid gray brand 
name area with narrow vertical pink 
and white garter stripes. Risque’s con- 
struction feature, GLUVE, symbolized 
by an abstract hand, is shown on both 
faces as the box is carried. The slogan 
“Gloves Your Foot” is repeated in three 
places. Since the stock and size num- 
bers are on the end opposite the cord, 
they are neatly out of sight as soon as 
the customer puts the carrying cord 
over her wrist. 

Mr. Fischer’s entire career has been 





devoted to package design. An artist 
by nature, he studied at Washington 
University School of Fine Arts in St. 
Louis. The long list of brands for 
which he has designed cartons includes 
Troyling, DeLiso Debs, Johansen, Al- 
lure, Barefoot Martinique, 
Cangemi Coeds and others. 


Originals, 


. ' .~ wp 
GallenKamp Stores Co. Plans 
Addition to Warehouse 


Brig. General James 
GallenKamp 


Los ANGELES 
C. Cairns, president of 
Stores Company, reports that construc 
tion has begun on an addition of ap- 
proximately 70,000 square feet to the 
GallenKamp warehouse at 2638 Yates 
Avenue. The addition, designed and 
being constructed by the Austin Com 
pany, Los Angeles, will expand Gallen 
Kamp’s warehouse facilities to about 
150,000 square feet. Completion of the 
new structure is scheduled for about 
July 1. 

The 44-year-old shoe chain’s present 
warehouse was built two years ago, but 
increased volume and new stores opened 
in the past year have necessitated the 
addition. Besides increasing the size 
of the warehouse area, a belt conveyor 
system is being installed which will 
convert the handling of warehouse mer 
chandise from a manual to a completely 
mechanical operation. 





VIRGINIA OlAK LANNERY 
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though not in the volume expected by 


March 10. These plain pump along 
with open toe slings of black patent 
and coordinated handbags, were dis- 


played in store windows to make a glis- 
tening contrast to gloomy weather. 

In one February, the city 
had only 69 minutes of sunshine. Shop- 
tayed at home. Department stores 
found the going dis- 
gustingly quiet. Retailers took advan- 
of the lull to repaint, redecorate, 
for the 
expects to be 


week in 


per 
and shoe tores 
taye 
and rearrange, in readiness 
Kaster 
fantastic. 

Next to 


for 


boom everyone 


patent pumps, second best 
low ledge cas- 
al of vicuna brushed leather with high 
riding vamp. This pattern is suburbia’s 


pet 


eller women was a 


High school girls bought black and 
white saddle oxfords for school wear. 
A scattering of brown strollers and 
black smooth shells complete the pic- 


ture. High school boys showed interest 
in black and white saddles, especially 


in the county. Best seller for high 


chool lads was what that group calls 
“Arkansas Threads.” These are light 
tan buck six eyelet high tops and are 


worn around the clock with blue jeans 


or khaki slacks. Considered high fash- 
ion for high schoolers here, “Arkansa 
Threads” also have practical value for 
lushy weather, since teenage boys 


frown on protective footwear as sissy, 
positively. 
Children’s department manager 
groaned during February, but 
their divi life 
March 15. There have been some call 
for patent pumps for little girls, both 


expect 


ions to come to about 


with and without straps. Brown school 
oxfords and black moc-vamp slipons 
were best sellers for small boys, and 
at that bought only as replacement 


pairs. Children’s sales were at a dribble. 


In men’s stores and department 
during the past few weeks, one could 
literally hear a pin drip. Customers 


were Just not present. Downtown clear- 


ance sales continued, with almost no 
response. Best seller of the few pairs 
that moved was cordovan§ grained 
leather wing tip five-eyelet business 


oxfords, heavy-soled to combat snowy 
and wet underfoot conditions prevalent 
here. 

Stix, Baer & Fuller promoted I. 
Miller oatmeal broadtail pumps in two 


56 


ertising in to the 


tyles, tying the adv ip 


tore’s push on the cape look for spring. 
The closed pump features a smooth 


leather collar, while the open sling car- 

ries a perked bow ornamentation. 
Special advertising, and 

window di piays 


mt. Loui 


promotion 

have been at a mini- 
mum in , along with the jingle 
of store cash reviste1 


Chicago Spring Sales 
Delayed by Weather 


Snow and cold has delayed the real 


start of Chicago retail spring shoe 
business. However, patent is off as 
number one seller, followed by blue. 


Patterned pumps lead. The pointed toe 
has caught on and the modified version 
headed for volume. Red and 
flax are coming up fast. 

Chicago retail shoe buying is ex- 
pected to start in strength by March 1. 
The area has had the worst weather of 
the year since January 1 with consid- 
erable cold and snow. However, defi- 
trends have been established and 
are expected to follow through until 
Easter. 

As was expected patent tops all sales 
in all style and price categories. How- 
ever, blue shown surprising 
strength and will probably be a second 
pair of late winter shoes. Many women 
who made patent their first pair in De- 
cember, or January, are expected to 
switch to blue. Red has continued to 
strength due to the fact it’is a 


appears 


has 


pain 
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and Highlend Perk 


Clean, well balanced ad features new, 
scored patent, Lissé, for spring. Style by 
Julianelli. Volk's, Dallas (three cols.). 


natural to wear with Navy. One store 
ordered more red for February than 
all of last year. Additional pre-Easter 
purchases are expected to be somewhat 
in the beige family. Gray is in the pic- 
ture as a trend, although not for vol- 
ume. Black leather shoes have held on 
surprisingly throughout the 
Several retailers report they have never 
known such a long carry-through sea- 
on on black leather. 

Pointed toes have finally arrived and 
are evidently going to be bigger than 
expected. Modified toes too have shown 
strength. Both types are being sized 
up with confidence. The heaviest pref- 
erence is for patterned pumps espe- 
cially with buckle and bow treatment. 
There has been a slight decrease in 
plain opera pumps. Some reverse spec- 
tators have sold and have had to be re- 
ordered. Spring-o-lators have dropped 
off for the moment, but are expected to 
be good in late spring selling. Sandal 
types and other open effects are due for 
good sales the last few weeks before 
Easter, it is believed. 

Based on resort business, tri-colors 
are also in the picture. Gray, black and 
white, three shades of tan, and red, 
white and blue are marked for particu- 
lar favor. 

Light weight and light color casual 
shoes have sold well—when promoted. 
Punched pig in natural and neutral 
colors has already been in heavy de- 
mand. 


season 


* oa * 


New York Sales Bloom 
In Clear Dry Weather 

TRAFFIC in New York shoe stores is 
good for this time of the year, retail- 
ers report. The clear weather continues 
to be an important factor as far as 
traffic is concerned. 

In women’s. shoes, black patent 
leather is conspicuous in importance 
and sale in most stores. Black smooth 
calf is next. After that, it is navy, 
bright reds and the light shades—flax, 


blonde, Primavera, vanilla broadtail, 
gray. One store puts it: “We see 
GRAY —now a paled, misted tone 


planned with great fashion know-how 
to wear from head to toe... to wear 
with gray, with water-color tints, with 
beige (most sophisticated of all). Gray 


-wherever you go—the newest, most 
important color in the fashion spec- 
trum.” Another shop emphasizes: 


gentlest, most gregarious 
. blends with any 


“SHADOW 
of fashion neutrals. . 
color it comes across.” 

Closed pumps are the Number One 
sellers and merchants report unusual 
interest in the tapered toes, especially 
those shops where customers are high- 
fashion minded. 

Retailers have been surprised at the 
consumer acceptance of the real tapered 
toe. They had almost felt it would be 
a matter of slowly educating women to 
accept the new, extremely pointed toe. 
Instead, it is the women customers who 
are coming into the shop and asking 
for and buying them. 

[TURN TO PAGE 59, PLEASE] 
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Pulling Over Machine 





United’s new W/C Pulling Over Machine Model B offers 
ease of operation, complete flexibility of adjustment and op- 
portunity for correction. 

The overhead positioning of the shoe has been eliminated. The 
machine is operated from a comfortable standing position. The 
new design provides closer timing between pincer-release, wipe, 
and tack drive to produce tighter pulled shoes. 

You will find your operators producing better work because 
they are not as tired. You will find it easier to break in new 
operators. 

Contact your United office for delivery schedules and terms. 


a 
United (om) 


SHOE MACHINERY CORPORATION |W) 
rants 


Boston, Massachusetts 


@ Easier to run 


@ Better quality and 
higher production 






@ Reversing mechanism 
permits repositioning 
after inspection 
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grog Manufacturers of Fine Quality Children’s Shoes Since 1882 


Reading, Pennsylvania 


pairage you 


rabbi j s the 
store when y‘ , have 
a smile a a suggestion 
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Easter. 2 gOU to 


the shoes on your shelf and we'll 
-sTOCK department for size-ups. 


Pro tek tiv. 


for good fitting as the foot develops 


MODERN AGE 


for every age 


MODERN AGE 


Official Girl Scout 
and 
Brownie Scout Shoes 


wEXt ra OUPPOT Ts 


for children whose feet 


need extra support 


Immediate Delivery 


t rok: z 
Terms 9% ¥ 
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SAMPLES IN ROOM 411 MARBRIDGE BLDG 47 W. 34TH STREET, NEW YORK CITY ROOM 805 ALEXANDRIA HOTEL, 5TH & SPRING STS., LOS ANGELES 
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This could very easily create an in- 
ventory problem for those merchants 
who have stocks on hand and shoes on 
order with the more modified, slightly 
rounder toes—except for two facts. The 
majority of customers will still ap- 
proach the purchase of the stiletto toe 
cautiously. The second point is that 
manufacturers may not (probably will 
not) be able to supply full size, color 
and style ranges as quickly as retailers 
would want them. This will give the 
merchants a little more time to whittle 
the inventory down. 

It is interesting to note the descrip- 
tive ad copy for these pointed toes. For 
example: “PINTO .. . Just arrived 
the point of the future. This is it. This 
is the way the new shoes must look to 
be really new. This is the fashion. A 
sharp-toe shoe that fits divinely, by de- 
sign. A long slim line that feels easy, 
by design. A continental look for the 
American foot.” 

Most of the retailers indicate that 
they made their January figures com- 
fortably—in some cases slightly ahead 
of last year’s. February’s figures were 
a bit tougher to make since there was 
one day less in the month; but for the 
most part they will be as good as last 
year’s. 

+ * + 
Detroit Dealers Await 
Active Spring Market 

AS expected, late January and early 
February sales were in the after-the- 
holidays-slump. Unusually bad winter 
weather added to the slow-down in store 
traffic—except in the rubber boot and 


paloshes categories! However, most re- 
tailers reported sales about “as usual” 
for this time of year, and slightly bet 
ter than a year ago. 

All retailers are optimistic about the 
spring market, even though Easter will 
feeling is 


be late. The that new and 


intriguing styles, and exciting ma- 
terials and colors, in women’s high 
fashion lines will catch milady’s fancy 


early in the season. Store windows are 
beginning to “blossom” with the newest 
Early sales in 


in springtime footwear. 
the 


women’s style lines indicate that 
new pebble patent shares equal popu 
larity with smooth patent and is pre 
ferred in a closed pump with tapered 


toe and smart needle heel. The ma- 
jority of pump patterns how some or 
namentation, such as grosgrain trim 


or tailored bow. 

Color preferences, as indicated by 
sales to date, are: first, black patent; 
second, flax and other 
third, navy; and fourth, red. Sales are 
divided about 50-50 between open and 
closed patterns, with the more tailored 


beige tones; 


styles for wear with spring suits sell 
ing best at this time. 
Black and white saddles still lead 


the field in the juvenile and teen-age 
shoe departments—with black patents 
heginning to sell for dress-up in little 
girls’ and misses’ sizes. 

Straws, sandals, and open styles are 
being displayed for southern resort 
wear, and several stores feature win- 
dows of coordinated ensembles and 
shoes to entice the Florida-bound va 


cationer. 
* 7 * 


Baltimore Shops Show 
Bright Spring Colors 
RETAIL shoe activity in 
indicates that the classic closed toe and 
back pump is still the favorite basic 
style here. Others, indicated in earlier 
reports, are the very narrow toe and 


saltimore 


narrow heel, some sling backs, vinyl 
shoes with ornament trim and low 
casuals. 

Sale shoes, odds and ends, showed 
great activity in stores just prior to 


Valentine’s Day. Cruise wear, too, in 
flats, wedgies, corks, straws and leath 

















Patent with a grain? Here it is. Brand new and handsomely displayed in this ad 
with matching bags and contrasting gloves, it is just the right touch for spring. 
Styled by Palizzio. Hutzler's Department Store, Baltimore (eight cols.). 
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ers was still selling in one of Balti 


more’s most popular higher-priced spe 
cialty shop. 

Window displays and newspaper ad 
were rife with promotions of patents 
and spring colors like blue calf, prima 
flax, red calf, 
not to mention 
type 
patent 
Hahn’ 
Orient 
did 


vera, wicker, vanilla, 
and palamino 
suede. A rather striking 
offered is a “Mosaic 
lashed patent at 
fabric the 
attention, as 
and 
utilized in 


gray 
black 
footwear 
pump,” in 
Handwoven 


received 


from 
also much 
silks from France hee] 
from Italy—all foot 
wear selling from $24.95 at Hess Shoe 


exotic 
were 


Also at Hahn’s were featured for 
southern wear a black patent Spring 
o-lator with a vamp of clear vinyl, 
dressed with a rhinestone teardrop 
over open toe, Spectator slings, in blue 
calf with white tip, black patent o1 
black straw cloth with white tip and 
white in reverse on another were also 


offered. Franklin Simon pointed up a 


vanilla, pearlized broadtail with long, 
tapered toe and spiked heel. I. Miller 
came out with a provocative low black 
patent pump with little curved heel 
and black silk bow over the instep 

had an interesting display 


Hutzler 
ad of “Pavé Patent” 
urface, in a Palizzio pump. A 


patent with a 
grained 
pointed toe patent with open design 
over the instep and front, reminiscent 
offered 


figured in a 


play 


of Spanish grill work, also wa 
at Hahn’s. All of these 
potpourri of new 


paper di adver 


tisements here recently. 





Spiess, Women’s Shoe Buyer 
For H. & S. Pogue, Retires 
CINCINNATI Fred Jr., of 
Delhi Hills, Cincinnati, retired Febru 
ary 1 as women’s shoe buyer for the 
H. & S. Pogue Co., one of Cincinnati's 
leading department stores. He will be 
succeeded by Charles G. Rogers 


Spiess, 


Pogue company executives honored 
Mr. Spiess with a farewell dinner at 
the Queen City Club. 

During his 30 years at Pogue’s, Mr 
Spiess also was buyer of hosiery, down 
stairs budget shoes, chil 
dren’s and teenage shoes and umbrellas 
During the last five years he had con 
centrated on development of the wo 
men’s shoe department 


store shoes, 








PRESENTING WELLCO'S 
NEW DE LUAK LINK 


Voy Mipi€, 


FOQAMTREADS 


Ly , v4 de L10E “ijte A 


SLIPPERS 
in the Jeweled Tote-Box 
to retail at 


SIS to 9495 





Just a few of our 
15 smart styles 


you can select from 


INTR( DI 1¢ il NG ft complete new line of captivating, buy-appealing A D Vv ER T l ‘ E D | N 


slippers with Wellco’s exclusive slimmer FOAMTRE AD ‘sole. Freshly styled, beau- 


tifully detailed, they're the perfect answer to your customers’ pleas for fashion- 
right, whisper-light Foamtreads with extra-thin soles that sacrifice none of 
Foamtread’s famous comfort, wearability and versatility. The new glamorous 
tote-box is ready to carry out. No need to wrap, tie or tape. Exclusive with Wellco. 


Latest Catalog now available 


W KLI A 1O SI 1¢ yk ( i IRP.. Waynesville, North Carolina TM Reg. OMEMLVII U.S. & Foreign Poss. & other Pats. pend 


In Canada, Foamtread Slippers are made exclusively by Kaufman Rubber Co., Ltd., Kitchener, Ont. 
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CURRENT CONDITIONS 
IN 
SHOEMAKING CENTERS 





New England 


Witn the spring run now going into high due to the 
late Easter, shoe factories in this area are working at full 
capacity at a time when they would normally be looking 
for fill-ins or summer orders to keep them cutting. 

There are still some complaints coming from producers 
of low-end women’s novelty shoes but these are suffering 
more from the highly competitive nature of their business 
rather than the lateness of orders. Those factories making 
women’s medium price dress and casual wear are tied up 
through Easter and some are even looking ahead to late 
spring and summer. The majority have little in the way of 
look-ahead orders as it becomes increasingly clear retailers 
are holding off late spring and summer buying until Easter 
results are in. 

Men’s factories are working at a steady pace although 
the problem of time is less acute. 
here since dealers are planning to feature mesh, shantung 


Style is mainly the factor 


and perforated or woven leather slipons and dress shoes 
well before Easter. Result is men’s manufacturers are able 
to plan their schedules well ahead both for orders and for 
instock inventories. Missing will be the sudden change- 
over from early spring to late spring and summer styles—a 
fact which helps simplify schedules. 

Biggest demand in the men’s field has centered on casuals, 
particularly slipons in all-leather or leather and fabric com- 
binations. In dress shoes, there is far less emphasis on the 
Italian look with few pointed toes in evidence and lo-tops 
somewhat higher this season. Also more in evidence are 
3, 4 and 5-eyelet shoes although 2-eyelets are still wanted. 

Children’s producers are almost too busy to talk as they 
work on Easter orders. Here again, the post-Easter out 
look is none too certain. Patent in black leads the style 
parade although blue, brown and red are plentiful and the 
pastels are getting a good call. Although price is not a 
major topic of concern at the moment, there are many 
rumbles on the subject of rising costs. 

Continuation of the current manufacturing pace through 
March will lift first quarter output to 160° million 
pairs, possibly a bit higher. All of which points up the 


importance of the first four months in the 1957 shoe picture. 


ti lose 


New York 


Tus is “in-between-season” time for New York shoe man- 
ufacturers. They are finishing up the shoes ordered for 
delivery through this month and next. These would be 
the patent leathers in black or gunmetal, a few suedes in 
black and the smooth leathers in the neutral colors—pale 
beiges and light grays. They have also started on the 
summer whites and summer darks. 

Some of the manufactures, recalling the suprising furore 
caused by the black calf shoe, smooth textured, in 
June, 1956 are figuring that perhaps there is a good po- 
tential again in the dark summer shoe for vacation and 
travel. They are making these, for delivery in June, °57, 
in soft, grainy leathers, fine-grained Morocco and some of 


or 
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ng 


the newest broadtails in black, navy, red, brown. 

High fashion factories, those that make real fashion 
shoes, are making two kinds of shoes for summer. One is 
the dress-up shoe to be worn with the new, soft chiffon 
day dress in cloudy, dark smoke tones and the black sum- 
mer dress in chiffon, silk, silk marquisette which has re- 
turned in popularity. These “after dark” shoes—literally 
“chiffon” are made in kidskins and suedes—soft, 
easy, fluid; and in such colors as cloudy taupes, grays, 









shoes 


browns, blacks. 

The second important shoe is the white shoe. But it is 
the white shoe in new, soft interpretations—made in soft, 
grainy leathers, calfskins and kidskins. Many of the high 
grade manufacturers are making white kid shoes for the 
first time in many years, in pumps and in dressy spectators 
of kid, trimmed with black patent or black, navy, classic 
tan calf. Dyeable white fabrics in silk, Irish linen, cotton 
eyelet, shantungs are being used quite extensively. 

White with blue, and white with 
and blue . is fresh and effective and 
appears in many of the lines 

Important silhouettes continue to be the closed pump 


red, white with red 


the nautical idea 


with the tapered toe and the open back mule types. 

Generally, manufacturers feel that business as of now is 
good and is steady. As for the future, expectations are for 
a definite acceleration when the spring season really gets 
at the retail level 


gomg 


St. Louis 


Wir seven weeks remaining until Easter, shoe pro- 
ducers in and around St. Louis are operating full time 
or overtime to wind up spring deliveries and to fill orders 
ol for the 
immediately ahead. 

Because the later Easter made the order pace take on 
a more spread-out pattern than customarily, general line 
producers show hesitation in voicing opinion as to how 


whites and summer types scheduled period 


sales totals are shaping up on spring pairs. Women’s 
houses are chalking up reorders in volume to confirm 
substantially what they all wanted to know—how re- 
sponse would be to the new narrow last patterns and 


pointed toes. With all evidence strengthening the fact 
that this new look will definitely go, women’s houses are 
happily confident. 

Speaking of happily confident, a last manufacturer in- 
terviewed recently is supremely happy at this pointed turn 
of events. He says that in the New York area, which of 
course picked up the pointed toes some seasons ahead of 
St. Louis, these toes may not last the year out. Here in 
St. Louis, he feels, the pointed toes are good for next fall 
and the following spring anyway. 

In describing the manufacture of the new lasts, he said 
that the narrow toe is more difficult for his firm to make for 
two reasons. First, it requires a higher degree of accuracy. 
Second, the pointed last requires an exacting degree of 
modification at the back of the shoe to assure its comfort 
to the wearer. His firm is producing on a three-week de- 
[TURN TO PACE 63, PLEASE] 





FOR MICKEY MOUSE 
SHOE DEALERS! 
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[CONTINUED FROM PAGE 61} 


livery schedule currently. 
state of re- 
retail 


is concern around town as to the 
Although firm spokesmen 
inventories are up, the problem may possibly be not as 


There 
tailer inventories. say 
acute as these spokesmen would indicate. 

One prominent retailer, who might be called a kind 
cf bell-wether for the city, reports that his January clear- 
ances He that 
are “beautifully in line,’ the decks clear for spring. 


inventories 
His 


January figures topped the corresponding period of last 


went extremely well. his 


Says 


year. 
Likewise in the suburbs, 
representative of many, says that his inventories are in 


one family-type store owner, 


line. He expects no carry-over at all. 


Orders at women’s factories show great interest in 


white. The sales story shows white alone and white with 
black. White combined with brown carries less importance. 
Coral and turquoise accent-touches enter the picture also, 
but in substantially less degree. The pale grays and very 
light-toned beiges will carry over from pre-Easter impor 
Smooth 
combination. 
In silhouette, everything the 
needle-toed narrow pump. Sidelines are straight and the 


tance. and brushed leathers appear alone or in 


points to needle-heeled, 
vamp in many cases rides high to compensate for the 
longer look of the toe. The mule and bareback silhouette 


White 


natural straws are expected to lead the bareback parade 


appears to be strong in medium-priced lines. and 

Beginning in February, manufacturer attention turned 
to preparations for the St. Louis Shoe Show April 27-30 
Details are in the committee stage now. 


Milwaukee 


Ewptovment levels are hitting normal, expected totals 
for this time of the year in local shoe producing plants. 
Business is reported fairly strong for those turning out 
women’s and children’s lines. Several reported slight in- 
creases in volume to date. 

On the other hand, a few of the major in-stock men’s 
shoe producers’ reported that with their salesmen off the 
road, temporarily, following the trade shows, their plants 
are presently a bit on the quiet side, about 4-5 per cent off 
last year’s production figures. 

Work is going ahead, turning out the initial output of 
men’s fall lines. No outstanding style changes are noted. 
The tendency toward lighter weight, lower men’s shoes is 
definitely taking a stronger tack. “It is a trend that can’t 
be overlooked,” according to one plant executive. 

The new “ski-glove” leathers are doing a fine job of 
boosting sales of women’s casual, tailored walking shoes, 
it was reported. Comments come from dealers that these 
shoes a more expensive “feel.” 


leathers, give the ladies’ 


increasing their salability. 








Manufacturing Markets 
eas pe. 


Recent accents on new heel shapes have also helped 
look.” 
What it often amounts to is that last season’s styles can be 
freshened up by the simple addition of new heel styl 


















create a stepped up demand for shoes with a “new 


almost like adding completely new numbers to the lin 
From the women’s and children’s shoe producers come 


word that their contacts with retailers reveal considerable 
optimism over the spring sales outlook. 

Nice spring weather, they feel, could help take up any 
slack experienced during the opening months of the year 
Ke-orders haven't started to roll in as yet, since relatively 
few shipments have been made. But, where dealers have 
first batch of 


gratifying reorders are 


already received their shoes ordered at the 
trade 


order. 


shows, following in close 


Chicago 


F one Asis of fall are appearing on the horizon. Spring 
. Factories are 


April and May 


business is about over except for fill-ins now 


booked up with summer shoe orders for 


delivery. Based on performance at the retail level, there 
are a few definite fall trends There will definitely be 
more pointed toes in various lines. They have caught on 


more than was anticipated in some of the fashion store 
and departments. There will be greater volume in modified 


toes. Retailers not ready for the extreme pointed toes are 
accepting the modified version 
Orders for summer shoes are somewhat ahead of a yeat 
ago. This is despite the fact that spring business lagged 
have 


Some retailers 


because of prolonged cold weather. 
asked earlier delivery. The feeling is that the late Easter 
may carry dark shoe promotion over too-extended a period 
Retailers want to be ready to spice up business with the 
new light shoes, if need be. All white shoes have accounted 
for most of the volume in summer shoes now in production 


There has 


Reverse spectators on the other hand have been re-ordered 


been a lag in conventional spectator orders 


and are wanted in sizable volume. There has been a pick 
up in white with touches of black 

Most children’s firms are 
Easter It means 


The late 


shoes for 


last 
pairs of 


ahead of year 


has been a boon. two 
one about March 1, 


The new variations in styles are helping the men’s bu 


spring, the other by Easter 


ness. Lowcuts are still favored, but many of them in three 
and four eyelet versions. Shantung, nylon straws, and pin 
point all leather ventilated shoes are important in summer 
orders, as are hidden gore and stitch and fold types. The 
preference for lighter weight shoes is expected to in 
fluence fall styling. It will show up in further reduction 


in actual weight and in reduced detailing. 





Planned Merchandising 
Holds Low Income Trade 


A COMPLETE run of sizes, satisfaction of all complaints 
and exacting fitting, all mean that many customers of 
Harvey’s Shoes, Chicago, remain customers no matter 
where they move to. The store guarantees to fit any child 
properly. Some customers even come from a distance be- 
cause of the store’s reputation in selection and fitting. 
Harvey’s is a family shoe store, specializing in popular 
prices. Children’s shoes run from $1.99 to $8.00. Women’s 
cover the same range, men’s are from $5.95 to $12.95. 


The popular price range is essential because this is a low 
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mcome, working clase neighborhood I hie wWeece ol thre 
store is an example of what can be done with this market 
through carefully planned merchandising 

Harvey's shoes is operated by three brothers, Harvey, 


David, and Louis Newman. The store has been at its pres 


ent location since late last winter. It was formerly located 
a few doors down the street but was entirely wiped out 
a children’s 


by fire. At that time the Newmans operated 


store and a shoe store as separate operations but with an 


open passage between the two. After the move, they de- 
cided to concentrate solely on shoes, which had always 
[TURN TO PAGE 68, PLEASE 
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HN Classico 


from the land of 

Michelangelo and da Vinci 
comes a modern concept of the 
classic shoe for men. 


IL CLASSICO 
in all-black calf 


IL CLASSICO 


in crocodile 


Completely handcrafted ... 

on American lasts, to American 

sizes ... by the creators of 

the famous Guanto ... unmatched for 
beauty in men’s formal footwear 

unexcelled for solid comfort and 

wearing qualities ...a brand new 

shoe never before offered 

in America . . . made to sell for 

$26.00 and up. 


APLICE oor 


234 POST AVE., WESTBURY, L.I., N.Y. »« EDGEWOOD 4-3228 
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Know the Human Foot 
[CONTINUED FROM PAGE 41] 


PROXIMAL — nearest the point of 
attachment. 

DISTAL — farthest away from the 
point of attachment. 

HALLUX—big toe. 

DIGIT—a toe. 

ARTICULATE—fit together in a 
joint—where any two bones meet. 

The bones of the foot are divided 
into 3 regions: 

TARSUS REGION consists of seven 
bones in the posterior part of the foot. 
This region is the point of articulation 
between the foot and leg (tibia and fib- 
ula bones). Should any of the bones 
in this region be thrown off balance, 
then the whole foot is thrown out of 
alignment. Therefore any corrective 
work performed on a shoe must take 
these bones into consideration. Note 
that three of these bones are known by 
two names which are interchangeable, 
according to the doctor or medical text- 
books. 

OS CALCIS (Caleaneus) forms the 
heel. This bone is the largest and 
strongest in the foot. It is instrumental 
in bearing the weight of the body. It 
is attached to the powerful calf mus- 
cles by the tendo calcaneus or the ten- 
don of Achilles, the largest in the body. 
This bone also supports the posterior 
end of the inner and outer longitudinal 
arches. Consequently, in cases of ex- 
treme flat foot, the heel of the shoe is 
worn down abnormally on the lateral 
side. This has been caused by a rota- 
tion of the os calcis, due to abnormal 
pressure on this bone by the other 
bones of the tarsus region. 

ASTRAGALUS (Talus) lies just 
above the os calcis. This is the next 
largest bone in the tarsus region. It 
articulates with the tibia and fibula of 
the leg. Where it articulates with the 
tibia on the inner border, it is called 
the medial or internal malleolus, which 
is a hard lump on the inner side of the 
ankle. The fibula articulates with the 
astragalus forming the lateral or ex- 
ternal malleolus, the lump felt on the 
outer side of the ankle, known as the 
ankle bone. 

SCAPHOID (Navicular) is on the 
medial side of the foot, anterior to the 
astragalus. It articulates with the three 
cuneiforms anteriorly and with the cu- 
boid laterally. This is also an important 
bone in the inner longitudinal arch. 

CUBOID is on the outer side. An- 
teriorly it articulates with the fourth 
and fifth metatarsals, posteriorly, with 
the os calcis and medially with the ex- 
ternal cuneiform. At times it may even 
articulate with the scaphoid. 

INTERNAL, MIDDLE and EXTER- 
NAL CUNEIFORMS articulate anteri- 
orly with the first, second and third 
metatarsals and posteriorly with the 
scaphoid. They are part of the longi- 
tudinal arch. 

The second region of the foot con- 
sists of the bones of the METATAR- 
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SALS which connect the phalanges and 
the tarsus region. We identify the bones 
of the metatarsals as well as the 
phalanges from the medial or inner side 
of the body, starting with number 1, 
on the side of the big toe and extend- 
ing to number 5 which is the small toe. 
These bones are part of the inner longi- 
tudinal arch, outer longitudinal arch 
and anterior transverse arch. The first 
metatarsal is very strong and plays an 
important part in weight bearing and 
propulsion of the body. The fifth meta- 
tarsal possesses a small elevation or 
knob behind its base, known as a tu- 
berosity. 

The next region of the foot consists 
of 14 bones, which are called PHA- 
LANGES, toes or digits. There are two 
such bones in the first or big toe and 
three in every other toe. 

There are TWO SESAMOIDS under 
the head of the first metatarsal bone. 
They are small rounded bones formed 
in the tendons of the flexor hallucis 
brevis. They aid in walking and prevent 
any pressure on another important 
muscle in that region. 

MUSCLES are elastic tissue that is 
attached to the by tendons and 
whose action is controlled by nerves. 
They are the red flesh of the body. In 
our description of a muscle, we use the 
word origin to describe the more fixed 
attachment of one end of the muscle. 
The other end is attached to a movable 
bone. This is known as the insertion of 
the muscle, which ends on the perios 
teum or covering of the bone. Muscles 
of the foot are voluntary and can cause 
the foot to move at will, which is differ- 
ent from the muscle of the heart (car- 
diac) or the stomach, which muscles are 
involuntary. Muscles 
relax, causing the bones to which they 
attached to move at will. There 
are 19 muscles in the foot, 18 of which 
are in the plantar region, and one in 
the dorsal region. These muscles cush 
ion the bottom of the foot and help 
maintain the arched position when the 
foot is under pressure so that the 
proper foot structure will be main- 
tained. 


bone 


can contract or 


are 


All stimuli to contraction and relaxa 
tion of the muscles are brought about 
by the motor and sensory nerves so that 
the proper motion will be obtained. 

FASCIA is a layer of 
tissue that covers the muscle. In 
foot this tissue is quite heavy 
known as PLANTAR FASCIA. 

MUSCLES work in groups opposing 
each other, so that while one group may 
be contracting to cause a motion, the 
opposing group will relax, so that there 
will be no obstacle to the motion. An 
example of this may be shown in the 
extension of the ankle where the ex- 
tensors contract while the flexors re- 
lax. At the conclusion of this action 
the flexors will come into play and 
override the action of the extensors. 

Under normal conditions 
have TONE which keeps them in 
readiness for action. This causes a 
quick response to the proper stimula- 
tion. In the feet, we find that when cer- 


connective 
the 
and 


muscles 


tain muscles lose their tone and elas 
ticity, FLAT FEET are the result 
This may occur because of nonuse dur- 
ing a prolonged illness. 

TENDONS are the 
cords which are the ends of 
that are connected to the bone of its 
insertion. The Achilles’ tendon at the 
back of the os calcis is the thickest and 
strongest tendon in the body. It con- 
nects the muscles of the calf of the 
leg to the foot. The constant use of 
high heels does not permit proper use 
of this tendon and causes it to shorten 
(atrophy), thereby causing pain in the 
calf of the leg whenever lower heels 


white fibrous 


muscles 


are worn. 

LIGAMENTS are strong bands of 
fibrous tissue that hold the bones of the 
foot together and keep the muscles in 
proper alignment. There are 107 liga 
ments in each foot. They are arranged 
in a web-like fashion which is very 
complex. They are drawn across the 
foot in all directions so that only very 
great strains could break down thei! 
effectiveness. 

BURSAE are sacs of fluid between 
two gliding surfaces in the foot, such 
as between the tendon of Achilles and 
the os calcis, and the tendon of Achille 
and the skin. These sacs lubricate these 
surfaces and prevent undue friction 
and pain. When an improper shoe i 
worn, irritation will cause these bursae 
to become swollen and painful. 

VASCULAR SYSTEM: As in othe) 
of the the heart pumps 
blood into the arteries at regular in 
tervals. This blood finds its way all 
the way down to the ends of the toes, 
delivering the much needed food, 
namely oxygen. When the oxygen } 
used, the waste blood is returned to the 
heart and lungs by means of the veins. 
One of the 


parts body, 


main that may 
cause difficulty in the foot is the DOR 
SALIS PEDIS artery causing Bue) 
yer’s disease. Improper footwear may 
constrict the blood vessels, causing p¢ 
ripheral vascular disturbances. 

THE NERVOUS SYSTEM may be 
called the telegraph system from the 
brain. The motor nerves are important 
in the foot as they cause proper action 
in the muscles. The nerve, the 
largest in the body extends its branche 
into the extreme ends of the toes. The 
one that must 


arteries 


clatic 


common plantar nerve 1 
be carefully considered fitting 
hoes, as any impingement on thi 
nerve might be the cause of Morton’ 
the the fourth 


when 


neuralgia in region of 


metatarsal. 


Store to Open Branch 


InD.—L. S. 
Co. department store will establish a 
branch store in a new $3 million shop 
ping center in northeast Lafayette, In 
diana. Construction of the 30-acre cen 


INDIANAPOLIS, Ayres & 


ter, to be called “Market Square,” will 
begin immediately. It is scheduled to 
open between March Ist April 
15th, 1958, with parking for 
1,800 to 2,000 cars. 


and 
Space 





Fall Leathers and Fabrics 


(CONTINUED FROM PAGE 50) 


Miss Wheeler feels; 
be much more interest than in previous fall seasons since 
and the 


new 


beason quite the contrary. There will 


the manufacturer retailer will have many new 


leathers to promote; items 
greater volume potential because of this versatility and 


expansiveness in fall shoe lines 


* & & 


Cov ERT is a new shoe fabric at J. Einstein and especially 
to Sylvia 
pany stylist. It will be available in gray, charcoal, beige 
Another 
in two grays, 


right for suit shoes, according Davidson, com 


and brown important material for fall is 
silk and worsted mix- 
A silk alpaca is 
also in the fall collection and will be in 
black Another 


which will be sold in brown and black combined, gray and 


yersey 
beige and brown. A 
ture is in gray, navy, brown and taupe. 


two ¢ olors, 


and navy interesting fabric is Florentina 
black, navy alone and black alone. 

In addition there is a moire to be had in black and in 
Satin, complete the fall 


notable for its fineness and elegance 


white crepe and velvet line, 


C HINCHILLAN. a leading finely textured leather of the 


lb. D. Eisendrath 
coming fall, according to the company’s style department, 


Tanning Co., will be continued for the 


eleanor Parkinson director. Important colors are: Planter’s 
Punch, a rich, rusty shade; Argosy, in the Vicuna family; 
High Brass, a golden tan; Brazilian, a warm dark brown 
Parfait, a cast; Granada. a dark 
Spanish red or Cordovan shade; Flight Blue, Flamenco 
Red, Driftwood, all 
and a called Madder 
colors combined with dark will be important 
with Flax or 


Marron cool, taupey 


London Gray and continued colors; 


new rust shade, Brown. Lighter 
There are 
many calls for black combined Oatmeal, it 
is reported. 

A delicate new grain, Acacia, a beautiful luster on calf 
skin, has been introduced in black and six new colors. In 
smooth and aniline calfskin a very highly polished black 
will be featured. The other colors in these leathers are: 
dark Marron 
shade with a very cool, taupey cast; red; navy: a 
Olympic Blue. Town 


it is felt. 


medium 
light 


Brown has 


Argosy; Town Brown; Brown, a 
Fawn, in aniline only: 
a great deal of fashion significance 


* & & 


DUTSTANDING in the new fall line at John R. Evans & 
Company are their new Black Lace Suede, their Black 
Klinkle Suede and their Glacé Brogandi. With a definite 
the Black Lace is finer and more elegant 
a subdued sparkle. It will be a 
according to Joseph W Mac 


textured surface, 
Broadtail 
highlight in their fall line 
pherson, company executive 

Also textured but very subtly is their new Black Krinkle 
additional 


than and has 


Suede, the tannage giving the suede an rich 
ness and depth 

The new Glacé Brogandi comes in a range of colors: 
Burnt Mocha, Basque Red, Greige, Vanilla, Hazelnut, Lon 
don Gray, a live red Admiral Blue, Gunstock and 


Planter’s Punch, in addition to black and white. 


$2795 


eee 
IMPORTANT news at Fleming-Joffe, Ltd. is thei 
que Collection of These comprise: 
Sharked kidskin Burnished calfskin, 
England; Pampas from England; Persiano from 
genuine pinseal from England: Old Zealand calf 


Bouti 
imported leathers 
from Switzerland: 
from 
Italy: 


skin from England. 
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to merchandise and a. 


The Burnished calf is a type of highly polished aniline 
that has the effect of an old type of burnished leather. 
It is in and black, and two weights, 
for lined and unlined shoes. Persiano is a textured leather 


two colors, brown 
with a water mark giving a fur effect. lt comes in black 
and brown. The Old Zealand calf comes in honey color, 
black, Loden and red. It is suitable for boot type casuals. 

Other Fleming-Joffe leathers includes “Sea 
Lizard,” Cork, 
navy; a 


news in 


a glove-tanned macassar which comes in 


regarded as a color for transition season shoes; 
Alabaster, an off-white shade. Sequin Serpent, 
another reptile in the line, is available in eight style colors. 
These comprise French Blue, a turquoise shade; Shocking 
purple; Amber; a 
The Calcutta 


blue gray; 


Aubergine, in the eggplant family; 


neutral brown; lizard 


deep blue and gray. 
is in the same colors. 

Also new in the line is “Golden Pig” 
and Himalaya, a shrunken goatskin in 10 colors and two 


weights, for lined and unlined shoes. 


from Germany 


* % & 
Tue Gilbert Freeman iall line of shoe fabrics includes 
materials for evening, dressy daytime and suit types, fun 
and campus styles and shoe linings. Very dressy, accord- 
ing to Luciana Silvestri, the company’s style director, 1s 
their Cloud Silk. It is in black, 
white with silver, white with gold, black and silver, black 
and bronze. Other pure silk fabrics in the line are Ele 
gante, high style and made in white, black, medium brown 
and medium blue for transition shoes, and Kuri Silk avail- 
able in black, navy and brown. Highly textured is the Block 
Satin in black and a white which dyes beautifully, Miss 
Silvestri notes. 

Three 
for volume, Persiana and Twistene. Caracul, for daytime 
shoes, is in white, black, 
which has a Persian lamb look, is in white, black, gray 
and bronze plus white with gold and white with silver 
metallic threads. Twistene, a corded diagonal effect, comes 
in black, 
navy and Town gray. 

A new idea for At 
troduced in a series of upholstery fabrics called “Antique 


all-over white, all-over 


handsome textured fabrics are Caracul, slated 


gray and bronze. Persiana, 


white Town Brown, brown, red, Electric Blue, 
Home and fun shoes has been in- 


Tapestry.” Rich in design and color, they are slated to 
give a new look to little heel and fun shoes. 

Three high fashion pure silk fabrics for daytime shoes 
are Tussante, a tweed mixture of gray, black and brown, 
Cheviot and Britannia. 

1 wo colorful flannels 
for back-to-school 


combination of two 


have been included in the line 


“Cambridge Stripe’ 


’ 


shoes comes in 


an interesting shades of gray and 
black and in a combination of browns; both in a striped 
pattern. The other flannel material is called “Lumber Jack 
Plaid” 
check. 

A series of cotton shoe linings included “Fashion Dots,” 
a “Foulard Print.” high fashion for back-to-school shoes; 
an “Ivy League Stripe” and two failles for all ages named 
“Petal Faille” and “Pinwheel Faille.” 

ee 


THE red family is featured in A. F. Gallun and Sons’ fall 
Emily 
Rhodium Red is a new deep shade dyed to go with pinks 
Black Thistle. a 
Cordovan type, and a new purple-y red are also important 
in the line. The purpled red will be a promotion color. A 
deepened Loden shade of green will be used in only one 


and comes in a vivid red check and a bright blue 


line, as being shown by Sryant, style director 


and the’ pinky mauve family in clothes 


tannage, the soft Contour leather. glove-finished and for 
unlined boot type shoes. 

Midnight Brown, a dark shade without either purple or 
red in it, is an important brown. However the strongest 
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shade is warmer. There is a new taupe in the line. Increased 
interest in a medium “black and white” gray is seen. to be 
used in Contour and in polished calf. The two grays are 
Graphite and Flint, this latter with a taupe feeling. The 
tannery is also working on a blackened navy with no pur- 
ple in it, described as a quality color designed to go with 
some of the quality tweeds in fall clothes. 
* *% * 

AMBI-LURA, a recently developed brushed kip tannage 
that looks like sealskin, is gaining fashion attention at the 
Geilich Leather Company. It’s greath depth has permitted 
a new fullness of color, according to Martha Geilich, 
fashion director. 

Selling in volume proportions are these colors in the 
Cambi-lura line: Brandy, in the greige family; 
Wild Honey, a rusty tone; and Raisin. a dark brown. The 
reds are showing strength with Lancer, Victorian and Ed 
wardian the deep-toned leaders. 


Cream 


Vicuna and Chutney are considered important basics 
with the high fashion interest centered on Bruno, an off- 
beat medium Black Olive, an olive brown for 
men’s casuals; Dartmouth and Darkened Carrot. 

Cambi-Scampa, a drum dyed kip left in the full grain, 
has been reintroduced by the Geilich Company. Cambi- 
Buck continues strong as do the Teak leathers. A ham- 
mered leather is offered for men’s shoes and will be made 
later on Teak for women’s footwear. 


brown; 
Green 


*% * * 
TWeEEDs, jacquards and some materials specially selected 
as suitable for flat heel shoes are the highlighted fabrics 
in the new fall line from Gitterman & Co. Silk 
extensively in the collection. The types of material are 
well-balanced between fabrics designed for daytime suit, 


figures 


late afternoon and evening shoes. Jacquards with new and 
interesting designs fit in with the trend to elegant, rich 


clothes. Colors and sometimes two colors are used. but 


black is preferred over all others. 


x * ” 


MATERIALS for evening shoes are strong at G. Hirsch 
Sons. Three of these with metallic threads are Moonglow, 
a combination of rayon and cotton; Cotillion, a combi 
nation of silk and metal threads in a very delicate design: 
and Crepe Monte Carlo. Other dressy fabrics are Calypso, 
rayon with metal, and Rhumba, a jacquard weave. 

A 15-color print is a style highlight of the current line. 
“Panama” is an important straw cloth for spring and 
summer. It has been introduced in black, white, beige, 
navy and gray. Also in the straw cloth family, and more 
nearly resembling actual woven straw, are pastel mullti- 


color combinations. 
* t * 


BrusHED leathers, represented by Velvesheen in the 
Irving Tanning Company’s new line, are a very important 
type, according to Jean Olds, the firm’s fashion director. 
Made on their side leathers, it is shown in gray with a blue 
cast, in Stone, in Dublin Tan and in an olive green. Con- 
tinuing their Pig Buc Print, which proved successful this 
spring, they show it in two types, a deeper and a lighter 


Bamboo, is being made in White 
Vel-Split, similar to Velvesheen but 
made on splits, will be in Greige and gray. 


cut. Another print, 


Pepper and Greige. 


In the Irvana leathers, repeated colors are: New Earth, 
Maple Bark, Red Earth, Good Earth and Green Leaf. 
Brownwood, the deepest brown in the line, is new. Reds 
are shown in a medium shade with a little brown in it, 
called Red Leaf, and a bright Chow Red. 
dark shade. There is also a Taupe in the Irvana leathers. 

In their Feather Leathers, the Irving Tanning Company 
has introduced a new texture called Malta, fine but definitely 


Steel Gray is a 
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It is ex- 
pected that this grain will be combined with the same color 


textured and described as a small beaver grain. 


in a smooth surface. Colors in the Feather Leathers include 
Putty, a winter neutral; Purple; Willow, a medium olive-y 
tone; Taupe; Red Berry, a rosy tone; Smoked Pearl, a 
good medium gray and Copper Birch, a Copper brown with 
a little of the brassy, greenish tonality. There 
colors in a new Broadtail; Red Berry, Copper Birch, Black 
and Steel Gray. 


are tour 


Coordination of all the fall colors has been developed by 
fall 


and the 


Miss Olds in a series of cards showing swatches of 
the market 
corresponding leather colors. leather 


fabrics 
These 


been closely matched either to a solid color 


woolens from ready-to-wear 


colors have 
woolen or 
more often, to one color in the tweed mixtures or patterned 


woolens. 
* * * 


Back shoes will account for a large part of the 1957 
volume, in the opinion of Dorothy Anderson, Fashion Direc 
tor of the A. C. “Polished 
Black Calf, as represented by our Devin Calf, is our choice 
for the most versatile winner for all types of shoes. Plushy 
Black Turftop is our selection for the little heeled or casual 


Lawrence Leather Company. 


shoe.” 

The brown to tan family will be next in importance, in 
Miss Anderson’s opinion, and will vary its tonality with 
Perfect 
and Town Brown is a volume dark brown in Devon Calf. A 


the type of shoe. Brown is a good blend brown 
new Vaquero line in full grained aniline kip has a deep 
Castana brown for suit and semi-dressy shoes and in this 
same leather, Romazo (sorrel tan Vaquero), a rich polished 
golden tan. In plush, Turftop is represented in the brown 
to tan family. Deep Swiss Brown and golden Tobacco 
Brown are important. 

The neutrals first Bachelor's 
Carnation, a deep maroon red in Devon Calf. For the 
little heeled or casual shoe there is Chameleon in Turftop 

For the new look and for an extra 
distinction, Lawrence has a new line of Ecrasé, taken from 
the well-known Ecrasé jewel boxes. This antique finished 
leather is being presented in neutral golden tan, taupe and 


include as ( olor ( hoi e, 


season's shoe of 


gray, as well as in a deep glowing red, blue and bla k. 


For men’s shoes, Lawrence has added new colors and 
In Polo Calf: Retriever, a deep blackened 


Setter, a russet tone 


new tannages. 
brown; Springer, a true rich brown; 
Bassett, a deep golden tan. These all have the true brown 
cast. 

In textured Continental Calf 
Sorrel, a 


rich dark 
tan adapted to 


say, a brown; 


Roan, a russet brown; tawny 

antiquing. 
Blacksmith Calf is 

matte finish. It comes in Smithy Tan or Smithy 
Vaquero is a full grained kip with a high polished aniline 


finish. Roano is a russet brown and there is also Castana 


soft 


srown 


a new mellow tannage with a 


Brown. 

For men’s shoes, Turftop is offered in Tobacco Brown, 
Alpine Green and Magnet Gray. Miss Anderson 
that the interest in Stone will continue that 
shoes of this type will provide a wanted new look 


believes 


Black 


and 


* * % 


BLACK has been given a unique place in the Loewen 
stein leathers for fall and Lenie Correll, 
fashion director, shows 13 types of black leather for fall, 
Mat Technicalf; Pique Mat Technicalf; Seot 
Kafalope; Corkette; Beluga, both lined and 
weights; Kaf-Appeal; Getchi Goat; Piccolo: Pearl 
Technicalf; Moire Luster. 
The brown, tan and beige group is a 
there is Nut Shell, a middle brown and 
[TURN TO 70, PLEASE | 


next winter 


including 
unlined 
Luster 


large one In 
aniline leathers, 


PAGE 
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“Forsooth,’ quothes 
Sir Launcelot (ye 
suyer of Shoe Store 
Furnishings), “staunch 
Royal design reduceth 
throne overhead for 
ye Kings and Queens 
who enter ye realm. i 
“Royal beauty doth Model 775G Arm Chairs in 


delight ye eye. Royal comfort Gang. Satin-Chrome. Padded 
- ; backs. Flex-spring seats. 


<> 
EN 


ments in service and satisfac he is 


e 


sootheths Knights and Ladies-in 
Waiting. Methinks naught 
matches these crowning achieve 


Yes, for store, office, stockroom 

Mode! 315 Step-Down Tabie 
Durable wood-grain, plain, 
of linen-finish Royaloid top 


for executive suite or cashier 
there are hundreds of well-built 
Royal models from which to 
select in colors that rival the 
rainbow. For ye regal look in 
business efficiency, mail ye cou- | 


pon nowe! 
ETAL FURNITURE Model 774 Shoe Stool. Satin- 
wo a J ‘ 


's Chrome plated. Padded seat 
Non-slip footrest 
4 
peecee COSC CCCSES EC LESEEEEEEES 
Since @7 


ROYAL METAL MANUFACTURING COMPANY 
175 N. Michigan Ave., Chicago 1, Ill., Dept. 23C 


Please send me free folders on Royal Metal Furniture and complete in- 
formation on Royal Decorator and Design Planning Service 


individual 





Company 





Street 








City & State 
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Planned Merchandising 
Holds Low Income Trade 
[CONTINUED FROM PAGE 63] 


given them their greatest volume. 

Although the store serves the entire family, concentra- 
tion is on children’s shoes, which represent about 40 per 
cent of the volume. This business is based almost exclu- 
sively on shoes from one resource. Harvey Newman ex- 
plains this type of merchandising as most important in 
their operation. The stock covers the entire style range 
and includes all sizes in the proper widths. “Thus we 
make sure that we have not only a variety of styles but a 
We try to have a complete run in 
each style and also to carry most widths. We fill in our 


selection of colors. 


sizes every week, so that we have a continual size up. We 
make certain that we will never be out of any size in any 
wanted style. When a new style comes out in mid-season,, 
we Imy it in a complete run. We usually have as many as 
fifty different styles in stock all the time.” 

Chief resource for children’s shoes is Step Master Shoes, 
Inc. Mr. Newman believes that the store’s policy of guar- 
anteed fitting, extensive stock and constant re-orders and 
fill-ins are all interrelated. With every possible variation 
in size and with such a wide selection of styles to choose 
from, it is practically impossible for a customer not to be 
fitted. As a result, customers return with their children 
year in and year out. They continue to do so long after 
they have moved to another neighborhood. 

The Newmans believe that they show twice as many 
styles of children’s shoes in their windows as appear in 
the average shoe store. Because they look upon their 
windows as their best salesmen, there is a sample of every 
style in the windows at all times. “This is on the theory,” 
Mr. Newman explains, “that if we show a lot of styles, we 
will sell a lot of styles, and nothing will remain dormant.” 
All customers need do is note the number of the style in 
the window and come in and ask for it. 

The same general merchandising policy applies to 
women’s and men’s shoes. In women’s there is a wide 
range of styles in medium widths. There is some selec- 
tion, although more limited, in narrow widths. There is 
also a big selection of women’s styles in the windows, with 
no duplicates. Most of these are volume type style shoes, 
neither extreme nor staple. There are practically no con- 
-ervative types. As Mr. Newman points out, “Although 
we do a large volume, we are still a small retailer. When 
it comes to fashion shoes, we have to buy those which have 
already established themselves as acceptable. We can’t 
gamble, nor can we be pioneers.” 

Since this is a family operation, the store also does a 
good men’s business. 

Records of all sales are kept through a trade card sys- 
tem. A dollar in merchandise or cash is given for every 
25 trade card which is filled up. The card applies to any- 
one in the family, and a completed one means that the 
family has been in the store frequently and has spent $25 
on shoes. This record is used for a mailing list for each 
season and for special sales. 

Although heavy soled sandal type shoes were supplied 
to the soldiers of ancient Rome by the government, each 
man had to pay for the nails which held his own pair 
together. They were hobnail type fittings made of iron or 
bronze, and when an emperor occasionally distributed 
them gratis, he was considered to be generous. When a 
soldier was fortunate enough to acquire plunder in the 
wars, he usually splurged and shod his “caligas” with 
silver or gold nails. 
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Inside Shoe Business 
[CONTINUED FROM PAGE 49] 


“body” of these feet differs appreciably, even 
though they may be identical in length and 
width. 

For example, in a women’s size 7B foot, what 
is the normal or average height of the arch? The 
width of the heel? The height of the inner ball 
or big-toe joint? 

And more. What is the normal or average 
“stretch” (upon weight bearing) of a given size 
foot? Or what’s the normal or average “stretch” 
or expansion of the ball? And of the heel? How 
much height does the normal or average arch of 
the foot lose upon weight bearing? 

We could go on further, of course. But one 
point must be emphasized. This is by no means 
hair-splitting. Every one of the above factors 
has a very direct and important bearing on how 
the shoe fits. All of them must be considered in 
attempting to answer the deceptively simple 
question: When does a shoe fit? In fact, it might 
safely be said that most of the problems in shoe- 
fitting today—most of the puzzling difficulties— 
center around the above points. The fact that 
the length and width of the shoe and last are the 
same as that of the foot, means only one thing. 
The shoe may be of proper length and width for 
the foot—but the shoe still may not fit well at all. 

All of which brings us to the principal point 
we want to make. Until we have precise foot- 
measurement standards, we can have no precise 
standards for last or shoe measurements, or 
accurate standards for shoe fitting. 


Dynamic New Profile 


Here is a strikingly fresh new expression in men's shoe 
silhouettes, the ‘‘Hytoe" offered by Stacy-Adams Company 
of Brockton, Mass. This new last features a higher toe and 
a slightly elevated arch area. It has pronounced toe 
spring. The well-executed quarter follows the character 
and expression of the toe area. These swept-back lines flow 
continuously from tip of toe to heel and are broken grace- 
fully by the bal seam. True custom details are the delicate 
stitching and the piping which contrasts with the tan calf. 
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lightweight flexibility combined with their insulating qual- 
ities give your customers real day-long foot comfort plus 
long wearing qualities for extra mileage. Vul-Cork is the 
ideal sole for any job where there is a danger of slipping and 
falling such as farming, construction work, and in the in 
dustrial field. 
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@ unbelievably lightweight! @ resilient so soft that it 
gives comfort underfoot 
@ flexible for real walking and yet is long-wearing 
comfort and effortiess 
@ insulation that's waterproof 
ct s 
crouching and stooping. and weatherproof . to 
keep you cool in summer 
@ slip resistant - with mil and warm inthe PF sa 
lions of air cell suction cups 
that work for your safety for @ cannot mark or mar any 
the life of the sole floor surface 















For all-day comfort you can’t beat Vul-Cork soles. Their 











When your customers see the Vul-Cork Label on your 
workshoes, half your selling job is done. 


® 
Vul-Cork Sole Division, Cambridge Rubber Company, Taneytown, Maryland Make { Vul-Cork 


VUL-CORK& & 
VUL CORK NEOPR 


$0 flexible, so resilient you can roll them up right in the palm of 


























Fall Leathers and Fabrics 


(CONTINUED FROM PAGE 67) 


Winter 


tans; 


Wheat, 


I a shion 


lated for top volume selling; a deeper 


Primavera, top volume in the Brown, a 


golden shade; Brown Silver, a taupe-y shade and “limited.” 
slated for early fall selling 
considered a “safe” color; Midnight Brown, 
color. Brown Silver and 
Kaf-Appeal. In Cork-ette, 
Dark 
Golden 
is regarded as “still a fashion color” and best 
blac k In Kafalope, Curry is considered to be 
Golden Spice is scheduled for early fall. In Luster 


In Kaf-Appeal, 
Clove Brown is 
hade 


Briarwood are 
\ 


Cashmere is 


deep a high fashion 


also used in 


slated for volume, as is Beaver. brown 


( onsidered 


yvicuna 1s 
lanagra 1s Brown. 
bra 


ised 


volume 


important. So is 
when 


with 


lechnicalf, Golden Sable is important. 
leather 
Golden Brown for volume; Dark Brown and Deep Sienna 
Getchi Goat 


A new Gamuza, with a two-way nap, includes 
a weight entirely for unlined shoes, has three 
Bronze, Muskrat and Gunmetal. 

Madcap, a bright shade, 
Vintage and Chic, a 


new colors 
The line includes several reds: 
lively red, 
in Kaf-Appeal; bright Chinese Poppy, volume Damask and 
Vintage reds in Corkette; Vintage and Scarlet in Kafalope. 

Gray is found in all the leathers, in different shades. In 


and vintage, in Aniline: 


aniline, there is a new Winter Gray with a blue cast, as 
In Kaf-Appeal, Sterling Gray. In 
Corkette Darkling Gray is given volume rating. Kafalope 
“Gray” also slated for Among the 
off-grays are the greiges and the taupe-y shades. Included 


well as Oxford Gray. 


has volume business. 


in these 
No-Color. 

Blue receives a real importance in a Royal Navy: an 
Alice Blue, a deep Wedgwood; Royal and China Blue. 
True Purple is used in aniline; a Royal Purple in Gamuza. 


are Heath, a new greige; Muskrat, a taupe; and 


Mulberry, a cordovan color, appears in aniline. Green is 
different and leathers. In 
Luster Technicalf Renaissance Green is important. 


included jin several shades 
In response to the interest in finer textures and highly 
Loewenstein has introduced a new Glacé 


Golden black; 


polished surfaces 
Calf in 


and Cordovan 


four colors: Brown: gray brown 


* * * 


Wi rH shape providing the headline news where fall foot 
wear is concerned, leather colors have to be more subtle 
believes Naomi Sloan 
tor of Ohio Leather Company 


than in recent seasons fashion direc 


This, she Says, Means a revival of ‘ lassic colors -+- &2 new 
fashion importance for what have been considered staples. 
Black was cited shrunken grain Vicuna, jet 


black mat calf as well as polished calf 
Another Miss Sloan 
Antique Amber This classic color is expected to provide 


the suit shoe volume with Town Brown tagged for the dress 


in this vein 


fashion revival cited by concerns 


shoe volume. Ohio’s Town Brown, the fashion expert said, 


has new interest because the red has been taken out of it 
For conservative shoes, the emphasis was on a new Classic 
Brown similar to Walnut, but deeper and less reddish 

Other colors continuing for fall are Cherry and Flame 
red; Graphite Gray in smooth or textured Vicuna; Silver 
Gray, a lighter shade; and Flight Blue 

Only two promotional colors are being offered by Ohio 
The first of Mustard Seed, 
neutral for wear with gray. The color is described by Miss 
Sloan 


combines with Fumed Oak, another continuing color. 


these is slated as an early 


as a “grayed beige, with an undertone of green.” It 


For promotion too is Cassis, a cordovan-type color. This 


wine-brown is keyed as a neutral for wear with grays, 


reds and blues. 
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CLassic covert cloth and a new striped interpretation 
called “League” are top news at J. M. Perkins & Co. 
Vinyls, especially Shadow Vinyls in subtle stripes, are also 
very important in the new fall line. Barathene is a very 
closely woven fabric with a flat, fine surface inspired by an 
Made of cotton and spun rayon, it is said 
tinting. Alse included in the 


Italian fabric. 
to be very satisfactory tor 
line are several silk crepes. 

* * *& 


New weaves and new processes are outstanding in the 
fall line at Charles I. Rockmore, according to Mr. Rock- 
more. “Borealis” is an ottoman silk with a little sparkle 
running through it. There is a lot of surface interest in 
elegant textured weaves for the new elegant fall and winter 
include moires. a Caracul and “Whirl” with 
a pattern suggesting long, frond-like One 
moire is divided into large squares, giving an entirely new 
effect. 

Two panne velvets are being shown before choosing the 
Peau de soie will 


Se aS5ONns. | hese 


leaves. new 


one considered most suitable for shoes. 
be the most important fall fabric in the Rockmore line. 
Three stretchable materials are included: peau de soie, a 
white silk satin and a fabric simply called 1066. 

Besides these more formal fabrics, there is a tweed in 
either a black and white or a brown and white mixture. 
There are also flannels for suit shoes in two browns, char- 
coal, blue and black. 

*% * * 
ELEGANCE and refinement are the trends emphasized by 
Shain & Co. in their line of fall shoe fabrics. These are 
divided into six groups: silk, satin, tweed, velvet, novelty 
cocktail and lining prints. These fit into the ready-to-wear 
trends to rich silks and satins, the drama of brocades and 
the sophistication of chiffons. 

Silk figures in the tweeds for street and casual shoes in 
a new soft, tightly woven material. A ribbed weave and 
a “Morocco” fabric, simulating Morocco leather, have spe- 
A silk and wool jacquard is in black, 
in brown with black and blue with black, interesting two- 
tone effects. Also among the silks at Shain are a Bari silk, 
a transitional season tie silk, several satins and a Parisian 


cial textured appeal. 


ilk crepe. Surface interest appears in a new three-dimen- 

sional embossed satin to be used for trimming treatments 
A matte finish gives style interest to the other satin. A 
satin crepe is slated for ornamentation, especially bows 
Cocktail and evening satins are in colors, as well as dye- 
able white and black. 

Imported “Sculptured Velvets” are big news at Shain & 
Co. Made in several designs—Floral, Rose and Stripe 
they have a decorative and three-dimensional look in keep- 
ing with current style trends. In showing the line, Philip 
Barach, assistant to the general manager, pointed out the 
special handling required in using this material. It must 
be drylasted, never steamed, made with a certain kind of 
counter. It is ideal, he noted, for a soft toe shoe. 

A panne velvet is also in the fall line, a domestic and an 
imported material. The latter will only be sold for special 


when sufficient asked for. Also 


domestic is a Broadtail with a fur look. Important in the 


orders and yardage is 


a paisley and a floral print 
¥ ¥ * 


lining materials are 


E LASTICIZING is still the major interest at Alfred Vamos, 
Inc. A new item is a permanently pleated elasticized faille, 
backed with Lastex. The pleating is of two kinds: 
and pinch pleating. In Mylar, another elasticized material 

the stretch in the fabric itself—a silver has been added 
to the previous gold. 

A tweed in a series of beautiful colors is new 
of a cotton Lastex combined with 
Homespun Tweed is being made in black and brown. 


walle 


It is made 


covered rayon. A 
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April Weather Forecast 
[CONTINUED FROM PAGE 51] 


line, including the Prairie Provinces of Canada, conditions 
will be colder. than normal. To the south, especially in 
Kansas and Colorado, milder weather is forecast. Precipi- 
tation will be lighter than usual throughout this vast 


region. 


Area V: South Central 

Some temporary relief is in sight for the drought- 
stricken areas of Central Texas. However, the normally 
wet areas of Arkansas and Louisiana will be somewhat 
drier than usual while many stations in West Texas will 
have no measureable rainfall at all. Temperatures should 
average much warmer than normal. 
Area VI: Northwest 

Washington, British Columbia and the coastal strip of 
Oregon will be wetter than usual in April while Idaho 
and other inland sections of this region will be very dry. 
This forecast is in reverse of last year’s precipitation 
pattern. Temperatures will be slightly colder than normal 
and much colder than last April. 


Area VII: Southwest 


Extremely dry weather is forecast for Southern Cali- 
fornia and other sections of the Southwest in April. The 
anticipated dry trend in California is a sharp reversal of 
the extreme wet conditions of April 1956. Temperatures 
throughout the region will be slightly warmer than nor- 
mal and generally warmer than last year. 


Summer 7°57: 


White Unlimited 
[ CONTINUED FROM PAGE 39 | 

the importance of the new leathers in creating demand 
for white shoes. He mentioned particularly the broadtails, 
the suedes and the lustres. He might equally well have 
talked about the finer textured white leathers which are 
selling so well; and the punched genuine or simulated 
pigskins. 

Dressier white shoes will be promoted and sold for 
real summer weather. Smooth calfskin and kidskin for 
open and closed patterns; white reptiles in sandals; 
white lustres and patent leather in open types; white 
leather combined with vinyls; white silk shoes: all these 
will enter into the summer picture for dressier white shoes 

And remember the special touches of contrast with 
white: black patent leather; bright blue and red for a 
patriotic theme; and, of course, some beiges and tans 
ind a little gray. Charm Magazine calls white ‘ 
most popular color” and it should prove to be so. 


‘ ; 
summer s 


Plugs Grown Up Styles 
for Boys’ Trade 


Denver—A sure-fire means of transferring a larger per- 


centage of boys’ shoe sales into the high end bracket lies | 


in encouraging youngsters to ask for “grown up styles, 
according to Elgi Dillman, manager of Rollnick’s Shoes, 
family shoe store here. 

A display that has been particularly effective consists of 
a green arrow, lettered in white, 8 feet above the floor on 
the rear wall of the store. It points to six pairs of boys’ 
shoes, all of which are of adult styling, with the suggestion, 
“Just Like Dads.” Many youngsters, brought into the 
store by their parents, see the sign and are stimulated to 
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ask for such styles as loafers, wing tips, and moccasin tips. | 


































STAY AT THE 
HERATON-\ACALPiIN 


YOU CAN GO ANYWHERE 
IN A TWINKLING! 


OUR LOCATIONS GOOD AS MAGIC aves you 
footsteps, time and money. For we're right in the middle 
of the shoe market, close to countless wholesale sources 
New York’s fashion center lies at your feet Just step 
from Empire State Building, subway bus and air Termi 
nals, Lincoln Tunnel. Times Square theatre night club 


Radio City, Grand Central—all easily accessible! 


MODERNIZING THROUGHOUT — Fashion and com 
fort, so important to your shoe business, mean a lot to 
your living quarters too! You'll get more enjoyment out 
of your New York trips by staying at the Sheraton 
McAlpin. We ve heen remodeling redecorating mak mip 
every inch sparkling new—lobbies to bedrooms and 
broom closets. Every room with new RCA 21” ‘TV, plu 
full-range radio. Many rooms air-conditioned. And for 
pleasure, or pleasure combined with busine attractive 
dining rooms, meeting rooms, exhibition rooms. There’ 
our new Minute Chef and ‘Town Room, for a snack or a 
hearty meal—plus our new Cafe Lounge featuring smart 
entertainment. You enjoy every minute at the Sheraton 


MecAlpin! 


N.Y. HEADQUARTERS FOR THE SHOE INDUSTRY 


HeRATON-\{CALPIN 
Hore. 


| 


Lethe, Honnk of the Denn One, 
x 


BROADWAY AT 34th STREET 


George D. Johnson, General Manager 






of the Italian narrow toe last. Thus, 


Peorsonalities ... 


FRANK J. HEEP 


F RANK J. HEEP, of Marshall Field 
& Company, has made three business 
trips to Europe within the past few 
years. He has a fourth coming up this 
spring. This probably makes him one 
of the most traveled shoe buyers in the 
country. He, no doubt, has set a long 
distance mileage record for the spe- 
cific purpose of buying shoes. 

The trips cover the main fashion 
centers of lurope, where he buys 
original designs. They are one of the 
ways in which this century-old depart- 
ment store maintains fashion leader- 
ship. 

Field’s has always sent a large staff 
abroad. Before World War II buyers 
covered the entire world. The foreign 
buying program was resumed as soon 
as possible following the war and has 
been accelerated in recent years. This 
year some 50 buyers will go abroad. 
A staff of 27 resident buyers is regu- 
larly maintained throughout Europe. 

Mr. Heep’s shoe buying trips always 
include Paris and London and _fre- 
quently, Florence, Milan, and Zurich. 
This spring, Mr. Heep will also visit 
Spain and Portugal. He buys pull- 
overs and samples which will be inter- 
preted into the fashion end of the 
business. These are copied and adapted 
to American needs by Field’s regular 
resources, Last fall, shoes played a 
prominent part in a store-wide Import 
Fair promotion. 

Mr. Heep explains that by visiting 
European fashion capitals regularly, 
it is possible to keep ahead of new 
trends and developments. “We were 


able in an earlier visit to get the feel 
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we were one of the first to promote 
narrow toe shoes.” 

These European trips give Mr. Heep 
an opportunity to further one of his 
hobbies. He calls himself a “moder- 
ate” collector of art. He is interested 
in no particular style, period, school, 
or artist. He just buys what appeals 
to him. He always adds to his collec- 
tion on these trips by visiting markets 
and galleries. 

When he is not traveling, he likes to 
play golf and to spend some time at 
the races. He works hard to support 
several charities including the Boy 
Scouts of America and the Heart Asso- 
ciation. For the past 10 years he has 
been in charge of the shoe division of 
the Community Fund of Chicago. He 
has two married children, a boy and a 
girl. 

All of his business experience has 
been in quality shoes. He started as a 
1920 Feltman & 
Curme Shoe Co. He later was with 
I’. E. Foster & Company and with the 
Chicago store of Saks Fifth Avenue. 
He was in charge of Field’s Shoe Salon 
for 15 years. For the past five years 
he has headed the entire fifth floor as 


well as the suburban operations for 


salesman in with 


women’s shoes. 

He sees the shoe business as cur- 
rently undergoing drastic changes. 
“They take me back to when I started 
in the business in the 1920's. We never 
expected to come back to these shoe 
styles, but here we are. It proves that 
shoe styles do run in cycles. This re- 
lasts and extreme 


turn to narrow 


pointed toes was prophesied in the 


European market. 

“They are taking hold. However, 
it’s interesting that they’re doing so 
with the younger women. The women 
in their 40’s and 50’s aren’t much in- 
terested. They’ve seen them already— 
on their mothers or grandmothers. But 
the younger girls haven’t seen them. 
They’re a new fashion to them. There- 
fore they’re buying them.” 

Field’s has one of the largest quality 
volume shoe merchandising operation 
in the country. Mr. Heep firmly be- 
lieves that the basic principles which 


underlie this successful operation can 


be followed by any retailer. 

“Any good merchant knows today 
that he should not keep shoes in stock 
any longer than four to six months. 
The day of carrying shoes over for as 
long as two years is gone. The rapid- 
ity of style changes demands rapidity 
of stock turnover. Field’s is currently 
operating with nothing in stock be- 
yond six months. As soon as some- 
thing goes beyond that period, unless 
The first 


markdown is always the cheapest—in 


it is very basic, it must go. 


any operation.” 

He also sees this as an era of con- 
centration within a few lines for com- 
plete coverage. “The average retailer 
is better off to concentrate his buying 
within one or two lines. Then he will 
be certain to have the colors he needs, 
the styles in greatest demand, and most 
of all, the sizes to sell. Retailers who 
depend on a few resources and buy in 
volume from them will get better de- 
livery.” 

Mr. Heep cites the buying policy of 
Field’s as an example. The entire shoe 
operation is based on eighteen lines 
of shoes. 

He sees the shoe business today as 
a great opportunity for young people. 
“Those who are willing to get into it 
now have a great future as buyers and 


” 
managers. 





Modern Packaging 
[CONTINUED FROM PAGE 43] 

ecst and distinctive appearance. This 
handle feeds from a dispenser, loaned 
by the manufacturer. Tape is avail- 
able in almost any length and when 
cut becomes in seconds a handle for al- 
most any size parcel. The tape is custom 
designed to match the wrap or to carry 
the store name. 

Many thoughtful retailers and man- 
ufacturers have tied in package design 
with their advertising, seeking still 
greater store or trade mark identifica- 
tion. 

Another packaging gimmick that 
should interest shoe retailers is the self 
service display unit. One store reported 
not long ago a 30 per cent jump in wo- 
men’s hosiery sales from a pre-packaged 
out-post stand. Gone are the days when 
salespeople had to poke their hands 
into stocking tops to demonstrate sheer- 
ness. The customer now picks out a size 
from the rack. Gone too are the old 
problems of damage from pulled threads 
and soiled packages and shopworn mer- 
chandise. All sorts of items are being 
sold over the counter in sealed enve- 
lopes: shoe shine kits, ladies lingerie, 

[TURN TO FOLLOWING PAGE, PLEASE] 
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Modern Packaging 
[CONTINUED FROM PRECEDING PAGE] 


men’s underwear and plastic rainboots 
and rubbers. One women’s rubber man- 
ufacturer has developed a cut - away 
carton that displays 36 pairs of rub- 
bers, each in its own package. 

How significant is packaging today 
in the national economy? Ask the man 
who knows, Edward F. Engle, manager 
of the sales promotion division of the 
National Retail Dry Goods Association. 
Said he recently: “ ... more money is 
being spent in the United States on 
packaging than on advertising.” Mod- 
ern Packaging magazine estimates that 
15 billion dollars was spent in 1956 on 
various packages, including cans and 
bottles. The Wall Street Journal re- 
ports an estimated 20 million dollars 
was spent in the same year just for 
package design. That is an amazing 
expenditure to improve the visual ap- 
peal of the packaged item. 

Packaging, in fact, has become so 
important, not only as an industry but 
as a means of increasing sales, that 
designers have formed the Package 
Designers Council. During the month 
of January, the council held its third 
annual Design Exhibition. For the same 
reasons many retail organizations 


able friends of retail merchandisers 
today, for packaging is no longer an 
extra cost item—it is a means of con- 
tinuing direct selling long after the 
original purchase is made. The right 
package often dictates the choice be- 
tween two competitive items. 

In fact, the packaging industry is 
helping in an economic and social re- 
volution right under our noses. The food 
supermarket is probably the most 
obvious example of its work. Shoe sell 
ing is service selling with good fitting 
a prerequisite to satisfaction. This em- 
phasis on fit limits the importance of 
impulse buying dictated by attractive 
and clever packaging, but the revolu- 
tionary changes which have taken place 
in all forms of retailing make it essen- 
tial that the shoe retailer examine his 
packaging carefully. He will be sur- 
prised at the variety, beauty, and 
practicability of the materials which 
are available to help him in this im- 
portant part of his business. 


Pull-Up Handle 
[CONTINUED FROM PAGE 47] 


double strength corners; and elimina- 
tion of wrapper. 

The carton is of glued double-walled 
construction. The patented pop-up han- 


up the handle, affix two quick bits of 
cellophane tape to the carton ends and 
wrapping is completed. 

“The carton is a real deal at the 
wrapping counter,” Bill Hale says 
“Tt’s quick for us to handle, and that 
means a lot in rush times.” No change 
of handling habit at fitting 
shelf is involved. Size and stock num 


stool or 


bers are carried in a position just un 
der the box lid for visibility 
whether lid of carton is in place o1 
tucked under the open box. 

The box is furnished to 
manufacturer as a_ two pre 
printed blank, reportedly saving 90 per 
cent in space. With cartons 
shipped and stored flat, a manufacturer 
order them in and 
more economical quantities. 

The “Redi-Tote” as adopted by 
Vaisey-Bristol Shoe Company bears the 
Jumping-Jacks insignia on four 
faces. Red, white and blue are used in 
the insignia printing, on a neutral col 
ored greige background. 


easiest 


the hoe 


piece 
storage 
is able to 


larger 
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Two New Stores to Open 


SAINT PAUL 
recently 


In a downtown building 
remodeled to house several 
and East Seventh 


Streets, there will be two new national! 


stores at Cedar 


throughout the country have formed dle raises out of the carton in one push. chain shoe stores. A Hardy Shoe Store, 
committees devoted to packaging de- Footwear is shipped, stored, sold and 40 East Seventh Street, has already 
velopments and problems. delivered in the same box. When the opened. A Trade Home store will be 
*ackage manufacturers are invalu-_ sale is made, the clerk has only to push opened soon. 
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the Bass) ee unette. 


A lightweight women’s casual 
crafted by Bass 


a true moccasin 

originators ol Weejuns™*. 
Flexible, mellow leathers « Wedge heel « Smartly 

tyled « In black, brown, red, honey e Nationally 


advertised e Carried in stock. 
*T. M. Reg 


For Profitable Promotions Feature 
—,. 


WEEJUNETTES 
— 
G. H. BASS & CO., Dept. BS-3, Wilton, Maine, 658 Marbridge Bidg., N.Y.C. 1, N.Y 
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| ) 7 W) Rags | Likes Quality Front Covers 


In looking over the front cover of the January 15th issue 
of Boot ANp SHoe Recorper, I can’t help but make the 
following comment: 

The cover represents your paper, the most informative 
paper representing the shoe industry. The product shown 
on your cover, Buntees, represents the finest children’s 
footwear in America as well as abroad 

Your selection of Buntees, America’s outstanding baby 
shoes, proves quality in our trade. I was happy to see this 
and shall look forward to many more issues with your 
cover representing quality in the shoe industry. 

PAUL DE FaLco 
de Falco, 


Poughkeepsie, N. Y. 


For Fewer Clearance Sales 


With a rising market, low inventories and higher wages 
and inflation all around us, there is no valid reason to 
cut profits by clearance sales. 

The public is not appreciative and does not expect some 
thing for nothing. 

It is really a sad state of affairs that we cannot develop 
the shoe business on a service basis Kven the shoe re 
pairers think us queer in disposing of merchandise at or 
near replacement just to turn over the cash for year-end 
obligations 

The result of our operation is a lower profit percentage 
and makes for the difference between success and failure. 
| realize you have endeavored to impress the merchants 
on this score but you cannot be over-emphatic 

Krep NEYER 
People’s Shoe Store 


New Rochelle, N.Y 


Wood Mid-Sole for Golfers 


An interesting golf-shoe construction in a rugged moc-front 
blucher style is shown in this item from the Gotham Shoe 
Manufacturing Company. It features a slotted wooden 
foundation insert which is sandwiched in between the in- 
sole and outsole. Surer footing and a firmer stance result. 
Remarkably flexible, it eliminates upward spike pressure 
and insulates the foot against heat, cold and dampness. 
The manufacturer feels that it is one of the lightest-weight 
golf shoes on the market. 
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Good Orders Placed 


Fill-In and Advance 


Both 





PITTSBURGH—Substantial orders were 


placed by retailers who attended the 
summer shoe show sponsored here at 
the Penn-Sheraton Hotel by the Penn- 


sylvania Shoe Travelers’ Association. 
With successful clearance sales a thing 


Confidence in Future—Whites Dominant for Summer 





at Pittsburgh Show 


Buying Show Retailers’ 


women’ 


Next in importance in the 


lines were straws and spectator pump 
in brown and white and in black and 
white on 23/8 heels. 

April 1st deliveries were most fre 


quently specified. 





of the past, buyers turned their atten- For summer selling in children’ 
tion to late spring and early summer shoes, substantial orders were placed 
The size of many of the orders was an for barefoot sandals in white and in 
accurate reflection of their optimism. red. Brown sandals with sharkskin toe 
The volume booked by exhibitors was’ were also popular. 
increased, also, by fill-in business de- In shoes for misses and growing girl 
signed to bridge the gap between now’ there was a healthy demand for nylon 
and the arrival of warmer weather traw flats with cute flower trims, a 
Suyer registration was about the well as for punched pigskin flats in 
same as during the show held at this natural and in white. April Ist delivery 
time last year—a year in which Easter dates also were asked in this category 
was much earlier than it is this year. Earlier delivery dates were asked in 
Judging from advance orders placed, the case of men’s shoes. Here, the de 
retailers feel that white shoes will dom- mand centered mostly on French mo 
inate the style picture at least during rocco with black calf trim as well as on 
the early part of the summer. It wa shantungs in gray and black and in 
in this category that the most business tan and brown. Black outsold brown 
was booked. Favorite patterns in these by a good margin. 
all-white styles were sandalized and Fall styles will be shown at the next 
stripping types, designed to sell from how scheduled to be held at the same 
$9.95 to $12.95. hotel! May 19 to 21. 
New Buying Assignments for the shoe departments before his 
: assignment at the downtown store. 
Given Halle Executives These buyers will buy for the Erie, 
CLEVELAND Announcement was ’a., stores and all leveland stores 
made by Edward O. Jacques, general They will report Krank Jarvis, divi 
merchandise manager of the Halle *!0M@! merchandise manager. 


Bros. Co., of re-alignment of buying 
responsibilities and two new buyer ap 
pointments in the shoe division. 


Lloyd J 
buyer of children’s 
merly manager of 
West Plaza store, 


Haidet has been appointed 
shoes. He was for 
Halle’s in Erie, Pa., 
and buyer of women’s 


and children’s shoes. Mr. Haidet joined 
Halle’s staff in Erie in 1949. He was 
made buyer of women’s and children’ 


shoes in May 1954, and in October of 
that year was given the post of man 
ager of the store. 

Irving Sigal’s new assignment will 
be as buyer of casual shoes and buyer 
for the Naturalizer department. Mr. 
Sigal joined Halle’s in 1948. He wa 
formerly with the Stone Shoe Company 


in Cleveland. 

Announcement was also made of the 
appointment of D. J. Prouty to buyer 
of women’s shoes. Mr. Prouty was 
named associate buyer of this depart 


ment in April 1956. He joined Halle’s 


in 1952 and worked in the Shaker 
Square, Cedar-Center and Westgate 
Halle branch stores as shop manager 
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Had Shoes for 50 Years: 
No Complaint About Wear 


NorRFOLK, VA.—-A customer recently 
walked into the Wards Corner outlet of 
Hofheimer’s, Inc., shoe retailing chain 
Under her arm she carried a pair of 
shoes that had been bought from the 
firm, and she insisted on seeing the 
manager or an executive of the om 
pany. 

Not knowing what to expect, W. D. 
Rosenberg, secretary of the firm, and 


L. M. Ackman, assistant manager of 
the store, came to her assistance. 

Mrs. Victor J. Boyce, 125 Arden 
Circle, then proceeded to display the 
pair of shoes her mother had bought 
her from Hofheimers Bros. Co. in 1907 
The shoes, a patent leather, onestrap 
Mary Jane variety with a bow on the 
strap, sold for 75 cents when new. To 
day, 50 years later, the same type of 
shoe would sell for about $4.75, Myr 
tosenberg noted. 

Mrs. Boyce had no complaints about 


wearing well. 


the shoes not 





Retires After Thirty Years 
Of Children’s Shoe Selling 


LOUISVILLE, KY The retirement of 
Miss Alma Schoenmann after thirty 
vears of service in the children’ hoe 
department of Byck Bros. & Co., here, 
marks the end of a career but not the 


end of a legend. For year Louisville 
mothers have taken their children to 
her for shoes with the remark, “Mi 

Alma fitted me in shoes when I was 
your age,” and her years of devotion 
to-juvenile foot comfort will not yon 


be forgotten. 








ALMA SCHOENMANN 


Mi Schoenmann Was first employed 
in the children hoe department of 
Byck Bro in October, 1926, and ha 
been department manager and buyer 
ince 1938 

She ha een many style changes in 
children’ hoes during her career, Al 
though “everyda hoes are about the 


truction, tnere 1 
than 


working 


ame in con a greater 


there wa when 


Party 
and she 


variety of color 
he first tarted 
are lighte 


nessed the 


hoe 


and airier, wit 


introduction of suede shoes 
for children 

Mother 
of their 
fore, she 


to please 


“more conscious today 
feet” 
The 
child, 


are more 


are 


children’ than ever be 


believe are more anx 
the 
ters themselve 


Mi 


expert 


iou and the young 


“choo Vy <4 
an 


Schoenmann i known a 


hoes for crippled chil 
cription fitting, and 
closely with doctors in fit 
foot difficultie Dur 


in fitting 
dren, including pre 
ha s worked 


ting children with 


ing Kentuky’s worst polio epidemic in 
1944 she went into children’s homes to 
fit them with shoe 
As head of her department she used 
“double-check tem, giving final 
approval herself as to fit of any pat 


of shoe old in the department 

A native Louisvillian, she plans to 
continue her residence here although 
her eventual plans call for a lot of 
traveling. The company has given her 
a Florida vacation a a retirement 
present 

She has been succeeded by Glenn 
Martin, who has been employed in the 
company’s Young Sophisticates Shoe 


Shop for a number of year 
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Berland Store Opened in Suburban Denver 


Children's department furniture in the first Berland Shoe Store in Colorado is ia 


alternate dark green and chartreuse tones. 
Shadow boxes hold not only shoes but also stuffed animals. 


feature. 


A merry-go-round is an attractive 
The store 


was recently opened in the University Hills Plaza Shopping Center, Denver. 


First Berland Shoe Store 
Colorado, and the 124th 
in the nation, has been opened in the 
University Hills Plaza Shopping Center 
with 15 retail establish- 
The store, like the shopping 
outh Colorado Boulevard, i 
friendly 
the sub 


DENVER 
in Denver or 


along other 
ment 
center on & 
create a warm, 
and to cater to 
hopper 


de igned to 

atmosphere 

urban and casual 
Philip Maskin, a 


manager of 


Detroit, 
the new 
1949 as 
King 
serland in 
ready-to 


native of 
named 
had 


manager of 


has been 
He 


assistant 


here in 
the Kay 


tore, come 
hoe department, leased by 
the downtown Three Sister 
Veal He wa 
1953 continued in 
until hi 
the first 
He ha 


made manager in 
that 
appointment as manager of 
complete Berland here. 
ucceeded at Three Siste) 
by Robert Troutfelt, of Salt Lake City. 
Mr. Maskin had worked for 
“as a part-time salesman while attending 
college in Detroit Hie continued for 
eight years with the firm in Detroit 
graduation Denver 
from Detroit 

he 


quare 


tore 
and capacity 
tore 


been 


Berland 


after and came to 


new tore, occupying 1,000 


feet, has a striking entrance 
the motif of 
hocking pink. Co-ordinated 
bag and hose bar is at the left of the 
While much of the stock is 
openly displayed, boxes with shocking 
pink lids carry out the decorative motif. 
The fifty fitting chairs are of up- 
holstered chartreuse leather. 


carrying out color chat 


treuse and 


entrance 


Spot of attraction (and this has been 
shown in sales figures since the store 
opened) is the children’s section in the 
rear of the store where a free merry- 
go-round always is the mecca of a 
rumber of small children. Unusual, too, 
are the kiddies’ settees, upholstered 
high chairs with clown backs alternat- 
ing with “mothers” chairs. Children’s 
furniture is in alternate dark green and 


76 


chartreuse tones. 

A sales staff of four is regularly 
employed. Women’s shoe price ranges 
are from $2.99 to $7.99; and purses, 
$1 to $5.99. Children’s shoes range 
from $1.99 to $3.99. 

The Berland chain started from a 
small store in South Bend, Ind., in 1922. 
The line began with Kay King shoes 
for women, but was later expanded to 
include Playmate shoes for children and 
Roy King shoes for young men. 


Bill Seeks to License 

i a . J we 

Prading Stamp Firms 
COLUMBUS, QO. A bill to “protect” 

the customers in the saving of trading 
tamps has been introduced in the Ohio 

Legislature by Rep. Harry Corkwell. 

The bill would place regulation and su- 
tamp businesses 

uperintendent of 


trading 
tate 


pervision of 
under the 
banks. 
Rep. Corkwell, who operates a retail 
tore in Ottawa, O., would not outlaw 
the stamps, but would license trading 
stamp firms. It would require that per- 
sons giving out the stamps obtain a 
certificate to engage in such business 


from the state superintendent of banks. 


The merchant would be prohbited from 
giving out the stamps unless he deposits 
in a bank a sum equal to the value of 
the stamps. The money deposited would 
remain on deposit until all outstand- 
ing stamps are redeemed. Opponents 
pointed out that this would discourage 
merchants from issuing the stamps. In 
Ohio, the law provides that the dollar 
and cents value be written on the 
stamps. Most of them are worth one- 
tenth of a mill. 

Another proposal which would affect 
retailers is House Bill 188, which would 
restore the penny sales tax on retail 
sales between nine and 41 cents. 





Dates to Remember 


Advance Fall Shoe Market Week, New 
England Shoe and Leather Associa- 
tion, Hotels Statler and Touraine, 
Boston March 31-Apr. 4 
Accounting and Office Management 
Clinic, National Shoe Manufacturers 
Association, Waldorf-Astoria Hotel, 
New York April 4-5 
St. Louis Shoe Show, St. Louis Shoe 
Manufacturers Association, Lennox 
Statler, Sheraton-Jefferson, Coronado 
and Park Plaza Hotels, St. Louis 
April 27-30 
Fall Shoe Fair, Northwest Shoe Travel- 
ers Association, St. Paul Hotel, St. 
Paul April 27-May | 
Guild Opening, Guild of Better Shoe 
Manufacturers, New York 
Week of April 29 
Accounting and Office Management 
Clinic, National Shoe Manufacturers 
Association Hotel Lennox, St. Louis 
May |-2 
Fall Shoe Show, lowa Shoe Travelers 
Association, Hotel Fort Des Moines, 
Des Moines May 5-6 
Fall Shoe Fair, Ohio Shoe Travelers 
Club, Deshler-Hilton Hotel, Columbus 
May 5-7 
Fall Shoe Fair, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker, 
Statler Hilton and Southland Hotels, 
Dallas, Tex. May 5-8 
Fall Shoe Show, Southeastern Shoe Trav- 
elers, Inc., Henry Grady, Dinkler 
Plaza, Peachtree -on- Peachtree and 
Piedmont Hotels, Atlanta May 5-8 
Popular Price Shoe Show of America, 
Hotels New Yorker and Sheraton- 
McAlpin, New York May 5-9 
Market Week, Boot and Shoe Travelers 
Association of New York, Marbridge 
and Empire State Buildings, McAlpin 
and New Yorker Hotels, New York. May 5-9 
Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. May 12-13 
Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indianap- 
olis May 12-14 
Fall Shoe Show, Middle Atlantic Shoe 
Travelers’ Association, Benjamin Frank- 
lin Hotel, Philadelphia May 12-15 
Fall Market Week, West Coast Shoe 
Travelers Associates, Alexandria and 
Hotels and Haas Building 
May 12-15 
Spring Meeting, Tanners’ Council of 
Princess Hotel, Bermuda 
May 13-15 
Fall Shoe Show, Pennsylvania Shoe Trav- 
elers' Association, Hotel Penn-Shera- 
ton, Pittsburgh May 19-21 
Fall Shoe Market, Mid-West Shoe Trav- 
elers Association, Morrison Hotel, 
Chicago May 19-22 
Fall Shoe Show, Mountain States Shoe 
Travelers’ Association, Albany Hotel, 
Denver, Colo. June 2-4 
Baltimore Shoe Show, Baltimore Shoe 
Club and Associated Shoe Travelers, 
Lord Baltimore Hotel, Baltimore July 7-10 
Merchandising Clinic, National Shoe 
Manufacturers Association, Waldorf- 
Astoria, New York Aug. 5 
National Shoe Fair, National Shoe 
Manufacturers Association and No- 
tional Retailers Association, Chicago 
Oct. 27-31 


Biltmore 


America, 
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Newsletter Service Started 


By Independent Shoemen 


Boston — Independent Shoemen has 
issued its first JS Newsletter, a new, 
regular service to its members, accord- 
ing to John A. Neagle, newly named 
executive secretary. 












JOHN A. NEAGLE 


The four-page Newsletter presents 
an informative analysis based on shoe 
industry trends and current news de- 
velopments, with particular emphasis 
on matters concerning independents. 
The Newsletter will interpret all shoe 
industry developments, especially as 


they affect the interests of independent 


shoemen. 

The first Newsletter was mailed to 
15,000 independent shoe manufacturers, 
retailers, wholesalers and allied trades 
firms in the industry. The 
tains a penetrating analysis and com- 
mentary on several current industry 
developments. 


issue con- 


Navy Develops Instrument 
To Measure Leather Break 


BROOKLYN, N. Y.—A scientific instru- 
ment developed by the Research and 
Development Division of the Navy 
Clothing Supply Office, in Brooklyn, is 
now being used to grade the quality 
of footwear upper leathers. The test 
instrument, called the Leather Graino 
meter, specifically measures an appear 
ance characteristic called 
“pipeyness,” which is indicated by the 
number of wrinkles formed at the vamp 


of a shoe in walking. 


Previous to the utilization of the 
Grainometer, leather experts of con 
siderable experience were the only 


ones considered qualified to judge the 
“break” characteristic. Currently, with 
the aid of the newly developed test in 
strument, inexperienced personnel are 
reproducing the results of the expert 


and immediately classifying leather 
“breaks” into categories representing 
fine, good, fair, and coarse grain 
breaks. As a result of research con 


ducted with the Leather Grainometer, 
tentative appearance standards have 
been set up for Navy calfskin leather. 

To obtain the results, samples are 
inserted into the test instrument, which 
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“break” or 





depresses the leather and causes wrin 
kles to be formed. These wrinkles may 
then be counted with the aid of a self 
illuminating magnifying lens. The in 
itial Navy grades were obtained from 
leading calf tannery experts and their 
ratings were then translated into nu- 
merical ranges by the test instrument 
for objective classification purposes. 


Government to Pay Part of 

¥ . 

Flood Insurance Premiums 
WASHINGTON, D. C. Flood insur- 

ance for businessmen and homeowners 

is now within sight. 

By April or late May, flood insur- 
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COFFEY-HOYT PRODUCTS, INC 
GARDENA, CALIFORNIA 


PHILADELPHIA 


ance will be available for the first time, 
government officials handling the pro 
yram promise, 

Coverage of up to $250,000 for a busi 
ness, or $10,000 for a will be 
old. The government will pay 40 pe: 
cent of the Policies will be 
handled by private insurance firms. 
They'll be 
high, even with the government paying 
a large share. But they'll be worth the 


home, 
premiums, 


Rates are now being set 


cost to people living in an area sub 
ject to high water. 
to provide 


the 


Congress is being asked 
$100 million start 
and will probably grant it 


now to project, 


ay. Y.1| ag olele) 


« VTepajoaerw arma 
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@ EXTRA HEIGHT FOR ADDED PROTECTION 









S 
~ ICC 


OuR 


E-X-P-A-N-D-E-D 
NATIONAL ADVERTISING 
SCHEDULE IN 


G00D HOUSEKEEPING 
CHARM 


PHOTOPLAY 
TRUE STORY 
VOGUE 
SUNSET 
HOUSE & GARDEN 
SEVENTEEN 
GLAMOUR 


EXCEL 
3720-46 5 


CHICAGO 


BONDED WAREHOUSE 
CALUMET 
LLINOIS 


ALSO 






ee JPPLIE ) bO%S LEATHER O05 
pTREET }} OTTAWA AVE, NW 


PENNSYLVANIA ND RAPIDS, M 





HIGAN 



















Suggests Recruiting Retail Help in High Schools 


DENVER 


retailer 


A frequent cry among shoe 
here and 
dearth of good salespeople. “How Re- 
tailers Can Recruit Top-Notch College 
and High School Students” was the sub 
ject of a panel discussion at the annual! 
meeting of the Denver Retail Mer 
chants’ Association where David 
Touff, general manager, The May Com- 


here, 


pany, was a principal speaker 


“Perhaps the retailer of today should 
effort to attract 


people chool 


pul more Into trying 


young from high 
than attempt to 


yraduat« "Mr 
ill of 


groups 
college 
“Ac 


com 


compete for 
Touff 
American busine is 


ugye ted 


i it 
maily 


elsewhere is the 


peting for this college graduating 
group, and is putting bargaining pres- 
sure on a group which is just a hand- 
ful. Retailers should dedicate them- 
selves to creating among high school 
groups a honest, factual knowl- 


edge of retailing and let them know a 


more 


great deal more about what retailing is 
like.” 

Other panel discussionists also urged 
the 
ates and high 


of high school gradu 
school vocational guid 
with the purpose of at 


“romancing” 


ance counselors 
tracting students at this age level into 
retail study and retail business. They 
included: Louis K. Koudelik, director 


walking right off your counter — 


footsocks by 


Move so fast, your big job is keeping them in 
stock! Better check today; make sure you're 
covered in every size style. Good shoe stores 


sell several pairs per customer with every shoe 


sale 


no-show shell vamp, power grip stay-on heel pad, = 
fashioned side-seam too. All Footlets Sanitized® 
against odors and germs. Styles for every 
shoe in Tycora® and Hi-Test Helanca® stretch 
(one size fits all), sheer run-proof nylon 


.. from 20¢ to 89c. a 


and fine cotton lisle . 


Nationally advertised in Seventeen, Life, McCall’s, Charm, 
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Manufactured in Canada by Cosmo Underwear Co., Ltd. Exclusive Canadian Licensee 





of the Institute of Retailing, Houston, 
Tex.; Dean Theodore Cutler, School of 
Business Administration, University of 
Denver, who served as moderator; Rus- 
sell K. Britton, administrative director 
in the department of industrial ser- 
vices, Denver Public Schools; and Rob- 
ert S. Wasley, acting dean, School of 
Commerce, University of Colorado. 

‘Unsatisfactory arrangement of 
working hours and lower starting sala- 
were listed by Mr. Wasley as the 
main college graduates from 
the school at Colorado Uni- 
versity enter fields other than retailing. 
In one week, 35 different 
were interviewing students in the busi- 
ness school and all were offering at least 
$100 a month more than the retailers’ 
starting salary of $250, he 
said. Mr. Touff, in reply and in de- 
fense of retailers, said that few young 
make rapidly in 
other businesses as they do in retailing, 
adding that they may start lower but 
they reach higher salaries much more 
quickly than in other fields. 

In a quick survey of 127 of 147 
May Company executives making $4,- 
500 annually or more a year, 64 had 
gone to college, Mr. Touff said. Twenty 
had finished grade school only; 45 had 
graduated from high school; and only 
22 out of the 64 who had gone to col- 
lege had received degrees. 

Mr. Britton suggested closer coopera- 
tion between the retailer and the high 
chool and the formation of an educa 
tional advisory committee to work with 
high school alone the lines 
of the Houston program outlined by Mr. 
K oudelik 


ries,” 
reasons 


business 


companies 


average 


people progress as 


out 


counselors 


New England Production Hit 
All-Time High in 1956 
BostoN—Total 1956 shoe production 
in the New England area amounted to 
217,543,000 an all-time high, ac- 
cording to an analysis by the New Eng- 
land Shoe and Leather Association of 
preliminary data released by the U.S 
of the New England 
output was equal to 37.1 per cent of 
national production. New England 
shoe production during 1956 showed a 
gain of 0.3 per cent over the previous 
year as compared with a gain of 1.5 
per cent reported for the industry as 


palrs, 


Bureau Census. 


a whole. 

In terms of dollar value, New Eng- 
land shoe shipments totaled $746.887,- 
000, equivalent to 34.6 per cent of the 
value of all shoes shipped. 

Massachusetts led the nation with a 
total production of 118,190,000 pairs, 
an increase of 2.5 per cent over a 
vear with shipments valued at 
$415,498 000. 

Maine reeained fifth place in produc- 
tion with a volume of 46,786,000 pairs, 
an increase of 0.5 ner cent over a vear 
ago. Shipments were valued at $159,- 
R32 000 

New Hampshire followed in sixth 
place with a production of 45,514,000 
a decrease of 4.4 per cent. 


Aro, 


nairs. 
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Richard Chaney, 
enne Shoe Store and Dick’s Bootery in 
Cheyenne, Wyo., has been named to a 
two-year term as chairman of the Chey- 
enne Chamber of Commerce Christmas 
lighting committee. 

p 


owner of the Chey- 


o 4 


Kensington Boot Shop, Inc., has been 
incorporated in Buffalo, N. Y. with cap- 
{tal of $50,000. Incorporators are Leo J. 
Neupert, Malcolm Neupert and Marion 
H. Scanlon. 

* * - 

George L. Paterni, formerly a sales 
man in the shoe department at the J. L. 
Hudson Company, Detroit, has been 
promoted to associate purchasing agent 
for the store. He was recently divisional 
floor superintendent. 


, * 

William B. Engelbrecht is taking 
over the interests of his former part 
ners, James P. Verdin and Louis C. 
Baker, in the Children’s Shoe Shop, 
exclusive children’s footwear store at 


1024 Monroe Boulevard in Dearborn, 
Mich. The store was founded about 1951 
by Verdin and Baker, and Engelbrecht 
joined as a partner about a year later 
Verdin and Baker moved some time ago 
to San Antonio, Texas. 
. * 

The 
Plizga 
into a 


Michigan Avenue Store of M. 
Shoes in Detroit has been made 
partnership under the name of 
Plizga Shoes of 7528 Michigan, incor 
porating the store address into the 
title. Andrew and Veronica Krzysiak 
have joined Michael and Frances Plizga 
as partners, while the other store at 
7130 West Warren Avenue 
under Plizga ownership only. Mr. Krzy 
siak is a former draftsman who is 
making his first venture into the shoe 
business. He will be active manager of 
the store. 


continues 


* * * 


Jerry Beebe, shoe store owner, has 
been named one of the two “Men of the 
Year” for 1956 in Peru, Ind. The other 
is Herschel Wheeler, insurance agent. 
Mr. Beebe was selected because of his 
efforts on behalf of hospital patients 
in providing entertainment and mate 
rials for occupational therapy. Fo! 
many years, Mr. Beebe has conducted 
a one-man operation, taking scrap mate- 
rials to some 18 state hospitals, tuber 
sanatoriums, and mental insti- 
for use there in occupational 


culosis 
tutions, 
therapy. 

The Bootery, a new shoe store, has 
been opened at 67 Main Street, Canton, 
N Y. Joseph Weil, proprietor of the new 
store, also operates Bootery shoe stores 
and Massena. Mr. Weil 
has announced that Mrs. Florence Hilts 
will be manager of the new store. 


* * 


in Potsdam 


Edison 


nounced 


3rothers Stores has an- 
the appointment of Kenneth 


Hoyt as manager of their new Baker’s 
Shoe Store at the Town and Country 
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About Shoe People 


Plaza Shopping Center, in Pensacola, 
Fla. Mr. Hoyt has been with the firm 
since 1947 and was assistant manage! 
of stores in Tampa and Orlando before 
being transferred to Pensacola. 

* * * 

Mr. and Mrs. Frank E. Ahlstedt have 
taken over management of the Factory 
Outlet Shoe Store at 51 Main Street, 
Champaign, Ill., for Mr. and Mrs. Gene 
Freeman of Springfield, Ill., the owners 
The Ahlstedts have returned to Cham 
paign after being in business 30 years 


p 
Vig 


ty 





hav e 


on the west coast. The Freemans 


two other stores in Springfield. 


Elmo W. McCarty, owner-manage! 
of Tots ’N Teens shoe store in Erie, 
Pa., has been elected to the board of 
directors of the Greater Erie Chamber 


of Commerce. 


The Wm. H. Block Co 
tore in Indianapolis has 
promotion of Ivan M. Walters to buye 
the floor, 
Winter as buyer of 
floor 


department 
announced the 
fourth 


of women’ hoes for 


and of Charles E. 
men’ hoes for the first depart 


ment 


O O 
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EVERY MAN deserves a pair of 


ISEHI 


... because only 
Allen-Edmonds offers 
so many fine shoe features, 
such as nailess 
construction — with 
uppers, counters, insoles 
and soles stitched 
together to form an 
unusually flexible unit 
that follows every 
movement of your foot. 
It’s one reason why 


yy yyol 
, LUA Y 


PLA-SKOS 
Black or 
Briar Tan 
Borhide 


Allen-Edmonds can guarantee comfort from the 


first step, or your money back 


... why you deserve a pair 


of quality-crafted Allen-Edmonds shoes. Most styles 
$26.95 ... see your dealer or order direct. 


ALLEN-EDOMONDS, BELGIUM, WISCONSIN 
The Shoe of Tomorrow 


they roll. . 


Zo 


to follow your foot in action! 


Every 
antees it 
Kkdmonds national 
Allen | dmond 
The 


in writing! So here 


advertising 


comtort teature 


above ad appears in 
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tice How Many Le 


ather € 
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Make 
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Two New Shoe Stores Open 
In Sarasota Shopping Center 
ILA The 


opening: it econd 


SARASOTA, Cinderella 
sootery 1 
Sarasota at the new South Gate Shop 
ping Plaza the partner 
Albert I and Fay T. 
Organized in 1949, the ¢ 
ery ha kept up with the growth of the 


tore 1n 
under hip of 
Guerra Cooke 
nderella Boot 
econd branch 


community by opening a 


in the southern part of the « ity close ti 


an increa ingly popular residential 
area 
The 
and will 
dren’ and 


handbags 


new store employs five people 


chil 
and 
Before open 


specialize in women’s, 


young men’s hoes, 


and accessorie 


80 


ing their own store, the two men were 
employed by the Prince 
Tampa. The 
the direct 

Another 
South Gate Shopping Plaza is 


McAn unit. This i 


and 


s Boot Shop in 


new store will be under 


management of Mr. Guerra. 
opening in the 
a Thom 


shoe shop 
a family shoe store 
com 
Inc. 
blend 
architecture of the 
oft carpet 
and upholstered 
offer a 


local 
McAn, 


tore 


will be 
the 
and 


operated by a 
Thom 
the 


pany, Sarasota 
De vn 
vith 


center 


decor of 
the over-all 
The 


ing, decorator 


interior, with 


color 
individual chairs, homelike 
etting and encourages the guest-host 


relationship for which Thom McAn is 


well known. 


Roberts to Merchandise 

Two Foot Saver Stores 
CoLuMBuUs, O.— The Julian & Ko- 

kenge Co., here, has announced a 

change in management in the Columbus 

and Toledo retail stores owned by the 

company. 


BILL ROBERTS 


sill Roberts, formerly manager of 
Foot Saver Shoes, Inc., of Columbus, 
will merchandise both stores in addi- 
tion to managing the Columbus shop. 
John Keathley has been appointed man- 
ager of Foot Inc., in 
Toledo. 


Saver Shoes, 


New Store Has Separate 
Entrance for Men 

PORTLAND, ORE.—February 5 marked 
the opening of Armishaw’s Gateway 
Shoe store, under the management of 
Francis O’Leary, who has been with 
the company’s downtown Portland store 
for the past nine years. 

The new store, with 4800 square feet 
of space and 3675 feet of selling space, 
is divided into three departments. The 
separate men’s department has its own 
entrance, and children’s and 
departments also are distinct, having 
and appointments. 
has a 


women’s 
appropriate decor 
The store 
handbag and hosiery counter. 

Opening events at the new store in- 
contest for 


also serve-yourself 


cluded ‘“‘name the monkey” 
the children, with a complete shoe 
wardrobe for the winner; entertain- 
ment and contests conducted by lead- 
ing radio and TV personalities with 
puppies and shoes as prizes 


Rubber Heel & Sole Group 
Holds Annual Election 


New YorK—At a 
Rubber Heel & Sole Institute at the 
Waldorf Astoria Hotel in New York, 
the following officers were elected: 

President, E. Colman Beebe 
Rubber Company; vice-president, W. P. 
Harty, Avon Sole Company; secretary, 
Robert A. Winters; treasurer, M. J. 
Bernstein, American Biltrite Rubber 
Company; director until 1960, M. Eisen, 
Cat’s Paw Rubber Company. 


meeting of the 


3eebe, 


Recorder 
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Financial News 


Holland-Racine Reports 
11 Per Cent Sales Increase 

HOLLAND, MICH.—Sales increase of 
11 per cent for the fiscal year ending 
October 31, 1956, was reported at the 
annual meeting of Holland-Racine 
Shoes, Inc. 

The company reported net profits are 
holding close to the shoe industry aver- 
age of 2% per cent of gross sales. Sales 
increases were evenly divided among 
the Doctor, McCoy and Holland lines, 
which the company manufactures. 

Officers elected at the annual meet- 
ing are C. C. Andreasen, president; 
A. C. Prigge, vice-president and secre- 
tary; W. C. Reagan, vice-president 
emeritus; L. J. Geuder, vice-president 
in charge of sales; and P. Kromann, 
treasurer. 

The five officers also make up the 
company’s board of directors. 


U. S. Shoe Spring Line Is 
Oversold by 12 Per Cent 


CINCINNATI United States Shoe 
Corporation has oversold its spring- 
summer production by 12 per cent, ac- 
cording to a statement by J. S. Stern, 
chairman. The pair orders represent 
the greatest number ever booked for 
a like period in the company, he said. 

The report was given during the 
firm’s annual meeting. Mr. Stern also 
reported at that time that the com- 
pany’s sales, in the year ended Novem- 
ber 30, reached an all time record high 
of $39,989,530. In 1955, total sales were 
$34,895,758. A substantial increase in 
the sales volume of Joyce, Inc., a wholly 
owned subsidiary, was also noted. 

Fiscal 1956 earnings were $2,344,502 
(or $2.09 a share) as compared with 
$2,068,254 (or $1.83 a share) for 1955. 


210 Associates Plan Drive 
To Raise $100,000 


Boston—A goal of $100,000 has been 
set for the 1957 year book campaign 
of The 210 Associates, Inc., according 
to Henry Clayman, executive of P. 
Clayman and Sons, Lynn, Mass., who 
is chairman of this drive. 

More than 200 solicitors have volun- 
teered to help in this national fund 
raising project to help the indigent in 
the shoe, leather and allied trades. 

“This goal should be easily reached 
if the cooperation of every shoe, leather 
and allied firm is obtained,” stated Mr. 
Clayman, at a meeting of the board of 
directors of The 210 Associates. ‘‘Last 
year more than 900 shoe, leather and 
allied trade firms supported this organi- 
zation by advertising in the Year Book, 
but there are more than 2000 additional 
firms in these categories who must be 
contacted.” 
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iia i N B U Y I N G 


STRAPS o 


















2420 









Black Patent 
6420 —White 
B 5%-8.. $2.50 
c,0 48 $2.50 
B,C,D...8%-12. $3.00 
A, B,C,D0.1 4 $3.50 






f . 861 — White unlined, perfor 
ff . \ ated vamp Quick-On high shoe 
















c,0 1-5 $2.10 















662—White moc toe, patented 
Step Master features built in 
B,C, DE 2-5 $2.25 
B,C, DE 54-8 $2.55 








FILL-IN SERVICE 


You buy Step Master Shoes with 


out guesswork! No need to buy 











2611 — Black, grey shantung 
vamp. B, C, D, 8% -12, $3.00 
12%-4. $3.50; 54-8 $2.40 





months and weeks in advance! 






Step Master shoes are in-stock! 





After placing your initial season's 





order you can re-order as you sell 





... faster turn-over... better profits! 






2855 — Black 4855 —Brown 
Unlined loafer VOLUME PRICE 


B,C,D 12-4 
$3.50 SO RANGE 
SHOES $ 95 $ 95 
for boys and girls 3 to 5 
STEP MASTER SHOES, INC., GREENUP, ILL. 










Mr. Clayman then added that he hower during a recent White House 






hopes that more individuals among the call with other retailing executive 

! 

1000 members of the association will The White House call was arrange 
volunteer to solicit in this drive. by Rowland Jones, Jr., president, Amer 





can Retail Federation 













President Receives Protest The U. S. Labor Department 
° ° { ) y t sxte " fo : Ni 
Against Higher Retail Wages . om os “8 ne rye ¥ erect 
WASHINGTON, D. C. A prominent ered by the lav Many economi 
hoe retailer told President Eisenhower lieve this move would produce st 
the government can avoid further in more inflation, for employes now ear! 
flation by omitting a request to Con ing wages higher than required by lav 
yress for higher retail wages. vould then demand still higher wage 
The retailer, David Herrmann, execu order to preserve customary differen 
tive vice-pre ident of Melville Shoe tials between their pay envelopes and 
Corp., New York, and former president, those in the lower bracket The net 
National Association of Shoe Chain effect, it is claimed, would be to boost 
Stores, put his suggestion to Mr. Eisen wages all along the line 
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Papers Plan Extensive Pre-Easter Shoe Promotions 


NEw York for “Spring 
Fashions Afoot,” an eight-page news- 
paper supplement prepared by Leather 
Industries of America, already 
than 700 
indicating that retail shoe 
promotions will reach a new high this 

reported by LIA 


additional 


Requests 


have 


been received from more 


newspapers, 


spring, it was 
With 


coming in 


newspaper requests 
LIA e that 
be extensive pre-Easter shoe 
than 50 


daily, timates 
there wil] 


fashion 
per cent of the nation’s press 


promotions by more 


rhe which gives com 


plete editorial and pictorial] coverage of 


upplement, 


It's the 


women’s, men’s and children’s quality 
shoes for spring and summer, is de 
signed to stimulate local newspaper ef 
forts to sell more shoes through both 
retail advertising and the paper’s own 
editorial coverage. 

Advertising departments of daily 
newspapers are planning to use the 
Supplement as a special section of the 
paper with tied-in advertising by local 
retailers. 

In addition, many requests have come 
from fashion editors of newspapers 
who wish to use the supplement as the 


basis of features in their department. 


IN STOCK 
No. B44 Mahogany 
No. B46 Black 


(rend... 


with the nation’s leading foot-fitting specialists 
to use Alden-Pedie shoes to satisfy “hard-to-fit” 
customers. Whether specialist or family shoe 
store, the Foot-Balance” story will build a steady 
repeat business for you. 


WRITE FOR THE NEW ALDEN-PEDIC IN-STOCK CATALOG 


C. H. ALDEN 


The Key To FOOT-BALANCE® 


SHOE 


COMPANY 


Custom Boolmakers Scere 1884 
BROCKTON, MASSACHUSETTS 


In anticipation of these requests, the 
supplement was planned so that it 
could be used as an entire section or so 
that special features could be developed 
from it. 

The cover of the supplement had been 
designed to serve also as a window and 
counter display. Other suggestions are 
being offered retailers as to how to use 
this design and groupings of illustra- 
tions throughout the supplement to co- 
ordinate their newspaper advertising 
and their window and counter displays 
with their local newspaper’s editorial 
coverage of spring shoe fashions. 

This coordination is planned to in 
crease the total visual impact upon the 
shopper and to make sure that he or 
she is aware that the shoes on sale by 
participating retailers are those they 
have read about in their favorite news 
paper. 

In order to facilitate this coordina 
special copies of the supplement 


tion, 
being mailed to several thousand 


are 
key retailers throughout the country 


Federal Reserve Bank Figures 
Show 1956 Shoe Sales Gains 


Sy, Lours—Figures released by the 
research department of Federal Reserve 
Zank of St. Louis show that depart 
men tore sales of all categories of 
footwear were up several 
points for the year 1956, The area cov 
report includes the cities of 
Louisville, Memphis and 


percentage 


ered by thi 
St. Louis, 
Little Rock. 

Sales of men’s 
slippers in the district were listed as up 
seven per cent for last year. This rep- 
resents an average of the St. Louis de 
which were up 


and boys’ shoes and 


partment store sales, 
nine per cent, and Memphis sales, up 
five per cent. The Little area 
showed no change over 1956. 

Sales of children’s shoes were up five 
cent during 1956 as compared to 

Children’s were up eight 
in St. up four per cent 
and down five per cent in 


tock 


per 
1955 
per cent 
in Memphis, 
Louisville. 
Although sales of women’ 
vere shown as down five per 
the district during the month of De 
cember, the year showed gains of five 
per cent. The St. Louis area showed the 
1956 


sales 
Louis, 


footwear 
cent for 


greatest with sales for 
of women’ listed as six pe 
higher than the same period of 1955. 
hoes on hand as of Decem 
for and boys’, 
women’s children’s. 
and and slippers 
given as six per cent hgher than 
on hand December 31, 1955. 


increase, 
shoes cent 
Stocks of 
ber 31 
down 
Men’s 
were 


were up men’ 


for and 
boys’ shoes 
tocks 

Stocks of children’s shoes for the dis- 
trict averaged one per cent lower than 
last year. In this average, the St. Louis 
area showed children’s two per 
cent lower, while stocks in both Louis 
ville and Memphis were up, five and 
eight per cent respectively. 

In women’s shoes, stocks were report- 
down three per cent from De 


1955. 


stocks 


ed as 
cember 31, 
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Sees New Soles Emerging 
From Auto Tire Experiments 


SALEM, Mass.—Pedestrians of the 
future may be able to wear their shoes 
10 to 50 times longer if and when 
currently experimental synthetic soles 
and heels are mass produced. 

This was brought out in a speech 
by Rezin H. Richards, a vice-president 
and director of International Shoe 
Company, before the New England 
Tanners Club at Salem. 

Mr. Richards said that developments 
in the United States on the 100,000- 
mile-tire for auto and aircraft ap- 
plication may also find shoe industry 
application. These synthetic soles and 
heels are now in limited and experi- 
mental production. In his speech, Mr. 
Richards noted that the development 
of synthetic soles has made possible oil 
resistant and conductive footwear. The 
latter are used to drain away static 
electricity in plants where potential 
explosion hazards exist. 

Rapid developments in chemistry in 
the past quarter century have produced 
materials which have served in some 
instances to improve or replace leather 
in the Be industry, Mr. Richards 
stated. “Limestone, coal, salt, natural 
gas, ors and air are cheap raw 
materials which have been used to 
improve or replace leather and fiber 
in shoes.” 

Cold rubber, the shoe firm executive 
pointed out, has made possible im 
proved physical qualities of abrasion 
resistance and tensile strength. But 
despite the increasing use of synthetic 
soles and heels, International Shoe 
Company uses 14 basic kinds of leather 
and 959 colors. Mr. Richards noted 
that the use of materials other than 
leather is moving up, according to 
Department of Commerce monthly re 
ports. 

“Planned and created obsolescense 
is the key to merchandising today. The 
creator of new desires and wants is 
the man who rings the cash register, 
but he can only know what is new if 
he knows what is not new,” he said. 

Mr. Richards, who is in charge of 
International’s tanneries, has had more 
than 33 vears of experience in the 
leather industry. He spoke before an 
audience of tanners at the Hawthorne 
Hotel, here. 


You No Longer Have to Write 
‘This Package May Be Opened’ 

WASHINGTON, D. C.—The Post Office 
Department reminds persons mailing 
packages that it’s no longer necessary 
to write “This package may be opened 
for postal inspection.” The Post Office 
is finding that many persons still write 
this legend on parcels, although it is no 
longer required. 

Formerly, sealed packages had to 
carry this legend, or be subjected to 
higher (first class) postal rates. Un 
sealed packages never were subject to 
the rule. 
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Consumers’ Advisory Bill This service would enable consumers 
‘ ‘ ‘ rf to purchase such goods more intelli 
Revived in Congress gently, Rep. Dollinger says 
WASHINGTON, D. C.—A_ perennial 
attempt to establish a ‘consumers’ ad- 
visory bureau” in the U. S. Commerce 
Department is again before Congress. DeENVER—Harry E. Fontius, Jr., sec 
The bill was introduced this year by retary of the Fontius Shoe Company, 
Rep. Isidore Dollinger, D., N. Y. It here, was elected third vice-president of 
would create the new bureau “in order the Denver Retail Merchants’ Associa 
to provide the people of the United tion at the annual membership meeting 
States with more complete and accurate held at the Denver Chamber of Com 
information concerning the relative merce. Mr. Fontius had been serving as 
quality, utility, and abundance of the treasurer of the organization which 
various types of consumers’ goods’ was founded in 1911. He represents the 
which are available on the retail mar shoe retailers, one of 19 classifications 
ket.” in the organization 


Harry Fontius, Jr., Honored 


QUALITY 


boys’ shoes that 
give you 
STEADY PROFITS and 
<u STEADY CUSTOMERS! 


a 










Brooks boys’ shoes have unique construction 
features that guarantee their long wear, fine 
hes “A Ke fit and genuine comfort. They're espe 
cially crafted to stand up under the 
rough use boy’s shoes receive, and 
give the kind of wear that brings 
customers back! If you sell 
boys’ shoes, you owe it 


to yourself to investi- 


gate Brooks! 


Smart, new smoked elk, 
plain toe, three-eyelet 
oxford, two-toned antiqued storm welt, white stitch 
on welt, full grain leather insole, leather quarter 
lining, Pacifate twill lining, heavy Nuclear outsole, 
rubber heel, combination last, IN-STOCK, B, 

4-7; C, 32-7; 0, 3-7. 


couse TOF 
GUARANTEEO “RiP STITCHING 
PROOF” NYLON 
CLOSED SEAMS 


check these 
unique 

features for \ 

longer wear BN 


WI0t VARIETY OF 
LONG-LIVED OUT SOLES 









GENUINE LEATHER 
_ Quastte Unmines 


“BROOKSY” 
\ wv tenet ANMALING 
\ % TYPE LEATHER UPPERS 


) \ 
“© 
Gx Genuine LEATHER 










Write today for 
FREE wanna — 
IN-STOCK catalog! 


1108 Bast 
MAILS LOCH $008 


ADO txlta whee 


THE WILLIAM BROOKS SHOE CO.— NELSONVILLE, OHIO 


“World’s largest independent manufacturer of boys’ welt shoes 








Application Blanks Mailed To PPSSA Exhibitors in the advertising department of Stix, 


3aer & Fuller, St. Louis. 
Edison Brothers’ new art director, 
w Yor} Mfficial application dustry committee, under the co-chair- 3ill Mohr, received a Bachelor of Fine 
ve been mailed for the Fall menship of A. W. Berkowitz of Bour- arts degree from Washington Uni- 
1957 Popular Price Shoe que Shoe Company, and Jack M. Schiff versity. He has done free lance work 
America which will be held of Shoe Corporation of America, ad- for yarious fashion magazines. He 
»-9, at Hotels New Yorker and minister PPSSA. Me . BerkowitZ previously held a post in the advertis- 
aton-McAlpin, here, it was made and Schiff are presidents, respectively, ing department of Universal Match 
Field and Edward of the New England association and (Corporation. 
the chain store group. 
November’s *sults of a poll of men’s shoe exhibi 


; f ¢ 


“@ y 2 to! to ascertain i tney wisnec ‘ ™ ° “Be ’ 
Ay trang ed move tele wna iit ceiae po bi? = a Opens Third Children’s Store 
the expiration ies predominantly favored remain PHOENIX, ARIZ.—An open house pro- 
February 23, ing at Hotel New Yorker for the next gram marked the opening of the new 
PPSSA, it was announced, Ernie Brewer Shoes for Children store 

for display in the attractive Camelback Town and 
trict priority Ad Manager and Art Director Country Village, 20th Street and 
oston office Camelback Road here. Gifts were pre- 


Named by Edison Brothers nied te ahitinen and wentek attend 


street 
eeking a change n S1 LOUIS Joan Murphy ha heen ing the opening. 
or type ol display pace are promoted to advertising manayver and The new store occupies 1800 square 


by the co-manager to return Bill Mohr has been promoted to art feet and fronts on two sides of the new 


r applications promptly, together director for Edison Brothers Store shopping area’s plaza. Its walls are 


i their requests for changes in space’ Inc., it has been announced by Morris decorated with a western motif wall 
nee a priority system also is in effect Pearlmutter, director of promotion and paper and there is none of the usual 
in making such change advertising for the firm. helving in sight. 
nder the joint sponsorship of the Joan Murphy is a graduate of Wash Mr. 3rewer now operates. three 
England Shoe and Leather Asso ington University, St. Louis, where stores in the Salt River Valley. His 
ation and the National Associatior he received a B.S. degree in Journal] other shops, all featuring only chil- 
She has held positions on the dren’s shoes, are at 4745 N. Central 
vent will be the eighteenth semi-ar publicity staff of the University, and and at 1143 E. Main Street, Mesa, 
SA. Almost 700 exhibitors of also worked for the War Department, Ariz. 
and related products partici writing and editing training and tech Mr. Brewer, who came to Arizona 
in the show which is attended by nical manuals. Before joining the Edi from Kentucky 25 years ago, has been 
7,000 buyers and retailer A joint i on Brother taff, she was copywriter active in the shoe business for 32 years. 


The Big Profit Item That's . . . 


of Shoe Chain Stores, the forthcoming ism 


PARADE 


MAJORETTES 


3-WAY 


IN COMFORT 
STYLE 7611 ARCH 


Growing girls 
Pg C thru Mc There's no faster way to MAKE 
WY SSEv END MONEY than stocking Scott's 
Priced at $4.75 Comfort Arch. Provides comfort 


STYLE 6611 Misses 3-ways—metatarsal, longitudinal 
Rives 199k tsa) 2 and cuboid support. Bottoms of 
B'' & ''D’' widths split leather with hand finished 


we sponge rubber pads. Topped 
Priced at $3.55 with dye-fast calf. 
Children's 


Sizes 8'2 thru 12 * Mes 4 to 12 
en's to 
D width He 


Priced at $3.55 $30 Dozen $342 Gross 


Infants 


A 4 Sizes 4 thru STOCK No. 30! 
8-"'D'' width 
Prined at $2.95 Mail Orders Promptly Filled 
IIlustrated Catalox 
ve He palin : SCOTT 
Made by folks who know fine bootmaking WRITE FOR FO 0 T A P P L | . M CE Cc 0. 
ACME BOOT COMPANY, Inc. FREE FULL-LINE 1701 WEBSTER ST. © OMAHA, NEBR. 


Clarksville, Tennessee SCOTT CATALOG 


10 
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Little People’s Choice! 


| \- We Offer Quality Jobs, Cancellations 














KIDDIE SANDALS 
the Original Cushion Sandal 






@ Elk finish cowhide uppers 
e@ Chrome soles 
e@ Adjustable vamp 








4 24 
i ag ; and 





Series No. 710 





Brown, White, Red, 





‘3 Beige 
A 

\ / ) Playtime favorites...fast sellers! Scien- 

(| Zz tific design. Kids love barefoot feel; 





mothers like fit and wear! Order now! 











PROMOTION LEADER... 


Sun- Glo 


featuring Hoy-Way molded 
sole. Priced for volume sales! 


all styles IN-STOCK 







Series 
No. 880 

Sizes 
5-8, 9-12, 13-3 
Brown, White, 

















Fabric Firms Launch New Association 




























Open a Cancellation Shoe Store in Your Town 


and Closeouts in Branded Footwear to 
ANC 
CANC 
shoe stores, Our prices 
drive-ins 


KLLATION 


on fine shoes, 
bought direct 
from the best 


Sizes 3-8, 9-12, 13-3 re shoe a oe 
promotion are in line with 
buyers our nationwide 


reputation 


for values! 


Our New Store Consultants Will Help You 


Set Up a Profitable Operation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


“While in Town See Weil” 


Red, Mults 1215 Washington Ave Saint Lovis 3, Mo 


HOY SHOE €(). 128 tocust st., st. cous 1, mo. | ae > a 


Week,” met executives of leading shoe 
fabric firms. 

Commenting in her release on the 
importance of fabrics for both men 
and women, Miss Viola Shefer, whose 
office is handling the publicity and pro 
motion for the association, commented 
on the beauty and variety of fabri 
for both uppers and linings in women’ 
shoes. All-silk nubby textured weaves, 
colorful prints, nylon mesh, straw fa 
bries, vinyls and Italian cottons were 


noted for resort hoes. In addition, 
Miss Shefer listed silks, satins, failles, 
peau de soies, moires, brocades, plain 


and patterned velvets, “ripple cloth” 
and silk tweeds. In linings, satin, dot 
ted and striped cottons, prints, plaid 


and novelty faille were included 
For men’s shoes, silks, shantung 

and straws were cited as inspired b 

the silk and shantung suits for men 












Executives of leading shoe fabric firms help launch the newly re-formed National 

Shoe Fabric Association. Left to right, Gilbert Freeman, president of Gilbert Free- 

man, Inc., and president, also, of the association; Barney Kane, vice-president of 

A. S. Burg Co.; Charles |. Rockmore, president of Charles |. Rockmore, Inc.; Eli 

Nagen, New York sales representative of Shain & Co. and in charge of the com- 
pany's newly opened New York office. 









NEw YORK Launching the newly tors and editors of women’s pages from 
re-formed National Shoe Fabric As- magazines and newspapers through- 
sociation, a press party was held here out the United States, gathered in New 
at the Savoy Plaza Hotel. Fashion edi- York for the semi-annual “Press 
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Another Shopping Center 
Planned in Indiana 


LAFAYETTE, IND.—Schiff shoe Stores 
will be among the tenants in a $5 
million shopping center to be built in 
the northwest section of Lafayette by 
Market Square, Inc. The center is head 
ed by James R. Price, president of Na 
tional Homes Corp. Another firm in 
the project, which will have parking 
space for 2,000 cars, is L. S. Ayres 
and Co., Indianapolis department store 
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HUSSCO SHOE CO., 47 West 34th Sieeet, New York 1 


for Spring 
Huskies! F 
ooth and 


‘ : 
onted styles 1" 
5 basic darks 


sharpest flats , 


nally adv 
yexture®: 


. ertise 
410 
e no 


Factories: Honesdale, Pa. 


Independent Stores Advised to Trade Up 

















Committee chairmen of the Long Island Buster Brown Association discuss new 
spring footwear with Professor Richard A. Schulz at Hofstra College, Hempstead, 
N. Y. From left to right, Paul Somerstein, Buster Brown-East Meadow, styling 
committee; Julius Finkelstein, Buster Brown-Hempstead, advertising committee; 
Dave Stein, Buster Brown-Plainview, meeting chairman and program committee- 
man; Al Ludeman, Buster Brown-Rockville Centre, product development committee; 
Professor Schulz; Julius Rothman, Buster Brown-Wantagh, trade calendar com- 
mittee. 


tichard A. 
marketing at 
addressed the 
winter Long Island 
Buster Brown A held in the 
facu ty dining hall of the college. 

The 
sSuster Brown 
au-Suffolk 
meets quarterly under 
the department of busines 
and community relations of Hofstra. 
Besides the group meetings with fac 
ulty speakers, the association has de 
veloped a program of continuous news 
advertising, and hos 
and medical coverage for all 


rEAD, N. Y 
profe or of 


HEMP 
chulz, 
Hofstra here, 


the 


ociation, 


College, 
meeting of 


association, composed of all 


merchants in the Nas 
suburban 
the auspices of 
development 


paper sponsors 
" 
pital 


members 


86 


area of New York, 


Professor Schulz divided his discus- 

ion on “The Independent Merchant” 
(1) The future; (2) 
opportunity; (3) sugges- 
tions to improve the competitive posi 
tion of the independent. 

Using the terms small and 
independent interchangeably the speak- 
er said that the future for the inde 
pendent looked good. He stressed the 
importance of the small retailer in our 
economy and politics. 

“Small business gives big manufac 
effective distribution of their 
product at a grass roots level,” he noted, 
“and is needed for our free enterprise 
system. Further, politicians court the 
small businessman by advocating laws 


into three parts: 


areas of and 


retailer 


turers 


\ selec- 
the 


im 4 


In Canada: Canada West Shoe Co., Winnipeg 


their 
can operate profitably in 
too small for big business, ex 
cepting the chains.” 

He also added that 
urban 


and policies to 
Small business 
market 


protect position. 


the shift to sub- 
gives the small merchant 
added business opportunities while giv- 
ing urban locations 
added headaches. 

However, he cautioned that not all 
small businessmen were equipped to op 
erate in the current dynamic economic 
climate. The merchant has to be flexible 
and adapt to changes in the 
climate. 

He noted that the majority of shoe 
tores which failed did so 
factors within the 
Prime reasons 
lack of promotion, poor 
buying and failure to maintain ade- 
quate records. Some stores which failed, 
he said, couldn’t even figure their stock 
turnover and another small per cent 
had never taken inventory or made out 
profit and loss statements. 


area 


large stores in 


business 


because of 
control of 
cited 


internal 
the 
were 


proprietor. 


sales 


How to Meet Competition 


field of opportunity for the 
retailer on Long Isiand, he was 
Soth population and dispos 
income have made _ tremendous 
strides since 1948, he said, but he cau 
tioned that there were indications that 
this rapid rate of growth was slowing 
down. 

“In growing competition 
from and shopping centers,” 
Professor Schulz said, “the established 
small business is in a position to im 
prove his lot. A more effective 
promotions 1s one way to compete. Copy 
the methods of merchandising used by 
the chains in maintaining effective 
stock control, for example, but don’t 
compete with the chains directly price 
wise.” 


In the 
mall 
optimistic. 
able 


meeting 
chains 


use of 


“Trade up in price and quality,” he 
stressed. “The chains sell price but the 
independent can sell personal 
and personal interest in the customer.” 

He cited direct mail as an effective 
way to merchandise personal service. 
“But don’t,” he noted, “use form let- 
ters if you can help it. Send reminder 


service 
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cards for checkups and keep complete 
files on all of your customers with their 
age and all pertinent data included. 

“Psychologists say that a person is 
interested first in himself and then in 
his progeny. A parent is concerned with 
the foot health of his child and appre- 
ciates it if the store shows interest.” 

He noted that banks feel one method 
of improving the small merchant’s po- 
sition would be to take a more realistic 
look at store hours. Opening from noon 
on would more adequately cater to the 
needs of most shoppers, the banks feel, 
and also ease traffic and parking prob- 
lems. 

“Most important of all,’”’ the speaker 
concluded, ‘‘make your store into a local 
institution which is considered as much 
a part of the community as the local 
post office, park monument or court 
house.” 


Predicts White Shoes To Be 
More Important Than Ever 


NEw York—White is big color news 
in ready-to-wear, according to a press 
showing by Charm magazine in their 
Broadway showroom. Previewing their 
April and May issues, the editors dis 

trends in clothes and accesso- 
Referring to the accessory and 
shoe colors to wear with white clothes, 
they said, “Spike cool white with hot 
and showed turquoise and 


cussed 


ries. 


accessorie _ 


orange shoes. 


Commenting on trends in spring and 


summer footwear, Dorothy Adams, 
Charm’s shoe editor, reported that 
white shoes will be more important 
than for many years. There will be 


textured, punched, brushed and sueded 
white leathers, she said. In silhouettes, 
the closed shoe with pointed toe will be 
number one. The T-strap with 
toe and open back will be an important 
partially closed style. The little 
ebout 10/8, is expected to be popular. 
summer the very open will 
become more important. Displays in 
the showroom dramatized the 
“summer leathers lighter than air” by 
uspending shoes on stylized airplane 
wings. 


clo sed 
heel, 


For shoe 


idea of 


Three Summer Selling Seasons 


In summarizing the presentation, Es 
telle Ellis, the magazine’s promotion 
director, pointed to the importance of 
women who work as continually good 
customers for downtown stores. There 
are three specific summer selling sea 
sons, she noted: early, middle and In- 
dian summer. And there are 
distinct types of clothes that working 
women want: clothes for on the job, 
for after-five and for “mobile 
ends.” Women, Miss Ellis noted, apply 
for or per cent of the pa 
ports issued. And seven out of 10 
travel reservations are made by women 


thi eC 


week 


renew 56 





SUMMER SELLER 
FOOT-KING*” 


Goodyear Welts 





IVY LEAGUE influence so important in Caps, Siacks, etc. has already made 
this style a successful seller. Fawn color brushed shag upper, Black heel \ 
strap and buckle ornament. Black piping on quarter, Black crepe sole, Anti- 


fungus drill, Leather lining, Leather insole. 


79514 Men's sizes 6 to 12 widths B, C, D 
77514 Boys’ sizes 3 to 7 widths B, D price 


FOOT KING: Your headquarters for STOCK SHOES. RIPPLE SOLE Oxfords, 
Men's sizes 6 to 12; widths B, C, D, E, price $7.75 net. 


Soles, 
379935 $6.65 net. SHU-LOKS Tested and Proved in Boys’ sizes & to 7; 
STILT-SOLES—''Mile High'’ Thick Black 


WELLINGTON (Jet) Boots, Oak Leather 
Men's 6 to 12, width B & D. 


Crepe in Shu-Loks; Loofer; Bal. Patterns. 


REG-E-STURD ® Boys’ 
A to E $4.60 net. 


shoes: soles 


Foot King Shoes Are Nationally Advertised 


A. S. KREIDER & SON CO. 


Dept. 31 


4.85 net. 


guaranteed; 







Linda 


Black, Grey 
and White 
or 
Flax, Tar 
and White 
OMBRE 
WOVEN 
STRAW 
on 23/8 or 
18/8 heels | 
$5.75 | 
AA. AA, I } 


#79514 
In Stock 








rice $5.70 net 


Black #79934; Brown 


sizes 1 to 7, width 





PALMYRA, PA. 
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New Store to Specialize 
In Sports and Casuals 


SAN Jose, CALir._-A children’s shoe 
known as Webster's, spe 
cializing in sport and casual footwear, 
will be part of Valley Fair 
under 


store, to be 


regional 
shopping center, now construc 
San Jose’s westside as a 


of the Capital 


tion on joint 
development 
and Macy’s 


Announcement of 


Company 


Webster's 
was made by Barton Warshauer, part 


lease 


ner in Ben Warshauer & Sons, which 
will operate the store 

The Warshauer firm now operates 
three department store concessions in 


Stockton, Fresno and Santa Cruz 
Opening of the new store is planned 


for April 


Opens Second Toledo Store 


ToLepo, O.—Pic-Way Shoe Mart 
Ine ® has opened its second Toledo tore 
at 4651 North Detroit Avenue. Its other 
tore is on Woodville Road 


The new store is in a building for 


merly housing the K & H Market 
More than 14,000 pairs of shoes are 
displayed on open racks, Mr. Epstein 
aid, 

Manager of the new store is Louis 
Marenberg, who has been in shoe re 


tailing for 25 most of it in 


Toledo 


yeal 


ALWAYS 


count on getting fashion’s 


best numbers promptly from our 


IN-STOCK 





Betsy 


Black Patent 
Fiax, Blue 
White or 
Red Kid 
on 22/8 or 
17/8 heels 

$5.60 

1 








Send for our newest 
daytime and evening catalogs 





me lavatelatelats 


HAVERHILL, MASS. 














another 





Send for FREE sample and catalog 
STOCKED BY LEADING FINDINGS JOBBERS | 


MODERN ORTHOPEDIC APPLIANCE 





684 BROADWAY, NEW YORK 12, N.Y. CA 6-4723 





HALTER 
| 
Prevents foot slipping forward | 


HALTS 


toe overrun 


HALTS 


gap at heel 
SOLVES fit problems 


PROFITABLE 


re-sale item, too! 


flexible — 





IN STOCK 


DELIVERY 


Hand-lasted, 


super light — 


SIREET 
BALLETS 


| 
|| For immeviate 


air-foam 
leathers. Fully lined, full chrome soles. Black or white leather, 


NO SERVICE 
CHARGE ON 
SMALL ORDERS 


lheafricals 


by BERNED 


cushioned ballets of finest garment 


dyeable white satin and gold or silver mesh. Net f.0.b. Boston, 


co., INC. 


Obituaries 


Harry Deines 


New YoOrK Harry Deines, New 
York sales representative for the Sa 
brina and Degas lines of the Melori 
Shoe Company of Boston, died Febru- 
ary 13, here in New York, of a heart 
attack at the age of 53. 

Survived by his widow, Pauline, Mr. 
Deines was a resident of Great Neck, 
N. Y., and at one time had been trustee 


of the Village of Saddle Rock, N. Y. 
A member of the Boot & Shoe Trav- 
elers Association of New York, he had 


been in the shoe business all his life. 
Prior to joining Melori, he had been 
associated with Seymour Troy, and 
Dalsan Shoe Co 
Ernest H. Just 

St. Lours—Ernest H. Just, who re 


tired in 1954 as advertising manager 
of Friedman-Shelby division of Inter- 
national Shoe Company, died of a heart 
ailment in St. Louis. 

Mr. Just, 61, served with the Air 
Corps in France and England in World 
War I. He joined International in 1919 
as a bookkeeper, and became Friedman- 
Shelby’s advertising manager in 1945. 

In addition to his widow, Mrs. Bertha 


K. Just, he is survived by two brothers, 
William and Carl Just; a half-brother, 
August Martin; and four sisters, Mrs. 
Alvina Lauber, Mrs. Sophie Wirtel, 
Mrs. Minnie Hoefelman and Mrs. Elsie 


Siebiger. 


Clarence M. Dryer 

SHREVEPORT, LA.—Clarence M. Dryer, 
58, prominent Shreveport businessman 
and owner of Dryer’s Shoe Store at 514 
McNeil St., died unexpectedly in a local 
hospital. He had active at his 
tore until two days before his death. 

Mr. Dryer opened his first store here 
30 years ago, at 607 Texas Street, and 
later moved to the present McNeil Street 
location. 

Mr. Dryer was a Mason, a Shriner, 
a past director of the Better Business 
Bureau, a member of the Harmony Club 
and the Pine Acres Country Club, and 
a member of the B’nai Zion and Agu- 
dath Achim Synagogue. 

He was a longtime member of the 
Shreveport Chamber of Commerce and 
active on committees dealing with the 
Retail Merchants Association. 

Mr. Dryer is survived by his widow; 
a daughter, Mrs Gilbert Spencer, of 


been 


BERNED SHOE CO. 


# Manufacturers © Distributors 
207 Essex St., Boston 11, Mass. 





$190 


Norfolk, Va.; his mother, Mrs. Minnie 
Dryer, of Shreveport, and two grand- 
daughters. 


Ralph E. Graham 

PITTSBURGH Ralph E. Graham, a 
pioneer shoe retailer here, has died fol- 
lowing an illness of several years. He 
was the founder of Graham’s Shoe 
Store, now operating at 430 South Main 
Street, in this city’s West End. 

Mr. Graham began his career in the 
shoe business in 1887. He was an elder 
in the Hawthorne Presbyterian Church 
and a member for more than 50 years 
of the Guyasuta Lodge, F. and A. M. 


Surviving are his widow and two 
sons, Thomas A. Graham of Los An- 
geles; and Joseph M. Graham, a part- 
ner in the business; and two grand- 
children. 


Joseph M. Graham will continue the 
business at the same location. 


Arthur J. Paulsen 

MILWAUKEE, Wis.—Arthur J. Paul- 
sen, 65, died here February 2. He was 
a patient at the Veterans Administra- 
tion Hospital, Woods, Wis. From 1927 
to 1948, he had operated a shoe store 
on Milwaukee’s south side. He also 
was a director of the Huth-James Shoe, 
Inc. 
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R. E. VIDAL 


MIDLAND, Micu.—R. E. Vidal, former 
assistant manager of leather industry 
sales at Dow Corning Corporation, has 
been promoted to manager of resin 
sales, vice-president and sales manager 
O. D. Blessing announced. In his new 
post Mr. Vidal succeeds L. F. Steble- 
ton, who has been assigned to a group 
forming the company’s New Products 
cepartment. 

Mr. Vidal joined the company in 1951 
as a member of the product engineering 
laboratories. He later entered a sales 
training program and was assigned to 
the Cleveland branch office in July, 
1952 as a technical representative. Dur- 
ing his Cleveland service his accounts 
included Wright Field and the paint 
industry in southern Ohio, Kentucky, 
and part of West Virginia. He was 
recalled to the Midland offices in May, 
1955, to assume the assistant manager- 
ship of leather industry sales. 

A cum laude graduate of Case Insti- 





W. D. DICOME 


tute of Technology, Mr. Vidal received 
his Bachelor of Science degree In engl 
neering administration in 1951. He 
is a veteran of U. S. Army service in 
the Corps of Engineers. 

Mr. Blessing also announced that the 
scope of duties now performed by W. 
D. Dicome as assistant manager of 
textile industry sales will be broadened 
to that of assistant manager of textile 
and leather industry sales. 

Mr. Dicome also returned to Midland 


in 1955 to help form the fiber sales 
group under W. T. Rossiter. Joining 
Dow Corning in 1953, he called on 


textile accounts as a technical repre 
sentative serving the New York branch 
office. He previously was engaged in 
technical service for the Charles Pfizer 
pharmaceutical firm. 

Mr. Dicome graduated cum 
from Allegheny College in 1952 
a Bachelor of Science degree in chem 
istry. He, too, is an Army veteran. 


laude 
with 





Shoe Company Tax Expert 
Retires After 45 Years 

St. Lovuts—Gilbert B. Reynolds, a 
supervisor in the tax division of Inter- 
national Shoe Company, has retired. 

A native of St. Louis, Mr. Reynolds 
began his career at International as a 
clerk in the manufacturing department 
in 1911. He was a supervisor in the ac- 
counts payable department before mov- 
ing to the tax division 11 years ago. 

Although Mr. Reynolds has no defi- 
nite retirement plans as yet, his spe- 
cialty in sports is bass fishing and fly 
and bait casting. He is a member of the 
Mountain Lake Hunting and Fishing 
League of Piedmont, Mo. 

Mr. Reynolds will be succeeded by 
Walter L. Dean of the tax department. 
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Two New Salesmen Named 
To Sell Citations 


SOMERSWORTH, N. H.—F red 
president, Somersworth Shoe Co., man 


Tanzer 


ufacturers of Citations, women’s dre 
, ha 
of new ales 
lowing territorie 


Arizona, 


the appointment 
the fol 


hoe announced 


representatives In 
Nevada 


California, and 


sill Duga, 1414 Hi Point, Los Angele 
Mr. Duga’s most recent affiliation wa 
with Deb Shoe Co. of St. Louis. Prior 


to that, Mr. Duga was himself a shoe 


manufacturer. 


Texas and Oklahoma Al Garnier, 
103 East Winnipeg, San Antonio, 
Texas. Mr. Garnier was previously 
affiliated with Shu-Stiles and Tober 


Saifer, both of St. Louis. 


Walk-Over President Opens 
Factory in Venezuela 


BROCKTON, MAss. Venezuelans, 
eagerly anticipating the start of pro- 
duction of Walk-Over shoes in their 
own country, recently greeted with 


widespread publicity and enthusiasm 
the arrival of Jean R. Keith, president 
of the Geo. E. Keith Company, inter 
nationally-known Brockton shoe firm. 
Mr. Keith flew to Caracas, capital of 
Venezuela, for the opening of the 
brand-new factory which is Venezuela’ 
The new 


most modern and progressive 
installation is expected to have its first 
South 


Easter season. 


1957 styles in American stores 


for the 





On hand to greet New England indus- 
trialist Jean R. Keith (right) in Caracas, 
Venezuela, are Henrique Barzilay, treas- 
urer, Calfi (left), and Leon Herzog, man- 
aging director of Calfi (center), direc- 
tors of the new South American firm, Mr. 
Herzog also manages C. A. Adams, larg- 
est men's wear store in Venezuela. 


S. A., “Walk-Over 


corporation, 


Calzaretigo Calfi, 
Venezuelan 
and styles ob 


Caracas,” a 


will use patents, design 

tained from the Brockton firm to pro 
vide smart footwear for fashion-hun 
gry inhabitants of this bustling South 


American capital. The new factory will 
operate entirely in keeping with Ameri 
can Walk-Over policy, by placing fore 


most emphasis on the quality which, 
combined with styling, are traditional 
features of the Walk-Over line. 


Mr. Keith made arrangements for a 
flow of technical and style 
information to as maintenance of 
Walk-Over standard 


continuous 
ure 


Ro-Search Chemist Off on 
Around the World Trip 


WAYNESVILLE, N. C Anton Lieb 
cher, chief chemist of Ro-Search Well 
co, here, has left for a trip around the 
world to visit affiliated Ro-Search fac 
in Turkey, Iraq, Iran, India, Hong 


' . ’ 
tralia, New Zea 


tore 
Kong, Formosa, Au 
land and the Philippine 

In India and Iran he will attend the 
inauguration ceremonies of the opening 
of the affiliated factorie 
tries. The main purpose of Mr. Lieb 
cher’s the affiliate 


In those coun 
trip is to acquaint 
several new processes for the man 
footwear 


with 


ufacture of molded rubber 
that have 
Ro-Search. Mr. Liebscher has 


key figure in the development of these 


recently been developed by 


been a 
processes. 
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Tver Rubber Reps Attend Annual Meeting 


Consumer officials and consumer products sales representatives attending the 
annual sales meeting of the Tyer Rubber Company: front row, left to right, Philip L. 
MacLean, assistant sales manager, Consumer Products Div.; Carl F. Lamanna, sales 
manager, Consumer Products Div.; Frank J. Emmett, vice-president in charge of 


sales; Wallace E. Brimer, 
Frank A. Brittingham. 


president; Gordon L. Gilchrist, Irving Levinson and 
Rear row, Fred J. Simon, Robert J. Hancock, Simon J. 


Ander, Richard W. Clukey, Joseph M. Freitas, Richard Wise, Howard A. Stockwell, 
advertising and sales promotion manager; Irving Kole, Rodney C. Dickinson and 
F. Warren Waterfall. 


Sale 


MASS 


Tyer 


representa 
Company’s 
Division attended 
Tyer’s annual sales meeting held re 
cently at the Andover Inn, here 

The theme of the three-day meeting 


ANDOVER, 
the 
Produc t 


tives of tubber 


Consumer 


was marketing techniques. Tyer’s ad 


vertising and promotional programs, 


for both consumer and industrial prod- 
ucts, were presented and discussed. A 


eries of group discussions followed. 





Fourth Plant to Be Opened 
By Acme Boot Co. 

TENN A 
ufacturing plant, also in middle Tennes- 
Acme 


CLARKSVILLE, fourth man 


see, will soon be opened by the 
Boot Company. 

tated 
plant 


Sidney Cohn, Acme president, 
that 


will begin in Springfield about April 1. 


construction for this new 
It will employ from 350 to 400, and will 


have an area of about 45,000 
feet Chi 
manufacturing purpose 


will be 


quare 
will be used for 
No 
material carried in thi 
plant It brick 


oncrete, and located on a five-acre 


entire area 
toraye or 
raw 
new will be made of 
and « 
lot Construction 1s expected to be com 
pleted in five month 

The new plant will have a capacity of 
3500 pair 
hoot 


of Goodyear-welt constructed 
per day The Acme 
principal offices and one plant here in 
Clarksville. The other plants are lo 
cated in Cookeville and Ashland City 
The latter plant was opened only three 


firm has it 


Years apo 

The city of Springfield is issuing 
revenue bonds in the amount of $300,000 
for the construction of thi 
As this new plant is 


new plant 
Acm«¢ 
will rent a factory buildine in Sprine 


being built 


field to begin its training of Springfield 
and to start production on a 
The Acme firm 
cowboy boots, Wellington boots, major 


emplove 


limited scale makes 


ette boots and engineer boots. 
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To Sell Evans Leathers 

In Larger Territory 

Joseph E. Rubinate, New 

York city sales representative of John 

R. Evans & Company of Camden, N. J. 

1948, will represent Evans leath 
the New York state, Pennsyl- 

vania and Maryland as well, according 

William F. 


manaye? 


BOSTON 


ince 
ers in 
to an announcement by 


Hickey, president and sales 


JOSEPH E. RUBINATE 


Mr. Rubinate is well known in the in 
dustry, having been associated in years 
past with several prominent kid leather 
tanners. He will maintain 
his office at 154 Street, New 
York. 


continue to 
Nassau 


Pollard Joins Sales Staff 
Of Brauer Bros. 


St. Louis 


Company, dst. 


Brothers Shoe 
Louis, has announced 
that William A. Pollard has joined its 
sales and will sell the Paradise 
and Paradise Kittens lines in 
Florida and Mississippi. 

Mi Pollard, 
outn 
shoes for 12 
n the 


: ee oP 


Brauer 


force 


Alabama, 


traveled the 
Rice-O’ Neil] 
his 
his 


has 
and 


who 
with Peacock 
years, 
hoe industry 
Pollard. 


pegan 
with 


caree) 
uncle, 


WILLIAM A. POLLARD 

For the year, Mr. Pollard has 
been vice-president in charge of sales 
in the home office of Boyd-Jones Shoe 
Company. When Boyd-Jones became 
an owned subsidiary of Hamilton Shoe 
Company in December, 1956, announce 
ment was made that Mr. Pollard would 
be vice-president in charge of sales 
under the revised set-up. He resigned 
this position January 1 to assume his 
duties as sales representative for Para 
dise and Paradise Kittens. 


past 


Television Show Portrays 
Leather Tanning Processes 

SAN FRANcISCO—The Legallet Tan- 
ning Company, San Francisco, was 
honored by a half-hour television show 
on the “Success Story” program. 

The program outlined a brief history 
of leather and tanning, together with a 
brief history of the Legallet Tanning 
Company. The television cameras then 
toured the many buildings comprising 
the company’s operation to show the 
viewers the which raw 
hides become the finest leathers. 

The show closed with a showing of 
dozens of products that are used by 
everyone for protection, for play, for 
ncluding a complete woman’s 
outfit of finely tanned leather. 

The Legallet family has a business 
history dating back to 1885. The pres 
ent firm was established by Paul Legal- 
let, Sr., in 1920, and is believed to be 
one of the largest tanneries in the west. 
Paul Legallet, Jr., is an assistant to 
his father in the operation of the busi- 
ness, and already third and fourth gen- 
erations of the family are planning to 
enter the business. 


processes by 


work, 
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Conaway-Winter Promotes Father and Son 


HARRY EPPERSON, SR. 


ST. Louris—At a meeting of the board 
of directors of Conaway-Winter, Inc., 
of Willow Springs and St. Louis, Harry 
E. Epperson, Sr., was elected vice-presi- 
dent of the corporation. Previously Mr. 
Epperson was the superintendent of 
the Willow Springs plant. In his new 
capacity he will be in charge of all op- 


dent of the Hu 
Arrangements 
ive selection of 


and summer styles 


New York by 1 
Hornbeck of the 


HARRY EPPERSON, JR. 


was the appointment of his son, Harry 
E. Epperson, Jr., as superintendent of 
the Willow Springs plant. 

Mr. Epperson, Sr., has a long and 
distinguished background of shoe fac 
tory management experience, a has 


? fifteen year 
his son. 


Newell organization 


T. K. NEWELL 


The T. K. Newell Co., : 
distributor organization, 
vicing Florida retailers 


erations at that factory. The principal 


product of Conaway dise in the flats 
Concurrent with this appointment Winter is baby shoes. 


expressed the need for quality merchan 
and casual fields,” Mr 
Newell stated. ‘Now that we can offer 





Hussco Names New Distributor ¢*¢!usive distributors 
HONESDALE, PA.—The T. K. Newell Shoe lines in that 
Co., of Miami, Fla., has been appointed nounced by William 


of the Huskies 


state, it was an 





One of America’s Finest Resources for 


* SAMPLES 
* JOB LOTS 
* CANCELLATIONS 


Branded Shoes - first quality 


from outstanding makers. 


IDEAL FOR 
Cancellation Stores 
Drive Ins 


Bargain Basements 


‘BARIS 


THE NATION’S FINEST 
™CANCELLATION SHOES 


79-81 READE STREET +» NEW YORK 7. W. Y 
Cable Address: ALBARISHOE Phone WOrth 2-5180 





quick in-stock service, we are confident 
that we can help Florida retailers build 
more volume in this important cate 


Manowitz, presi gory $f 








TREADEASY'S RIPPLE SOLE* STEP SAVER 


*Ripple Soles have beer 
wear since Julius Caesar puf heels or the boots of his legionnaires 
aoles s Digest 


allied the most important advance 


@ Absorbs up to 45% walking shock @ Balances weight 
heel to toe @ Increases the stride @ Provides greater 
traction. 


IN STOCK AT $8.75 


Black Glove Russet Glow Glove White Nova Calf 
3A 7-10, 2A 6-10, A 5-10, B 5-10, C 5-10, D 5-9 


P. W. MINOR & SON, INC. BATAVIA, WN. Y. 
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. ‘ne . ; EVERY PAIR WITH HAND SEWN VAMPS 
The Label with Chinese Artist to Design EVERY PAIR WITH NEOLITE SOLES 
Textileather Products 


ToLepo, O.—Harry Wang, artist and 
textile designer, has been named assis- 
tant product design manager of the 
Textileather Division of The General 
Tire & Rubber Company. G. H. Mc- 
director of sales, announced 


Greevy, 


above all in 


« VALUE 
* STYLE ¢ FIT 


Retail Profitably 


$6.95 to $9.95 


@ Behind this Angora* 

Calfskin label . . . behind 

every Barrett label... 

stand years of experience 

in producing outstanding 

leathers. Want the very FS 

cream of calfskin— INSTOCK for 
HARRY WANG immediate 


smoothest, supplest —for 
Delivery 


fine shoes? Look for this Mr. Wang 


who has pursued art 
Angora* hallmark! and art interests most of his life, \ ADVERTISED 


N GLAMOUR 


has a diversified background which in- 
SEVENTEEN 


*trade mark © | cludes railway transportation, business, 


finance, journalism, banking, govern- 


mental work and teaching. In his new | RRL ae 3 COMPANY, Inc. 
post with Textileather, he will design Pittsfield, Maine 

new patterns for vinyl fabrics materials 

which are widely used in automobiles, 

furniture, luggage, shoes and other 

products. He will assist Robert M. 

Coulter, product design manager, who, 





in addition to creating patterns for 
Textileather’s stock lines, has styled | 
special effects in vinyl fabrics for vari- 
ous manufacturers using Textileather’s | 
materials. 
Born in Soochow, China, Mr. Wang 
came to the United States in 1935 to 
enter the graduate school at the Uni- 
versity of Pennsylvania, where he re 
ceived a master’s degree. He became 
associated with the Universal Trading 
Corp., New York, and soon was pro- 
moted to assistant treasurer. He re- 
turned to China in 1941 and became 
manager of the Farmers Bank of 
China. While in China he held several 
National government posts and at one 
time was secretary general of the For- 
eign Affairs Bureau of the National 
Military Council and held the rank of 





major general, 

Returning to the United States in 
1947 Mr. Wang became vice-president 
of the Yangtze Trading Corp. in New 
York. Later, he was named the U. S. | 
representative for Mitsuyu & Co., Ltd. 

He entered American design work | 
WITH LO FATURI with the United Merchants & Manufac- | 
cccak en aiid wearers: turers, Inc., New York, and recently 
seen ak Saiiians de has been engaged in textile design with Hel Your Heart Fund 
: pt eradicate M. Lowenstein & Sons, Inc., New York. p 


aa 
Today, Mr. Wang is a contributor to 
Styles in stock for imn d 


rubber platiorm. Men 
nai leading art magazines, having learned + 
Write for full informati eat 
pas ; tied journalism while a reporter with the Cip ile Car 





PIONEER SHOE COMPANY Peking Daily News. He began his U.S. 


35 Holden Street, Minneapolis art lecturing career at the Art Stu- 
dents’ League in New York. 
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because the commission objected to the 
use of certain terminology in the com 
any’s advertising. “‘This letter,” com 
ments Mr. Minor, “is the result of our 
nmediate compliance and apparent 

the whole matter has been brought 


atisfactory conclusion.” 





Robin Hood Salesman Uses 
Frailer as Sample Room 


St. Louis A trailer now being used 


Lo now imple hoe ! arousing much 

















terest and comment among deale 
ng toH.s High mith, ale rep 
esentative for Robin Hood division 
Brown Shoe Company 
The trailer is 16 feet long, 92 inche 
ide, with an all steel frame covered 
by aluminum, Built specially for Robi 
Hood, the trailer ha two racl and 


three shelves on each de with three 
elves at each end. A total of 700 


imple hoes can be displayed in the 





trailer, which has been designed go thet 
Group of co-workers of the Hartnett Tanning Company, Ayer, Mass., were recipi- ix persons can walk in it comfortab 
ents of 10-year service pins awarded them by Kivie Kaplan, president and general “t one time. 
manager, and Woodrow D. Hawbecker, plant manager. Hartnett is a manufac- Fach side of the novel vehicle car 
turing affiliate of the Colonial Tanning Company of Boston. ries a large sign in red, blue, green 


and white, advertising the brand name 





P. W. Minor & Son Cleared 


BATAVIA, N. Y.—Henry H. Minor, now fully 


president of P. W. Minor & Son, manu- 
facturers of 


Treadeasy shoes for’ sion. The order 





women, is in receipt 
the Feder: Tr: : 
By Federal Trade Commission weet : fi yg Aer 
in compliance with a cease 
and desist order issued by the commis 
was Originally issued 





The one and only full-grain aniline-finished 
MAI SON combination-tanned Kipskin combining con 
tinental quality with domestic utility. 








ARMOUR LEATHER CO. 


CHICAGO BOSTON NEW YORK 





I'he trailer has a motor co handle the 


of a letter from heat, lighting and air conditioning 
Commission which Mr. Highsmith, whose territory 


the company is Alabama and sections of Georgia and 
Florida, reports that children are par 
ticularly interested in the trailer and 


gather about whenever he stop 














A Formula That Makes 
DOLLARS AND SENSE 


Ephrata 
Juvenile Shoes 
Sold Under 
Your Own Brand Name 


EPHRATA SHOES 


NEST 
rae ORE WELTS 


y WELTS a PRE 


“Ft 
wv 





Catalog on request 


EPHRATA SHOE COMPANY 
EPHRATA PENNSYLVANIA 
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GOTHAM’ S 






GOLF SHOE 


COMFORTABLE 
FLEXIBLE 


Style No 


8774 


B and D wide 





Suggested 
Retail 


$11.45 








. 





Eliminates Assures 





Spike pressure 
Sole curling 
Spike breakdown 
Foot fatigue 


Firmer stance 
Balance 
Insulation 


Longer wear 












* Top grain Mello Uppers * Oak Bend Soles 
* Moisture-proof Storm Welt 
* Phillips Replaceable Spikes 


YOU CAN DEPEND ON % offen 


Send for Catalog 


OU ee 


ATHLETIC FOOTWEAR 








Binghamton, N. Y, 



































Burns Cuboid Wins Appeal Ana, manufacturers of a foot appli- 
. wing ze ance worn within the shoe, known as 
From FTC Ruling the Burns Cuboid. 
‘TA ANA, CALIF.—Signaling what Previously, the Commission had en- 
amount to a legal milestone jn Jolned the advertiser against making 
definition of Federal Trade 44vertising claims for his product that 
ion power, a United State Ap it helped balance body weight, sup- 
ourt has drawn a sharp cleav ported certain areas of foot weakness, 
ween technical or therapeutic improved tance or posture, reduced 
n advertising, versus genera foot fatigue. The effect of the court 
benefit or product advantage. decision is to restore the right of the 
he order becoming final late Burns Cuboid Company to advertise 
the Ninth Circuit Court these benefits. Certain other claims 
an Francisco laid aside (long discontinued vol] intarily by the 
ion of the ruling of the present owner of the company) rela- 
James H. Sewell and h tive to therapeutic values of the prod 


iboid Company, of inta t upon the function of the cuboid 


endable qualify 
| AV) age UNIQUE - IRVANA 


ONYX + UNIGLOVE 
FEATHER LEATHER 


FINE UPPER LEATHERS ano SPLITS 
134-140 BEACH STREET, BOSTON 11, MASS. 


FROM OUR THREE TANNERIES PEABODY, MASSACHUSETTS, HARTLAND, MAINE 





hae hoy Re 
tHE 
GREATEST 





MRS. DAY'S 


4 
A 


“BABY SHOES 


Phat’s what you'll say, too, when you sell IDEALS. We're 
not too modest to say so either the Ideal line HAS THE 
GREATEST selection of over 50 beautiful styles. Ideals are 
made in the four groups for the four stages of early foot 
growth CRIBS, SOFT SOLES, INTERMEDIATES and FLEXIBLE 
WALKING SHOES 

And talk about Flexibility Mrs. Day’s IDEALS are made 
with PLEXIBILITY-PLUS 


Style Ne 449 — Our famous es 

Flexible Walking Shoe, White, de al 

Brown, Red Elk. Laced. Narrow, MRS. DAY'S CL BABY SHOE CO., INC. 
Medium and Wide ANVERS. M HUSETT 


Sites 3 to 8 1 WEST 96TH ST MERCHANDISE MART ‘ 4 MERCHAN 
NEW YORK 1. NY CHICAG ‘ NOs OA 
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bone of the foot will continue to be 
denied to the advertiser. 


Joseph Anastasio Promoted 
By U. S. Rubber Co. 


New YORK Joseph Anastasio has 
been appointed assistant manager of 
branch sales for the footwear and gen- 
eral products division, United States 
Rubber Co. In this position he will as- 
sist branch sales manager Arnold H. 
Finnern, who is responsible for sales of 


JOSEPH ANASTASIO 


Keds, Kedettes, waterproof footwear 
and other products sold through the 
company’s nation-wide branch sales 
organization. Since October 1955 Mr. 
Anastasio has been sales manager of 
sponge rubber underlays for carpets 
and rugs at U.S. Rubber. 

Richard A. Thompson has been ap- 
pointed acting sales manager of un- 
derlays sales, reporting to Mr. Anas- 
tasio. Mr. Thompson’s headquarters 
will be in Naugatuck, Conn., where 
sponge rubber underlays are made. 


Near-Record Shipments 
Reported by Colonial 


30STON—Colonial Tanning Company, 
now in its 33rd year of business, reports 
that in the month of January they 
experienced an almost unprecedented 
demand for the various types of leather 
which they are producing, including 
black and colored patent leather, Velika 
(elk-tanned sides), Colotan smooth 
ides, various textured side leathers, 
as well as finished splits. Shipments 
trom all divisions during the month 
totaled 4,725,000 feet, representing one 
of the largest volume months in the 
history of the business. 

Kivie Kaplan, treasurer and genera! 
manager of the firm, has expressed con 
siderable optimism in regard to the 
prospect for the leather and shoe busi- 
ness during 1957. To back up his op- 
timism, he has planned to increase side 
leather facilities. The capacity of the 
patent leather tannery in Belleville, 
N. J., is also being increased by 50 
percent to take care of the anticipated 
demand. 
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WATERTOWN, MAss.—The B. F. Good- 
rich Footwear and Flooring Company, 
in Watertown, has been honored by the 
National Safety Council for operating 
1,117,924 consecutive manhours in 1956 
without a disabling injury to employes. 

Presenting the award at the B. F. 
Goodrich plant was Charles L. O’Reilly, 
president of the Massachusetts Safety 
Council and manager of safety and 
legal services for the Boston Gas Com- 
pany. Mr. O’Reilly represented Ned 
H. Dearborn, president of the National 
Safety Council in Chicago. 

President Raymond H. Blanchard, of 
the B. F. Goodrich Footwear and F loor- 
ing Company and Hood Rubber Com- 
pany, divisions of The B. F. Goodrich 
Company. accepted the plaque on be 
half of the plant safety and advisory 


re aie 


Honored by National Safety Council for 4,117,924 consecutive manhours in 1956 
without a disabling employe injury was the B. F. Goodrich Footwear and Flooring 
Company in Watertown, Mass. At presentation ceremonies held at the plant were, 
left to right, President Raymond H. Blanchard; Charlies L. O'Reilly, president of 
the Massachusetts Safety Council; William J. Dooling, supervisor of fire and 
safety; and H. B. Leland, vice-president in charge of manufacturing. 


committees, management, 
and over 6,000 employes. 


This was the second such award re 


upervision 


ceived by the organization. It was hon 
ored in 1952 because of its low fre 
quency accident rate of 1.5 
per 1,000,000 manhours worked, 
pared with a national average of 3.7 
and an accident rate of .05 days lost 
because of accidents per 1,000,000 man 
hours. 

President Blanchard, a former mem 
ber of the board of directors of the 
Massachusetts Safety Council, pointed 
out that the Watertown Division had 
won third place in a nation-wide safety 
competition in 1956 among the nine B 
F. Goodrich Divisions. He complimented 
safety 


! accident 


com 


his organization and urged that 
efforts be continued during 1957 





Canadian Patent Granted 
To Ripple Sole Corp. 

DetTroit—Canadian patent #532830 
dated Nov. 6, 1956, has been granted 
to the Ripple Sole Corporation, Detroit, 
covering the manufacture of Ripple 
Morton Hack, vice-president of 
the firm, made the announcement. 

Licensee, Kaufman Rubber Ltd. of 
Ontario, is one of Canada’s larger shoe 
ole manufacturers. The company cur 
rently is serving about 15 shoe manu 
facturers making Ripple sole styles for 
men, women and children. Included in 
this group are The Sissman Shoe Co., 
John Ritchie, Ltd., and Daoust Lalond, 
Inc. 

Ripple Sole Division of Beebe Rubber 
Company, Nashua, N. H., is the exclu- 
sive Ripple sole manufacturer in the 
U. S. 


1 
Soies. 


March | 


1957 





“P.F”’ Canvas Shoes to Be 
Advertised on TV Show 
WATERTOWN, Mass.—‘‘P-F” 
hoes, manufactured by B. F 
Footwear Company and Hood 
Company, Watertown, divisions of The 
P. F. Goodrich will sponsor a 
fifteen-minute 
top daytime TV 
Mouse Club, for 
ing March 12th 
A captivating character 
“Swifty Flyer” will be featured in new 


canva 
Goodrich 


tubbe 


Co., 
nation’ 
Mickey 


+ 


egment of the 
The 


weeks 


Show, 


thirteen 


tar 


named 


animated cartoon commercial created 


especially by the McCann-Erickson ad 


vertising agency. These amusing and 
informative 
ments will tell the 16 million 
who watch The Mickey Mouse Club TV 


show about the many benefits of “P-F” 
canvas shoes for active youngsters 


one-minute spot announce 


viewer 
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PROFIT POINTERS! 


BETTER SERVICE Means 
BETTER JUVENILE 
Toddlers to TeensSHOE SALES 


30 STYLES ALWAYS IN-STOCK 
Thick Soles, Double Stitched 


Construction 





To Retail 


$3.50 ,, 


$5.95 


K 


MADE BETTER GMITEZE wea BETTER 


GREAT LAKES SHOE CO. 


OCONTO WISCONSIN 





BOX HANDLERS 





WITH 

LONG ARMS 
YOU GET 
SHOES 


FROM THE HIGHEST SHELVES, quicker 
safer, than by any 
return the empties upside dowr 





easier 
method and you 
LONG ARMS 


other 


with handies 24"' to 60 $3.50: with 72'' handles 
4.50 Postage prepaid U.S.A Satistactior 
GUARANTEED. Specify handle length desired and 


if for men's of women's boxes. Your 


CARL BEEMAN 
Cedar Heights Road Stamford, Conn 


obber or 
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JOBS 





For Over 41 Years 


Headquarters For 


CANCELLATION 
STORES 


Quolity Brands Lowest Prices 


Largest Stocks All Price Ranges 


Sine by) a 
MOSINGER-COHN 


123° St. Lovis 3, Mo 





Washington 





CLEANERS 








Brand New! COED 


AEROSOL SPRAY 


CORKETTE- 


BAMBOO a SUEDE TYPE — 


79 


push-button 


SUGGESTED ~ 
RETAIL PRICE 


First cleaner for 


any color Corkette or similar leathers 


spray 


white 

Sells for $9.48 Doz 
$5.35 Doz 
PROFIT $4.13 DOZ. 


FREIGHT PREPAID ON ORDERS 
12 Dozen or More 


except 


Costs 


minimum 2 dozer 





MAIL THIS ORDER FORM 10 


VANGARD CHEMICAL CORP 


Room 101-A, 2550 W. Sullivan Ave 


Dozen Corkette Cleaners 


we eee ee ee ee ees 





Made Eastern Sales Manager 
Of Knomark Mfg. Co. 


New YorkK—Jack Flamer of Pitts- 
burgh has been appointed eastern sales 
manager of Knomark Manufacturing 
Company, New York, producer of 
Esquire 3, it was announced 
here by Joseph Husch, vice-president in 


charge of 


hoe poll sne 


national sales. 


JACK FLAMER 


Mr. Flamer, who joined the company 


ix years ago, has been midwestern 


ales manager at Chicago for the past 
three years. Earlier, he was regional 
manager at St. Louis and Pittsburgh. 

In his new advanced position, he will 
be in charge of sales in 16 states and 
the District of Columbia, with head 


quarters in Pittsburgh. 


Manufacturer Opens Drive 
To Have “Oscar” for Dance 
New YorkK—A 


have an 


unique campaign to 
Holly wood “Oscar” 
award made for motion picture dancing 


annual! 
beginning in 1957 has been launched by 
Selva and Sons, Inc., manufacturers of 
dance shoes and dancewear. 
The campaign was launched with a 
full page ad in Variety and Show Busi 
ness which repeated an article written 
in the Selva house magazine. It called 
upon the Academy of Motion Picture 
Arts and Sciences to establish a dance 
“Oscar” in 1957. 

A reply by letter from George Seaton, 
Academy president, offering to study 
the matter in 1958, was deemed i 
adequate and the firm launched its pe 
tition campaign through its 2000 retail 
distributors in this This is 
helieved to be the largest petition of its 


country. 


kind in dance history. 

The 
unit for use by all 2000 
a large placard, 
button have an ‘Oscar’ 
for Dance,” forms for 
ign and certificates of appreciation for 
signed by 


includes a dis 
dealer 


campaign now 
play 
tores which contain 

reading “‘Let’s 
petition all to 
Petitions have been 
onalities as Fred Astaire, Ray 
Jr., and Marina 


signing 
such pel 
Bolger, Sammy Davis, 
Svetlova, it is reported. 

In addition, Selva 
material for 
local 


dealers have re- 


ceived use as press re- 


leases with a slant to generate 


public approval. Interest and enthu- 
i maintained through “The 
Notebook,” the Selva house 
magazine distributed to dance teachers 
and students. 

In launching the campaign, James 
Selva, president of the firm, pointed 
out that Hollywood has an Oscar for 
practically every category but dancing 


Ssilasm 18 
Dance rs 


and choreography. This, he feels, is a 


snub to the nation’s 4% million dance 


puptlis 


dancers. 


teachers and professional 


Billian Selling Foot Flairs 
mise nn . 
In Tri-State Territory 
MAYNARD, MASS. Appointment of 
Robert Billian to represent Foot Flairs 
in Ohio, West Virginia and portions 
of western Pennsylvania has been an- 
nounced by Philip G. Shank, vice-presi- 
ales, Mutual Shoe Sales Co. 


ROBERT BILLIAN 


Mr. Billian, who resides at 14016 Su 
perior Road, Cleveland Heights, Ohio, 
previously represented Deb Shoe Com 
in Ohio and adjoining states. 


Howard Atlas. 


pan 
He ucceeds 


Trade Executive Employment 
Service Organized 
3 Richard M. 


SOSTON 
trade consultant, 
executive employment ex- 


well 


Jones, 
known shoe has or- 
ganized an 
change known as Footwear Trades Key 
Personnel with offices at 10 High Street, 
this city. 

“In the past,” he 
difficult for the manufacturer to locate 
qualified executives and supervisors, 
and doubly hard for the executive to 


says, “it has been 


uitable opening.” 


positions to be 


find a 
Exec 


clude 


itive listed in- 


ales man 
executive salesmen, advertising 


, chain and independent foot- 


general managers, 
agers, 
manage! 
wear buyers, office and credit managers, 
superintendents, shoe and leather chem 
ists, and others. 
Industries to be thu 
not only the 
and 


erved will in- 
industry but 
supplies, 
xtiles and rubber 
including and 
heels and, in general, the allied trade 


sh ye 


tanners tanners’ 


footwear te plastics, 


footwear, rubber soles 


industrie 
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Given Expanded Territory 
By Pfeiffer’s, Inc. 

WORCESTER, MASS.—Ralph Cary, gen- 
eral manager of Pfeiffer's, Inc., manu- 
facturers of slippers and casuals, an- 
nounces the appointment of A. K. Lewis 
as sales representative for North and 
South Carolina, as well as Florida and 
Georgia, which he has handled for five 
years. 





LEWIS 


A. K. 


Mr. Lewis will headquarter in Green- 
ville, S. C. 

He started his career with the Keeley 
Company of Atlanta, and formerly 
owned and operated his own shoe shops 
in Charlotte, N. C. He traveled at one 
time for Brown Shoe Company, Inter- 
national Shoe Company, and covered 
the southeast for the H. C. Godman Co. 


Business Leaders Celebrate 
Shoe Plant Anniversary 

St. Louts—Business leaders of El- 
don, Mo., met at International Shoe 
Company’s Eldon plant to celebrate the 
first anniversary of the plant. On hand 
at the ceremonies, heralding one year 
of shoe production, were Gale I. Johns- 
ton, Jr., and Herb Waeckerle of Inter- 
national’s public relations department. 

Before being converted to shoe pro- 
duction, the Eldon plant was a 
cutting unit. Shoe production 
with cutting operations in December, 
1955, with the first shoes coming off 
the assembly line January 24, 1956. The 
Eldon plant now employs more 
than 350 persons. During its first year 
of operation, more than $700,000 was 
paid out in salaries, according to su- 
perintendent N. A. Smith, in whose 
office the ceremonies were held. 

More than 3000 pairs of shoes are 
turned out daily on present production 
schedules. Brands include Randcraft, 
Kingsway, Wesboro, Sundial, Great 
Northern, Winthrop and J. C. Penney. 
The plant turned out more than 500,- 
000 pairs of footwear during its first 
year. 

Shoes made at the Eldon factory are 
sold locally at the Eldon Shoe Store, 
Reed’s Department Store and Snod- 
grass Clothing Company. 


sole 


began 


shoe 
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Plymouth Cordage to Broaden 


Shoe Product Lines 

PLYMOUTH, MAss.— Paul Krueger, 
vice-president and general manager of 
Plymouth Cordage Industries, Inc., has 
announced PCI’s plans for distributing 
tacks, nails and eyelets to the shoe in- 
dustry as of April 1. Plymouth Cordage 
Industries purchased the J. C. Rhodes 
& Co. eyelet plant and the W. W. Cross 
& Company tack and nail plant from 
United Shoe Machinery Corporation in 
June, 1956. Since that date the tacks, 
nails and eyelets produced have been 
distributed by United Shoe Machinery 
Corporation, 

In addition to distributing these prod- 
ucts, PCI plans on broadening its prod- 
uct line and will act as distributors 
for a number of manufacturers of qual- 
ity products. While the list of addi- 
tional products is not complete, ar- 
rangements already have been made to 
handle sharpening stones and wheels, 
shoes wires, shoe racks, equipment, shoe 
knives, belting, needles and awls, fin- 
ishing roll covers, hand tools and other 
related items. 

A. H. Boudrot, sales manager, 
announced the appointment of the fol- 
lowing PCI sales representatives and 
the areas they will cover: 

George H. Brown, Maine and north 
ern New Hampshire; Charles W. Dur 
ant, southern New Hampshire and 
northern Massachusetts; Edward J. 
Twohig, southern Massachusetts, Rhode 
Island and Connecticut; Perle F. Lewis, 
New York state and Scranton area of 
Pennsylvania; Gordon B. Sevier, Ten- 
nessee, Ohio, Virginia, Georgia; Charle 
T. Lehn, Pennsylvania, Maryland and 
southern New Jersey; Earl W. 
Missouri, southern Illinois; and Erwin 
F. Bauer, Wisconsin, Michigan, north 
ern Illinois, Minnesota. 


has 


Greb, 


Veteran Employes Honored 
By Shoe Form Co, 


AUBURN, N. Y.—Shoe Form Co., Inc., 
Auburn, manufacturers of Fairy 
end hosiery forms, recently presented 


snoe 





Left, Frank P. DeWitt, president, and Bill 

DeWitt, secretary-treasurer and plant 

manager, present awards to veteran 

employes Joseph Ptaszek and John Lapy- 
chak. 


to two employes, Joseph Ptaszek and 
John Lapychak, gold watches, engraved 
with their names and dates of service. 
Both men have been with the company 
for 25 years. 














MEN'S SHOES 
HARBECK Footwear Co. 


216 Pearl St., Sioux City, lowa 
are distributors for SHAW NATION 
ALLY ADVERTISED men’s shoes in 
Western Iowa, Nebraska, North and 
South Dakota and Minnesota. Styles 
to retail from $8.95 to $12.95. We 


have a 





complete floor stock of all 
Shaw shoes, in widths! Write 
TODAY for details 









BERNY 


New three 
eyelet underlay 
pattern, soft brown 
long-grain leather, black 
French cord binding around 
ond vamp underlay, natural 


quarters 
welt, white stitch on welt, right and left 


quarters, steel arch, full grain insole, 
Pacifate twill lining, leather sole, on 
Show's No. 14 combination last 
IN-STOCK 


M. T. SHAW, Ine., Coldwater, Mich. 





SHOW-CARD NEEDS 








DO-IT 
YOURSELF 


Display signs 





with Pre-cut gummed 
paper letters, Numbers 















and Characters. Mois- 4! i 7 Ma 
ten and Mount. . 
cantare D7 eee 
Starter Kit . A Z so «'e 
2500 Red and Black Letters. 35 of each in 
2 sizes %4”"—1!%4". IN DIVIDED oaeee 
Sizes Available pe 
Satisfied 
%” to 6” $17.95 Users 








FRUCHEY SERVICE COMPANY 


Box 4418, Napoleon, Ohio 








HEP. 


7 
STOP 


GIVE 


THE ARTHRITIS 
AND RHEUMATISM 
FOUNDATION 


oe, 





97 
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SHOWER SHOES 








MEN'S, LADIES’, BOYS’, nS SHOWER 
CLOGS 


POPULAR PRICED 


STAPLE YEAR ‘ROUND SELLER 
SEND FOR CATALOG OR JOBBER'S NAME 


WOODSCO, Inc. “Ncinnati 12 











MERCHANTS’ NEEDS 











Mats AND Yloas 


fOR YOUR 


NEWSPAPER, ADVERTISING 


—if youadvertisein newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
An outstanding service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets 
of ads of shoe stores; you se- 


lect the exact stores and 
cities you want to see or 
leave the selection to our ad- 
vertising staff. 


VINCENT EDWARDS & CO. 


World's largest advertising 
service organization 
342 Madison Ave. 
New York City 














Everyone Who Knows Comes to BARIS 
SURPLUS SHOE STOCKS 
from best sources always on hand 
at action prices 
B A R | LS THE NATION'S FINEST 
CANCELLATION SHOES 
79-81 READE ST., N.Y.7 + WO 2.5180 


Now Selling Swan Slippers 

In Part of Northwest 

Rozier, west coast 

Shoe Com- 
announced 

of his 
Carl 


BALTIMORE — Al] 
representative for 
pany, Inc. of this city, has 
turned over part 
territory to W. 


Swan 


that he ha 
northwestern 


tigeys 
VIZZS. 


W. CARL RIGGS 


Mr. Riggs will make his he adquarters 
in Salt Lake City, 
rado, Utah, Wyoming, Montana, Idaho 


Washington, Oregon and 


and will cover Colo 


and parts of 

Nevada. 
Secause of M1 

perience in the field, it is felt 


valuable ex 
that he 
help to the retail 


Rigg 
will be of material 
trade of that area 
Pineapples and Cocoanuts 
Promote New Shoe Line 


p neapple nest 
retailers to 


St. Louts—A fresh 
ling in a shoe box was sent 
announce a new line of footwear. John 
& Shinkle Shoe Company 
mailing to introduce its new 


on-Stepnen 
ised thi 
line of casuals named “Tradewinds.” 
A week following receipt of the pine 
apple, dealers received another colorful 
“Tradewinds” hoe carton, this one 
containing a cocoanut. Third and final 
weekly box-announcement held Ha- 
waiian leis. Enclosed folders read: “Big 
news from the land of pineapples, co 
coanuts and fun-loving people... .” 
According to Pat Wheelless, fashion 
coordinator for the company, “Trade- 
planned for young 
Patterns will 
casuals on outside heels, 


winds” have been 
moderns and teen-agers. 
include flats, 
and young wedges. Colors will be bright 
and gay throughout the line. Construc- 
tion will be soft, light and ‘carefree,’ 
with full inner platform of foam cush 
ioning. Introduction of actual shoes o 
retailers was tied in to the mailed 
cartons and their tropical contents. 
The carton, specially designed for 
the new line, is flamboyantly printed 
in pink, dark green, orange, mustard, 
bright turquoise, black and white. Sides 
and ends feature sketches of palm 
tropical flowers and oversized 
leaves. Carton lid carries a 12-inch high 
modernistic interpretation of a South 


trees, 


Seas bird, with orange plumage. 


James Scholl Made Head 


Of Scholl Research 
CuHicaco—Dr. James W. Scholl has 
joined The Scholl Mfg. Co., Inc., here, 
as head of its Research Department. 
Dr. Scholl completed his pre-medical 
College, College- 
A.B. degree, and 
University’s 


tudies at St. Josephs 
ville, Ind., with an 
graduated from Loyola 
Stritch School of Medicine in Chicago in 
1955 with his M.D. degree. He served 
internship at Cook County Hospital 
in Chicago. Earlier Dr. Scholl served 
in the United States Navy. 

Dr. Scholl is a nephew of Dr. William 
M. Scholl, M.D., president of the firm. 


nis 


Goodyear Field Sales Office 
Moved to Newark, N. J. 


AKRON, OHIO 
year Tire & Rubber Company’s Eastern 
sales division—foam 


Relocat ion of (;ood 


field sales office, 
products, has been announced here. 
Formerly located at Goodyear’s Ak- 
ron Plant C, the division’s Eastern sales 
headquarters are now at 9-23 Alling St., 
Newark, N. J. 
Thomas Kerr, Jr., 
field sales, has been assigned to Newark 


manager-Eastern 


to coordinate administrative and sales 
functions of the new office. 

Making the announcement was J. B 
Emack, Jr., foam products field sales 
manager, who said the move was neces- 
sary to meet increased service require- 
ment ; of the division’s large distributor 


organization in the east 


Tingley Rubber Taps 
Farm Market 

RAHWAY, N. J Using the 
“Take a load off your feet,’ 
launches a 
magazines in 


theme, 
Tingley 
Rubber Corporation cam 
paign in midwest farm 
March. The advertising, addressed to 
farmers, stockmen and dairymen, will 
feature Tingley’s Hi-Top work rubber, 
molded in one piece, all rubber over 
lighter, 
easily 


a 
hoe, which, it is claimed, 1s 


comfortable and more 


more 
cleaned 
Offered in black natural rubber and 
in Dupont Neoprene, high elasticity and 
tretch enables the rubbers to fit prop- 
erly all heavy work shoes regardless 
of width or style. This new type rubber, 
originally developed for atomic energy 
found a ready market 


plants, has 
dairymen and _ shop 


among farmers, 


worker 


New Corkette Spray Cleaner 

St. Lours—A brand new product In 
aerosol cans is announced by Vangard 
Chemical Corporation, 2550 W. Sullivan 
Avenue, St. Louis. It’s a spray cleaner 
for the new Corkette leathers, some- 
times also named “Bamboo.” The 
product has been thoroughly laboratory 
and sales tested with above-average 
uccess, the company reports. 
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SALESMEN WANTED 


SALESMEN WANTED 











replies kept confidential 


Arkansas and southern half of Illinois 


Experienced Salesman 


One of the top women’s lines in the country, with established national accept 
ance, is available to an experienced road salesman. This nationally advertised 
In-Stock line of Women’s Dress Shoes and Casuals has complete coverage and 
retails from $8.95 to $13.95. It is made by one of the country’s leading shoe 
manufacturers. Well established territory with good volume consists of Missouri 
Submit resumé of personal history and 
complete sales background. Successful applicant must live in territory. All 


Reply to Box 918, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Penna. 








SALESMEN WANTED 


To carry line of Children's Pre-Welts and 
Cements. Luther Brand, Stock and Make Ups; 
Commission basis. Can be carried with 
non-conflicting Line. Established territories: 
Kentucky, Illinois, Missouri, Minnesota, lowa 
and Nebraska. Reply, with references 
THE KEPNER SCOTT SHOE CO., INC. 
Orwigsburg, Pa. 





OPPORTUNITY! 


We have several openings for side line rep- 
resentatives for our wonderful line of open- 
stock, in-stock low priced Juvenile Footwear 
All open territories are well established 
6% commission, plus bonus. Write: 
NEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 
529-535 W. Pratt St., Baltimore 1, Md. 











CARRY FOUR SAMPLES MEN’S ARCH SUP- 
PORTS, all stocked. Retailer can sell at four 
and five dollars and double his money. MADE 
SUCCESSFULLY EIGHTEEN YEARS. Ideal for 
non-conflicting line Liberal commissions open- 
ing order, also mail orders. Established manufac- 
turer, commissions paid cromptly. Correspondence 
confidential 

Reply to Box 894, BOOT & SHOE RECORDER 

1221 Locust Street, St. Louis, Missouri 








SALESMEN WANTED 





Are thir ng ot making a change, be 
cause mergers, price and tvle have taker 
the sell it of selling Would you like sell 
Tt ‘ ialit neit | ery € if terri 
to a he d ur wr tut t 

Openi r 1 territorie Send 
yut f experience to Box 916, Boot and 
Shoe RK ler Chestnut & 6th treet 

Philadelphia Pa 











EW JERSEY DISTRIBUTOR with AAA 


itir ind t ! ne of the 
finest Infants’ and ( lrer hoe il Chil 
Me ind Womer ‘ eckit 
t ir I 1 to ¢ ind and re 
ret t t kst hed a int Cor 
Write, fr Rais ‘ laa a 
BEHIN ( + La \ N. J 





FOR SALE 





FOR SALE: BUSINI OF MAKING AND 


SELLING “CORNOCTDI 1 preparation for 
educing { controlling corr ind calluses, to 
gether with New Yor I Texas and ¢ 

nia n lal forn ig il 
me tock t tor tainer ihel and 
terat fa 31,4 ). Has made ve 
$ HA nt pe t ist i Make 
fferto I. M. P } ttor for ow 4( 
epee , t + c Teanetans if 
Calif 1 


ELLING CALIFORNI SHOE STOR 
a ALIFORNIA HOF rORF 
Est 


Reasonable rent Clean Inventors 
thlished 10 years JERRY SCEUSA, 8261 
3olsa, Midway City, California 
FoR AL SIMPLEX RAY MACHINE, 
excellent condition, Reasonably priced for quick 
sale. SINGLETON’S SHOES, 118 North Queen 
Street, Lancaster, Pa 
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BRIGHTEST PICTURE 


in shoe selling today, this manufacturers line 
of popular priced Little Gents’, Boys’ and 
Men's has several territories open. New, vi 
talized, 100% In-Stock program coupled with 
Clean Made Right Styled Right 

shoes offers attractive commission for experi 
enced side line shoe salesmen Write now 
in confidence with all details 


WELL BUILT SHOE CO., MILFORD, MASS. 








SALESMEN WANTED 








CHICAGO — ILLINOIS — NO. INDIANA 
STITCHDOWN SALESMAN 


New Fall Line Ready May Ist. $2.98 Chil 
jrens $3.98 Big Boys $4.98 Young 
Mens OUTSTANDING PATTERNS 
QUALITY ABOVE AVERAGE OPEN STOCK 
als MAKE.-UPS Competitively Priced For 
Individual Retailers Dept Stores, Chains 
and Mail Order Houses. $150,000 Established 
Business Tremendous Potential Earnings 
For Active Industrious Salesmar Libera 
Drawing Account To Right Man. Will Co 
sider Side Line Salesman if Caliber Of Ma 
Justifies. Personal Interview Arranged. Com 
plete Resume In First Letter 


Reply to Box 919, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Pa 








EXPERIENCED ROAD 
SALESMEN 


exclusive representation 


for National Distributor of Men's shoes 
popularly priced 
LIBERAL drawing acct. with BONUS in 
centives full territorial rights 
|. OHIO-W. PENN 2. TENN.-KY 
submit full sales background and refer 
ences to 


Brilliant Bros. Co., 190 Lincoln, Boston, Mass 


All replies kept confidential 











SHOE SALESMAN 
Wanted by Manufacturer 


O/ Nationaliy advertised fine line of baby soft 

soles, first stens and walkers Includes strong 

Spring and Summer sellers Ideal sideline. At 

tractive commission. Reply with references 

Reoly to Box °°, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Pa 





SALESMEN WANTED 


Carry seven infants’ Soft Sole Shoes, STOCKED, 
to retail $1.60 to $1.05. WHITE WASHABLE ELK, 
fine quality, good shoemaking, attractively boxed 
Liberal commissions opening orders, same on mall 
orders. (Ideal for non-conflicting tines. State ter- 
ritory desired. Dependable manufacturer, commis 
sions paid promptly Correspondence confidential 
Reply to Box 603, BOOT AND SHOE RECORDER 
1221 Loeust Street, St. Louis, Missouri 

















Sf MEN WANTED Manuf 
ture f Childres S hoe ecking repr t 
Pi , lexas t ( { | 
t, nationwide tr tier 
ving popular priced line i first ( 

nts’, Child’s, and Misse yes, Contact 

e: KIDDIE KUB SHOE COMPANY, We 


ninster, Maryland. 





SIDELINE SALESMAN WTD. 











SIDELINE SALESMAN WTD. 








SIO ELIME 


EXPANSION OF OUR FACILITIES AND 
PLANNED EXPANSION OF OUR PRO 
MOTIONAL CAMPAIGNS CA FOR 
INCREASED REPRESENTATION Sf 

THE FINEST LINE O© COMPETITIVELY 
PRICED PLASTIC WATERPROOF FOOT 
WEAR TO DEPT., SHOE AND CHAIN 
SHOE STORES LIBERAL COMMIS 
SIONS FOR COMPLETE DETAILS 
AND TERRITORIES OPEN, SUBMIT TO 
Box 914, care BOOT & SHOE RECORDER 

Chestnut & 56th Streets, Philadelphia 30, Pa. 





Excellent opportunity 


for 


profitable sideline 


Nationally-known women's manufacturer 


offers strong, in-stock line of popular 


priced 
COLD WEATHER BOOTS 
HANDSEWNS LITTLEWAYS 
CEMENTS WELTS 


that can be carried very nicely as non 
conflicting additional line. Commission 
basis. Three territories open 

Montana Wyoming 

No. & So. Dakota 


Washington Oregon 
idaho 


Utah Colorado Arizona 
New Mexico 
For details, send story of your back 
ground and experience to Box 238 
Auburn, Maine 
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SIDELINE SALESMAN WTD. | SIDELINE SALESMAN WTD. WANTED TO PURCHASE 














1OE ORNAMENTS, BOWS AND FOOT 


CHILDREN'S SHOE SALESMEN Sox Pocket size samples. Manufacturer CASH PAID FOR 


offers highest commission. Reply to Box 556, 
WANTED Boot and Shoe Recorder, Chestnut & 56th SHOE STORES 


Streets, Philadelphia 39, Penna. CLOSE OUTS, JOB LOTS 
CARRY A LINE OF CHILDREN’S SHOES? : SHORT LEASES ASSUMED 


THEN TAKE ON THIS SIDELINE OF BRAND 

NEW HOTLY PROMOTED CHILDREN’S MANUFACI URER OF CHILDREN’S Pre- B. SABIN 

PLASTIC WATERPROOF OOTWEAR TH ' Welts, Cements, Bon-Welts; in-stock and 101 DUANE ST. NEW YORK 7, WN. Y. 
at IN t 4 mw HAT make-ups. Commission basis. New England and Telephone WOrth 2-2515 

WiLL TAKE THE COUNTRY BY STORM. other territories open. Priced for both volume 

EVERY TERRITORY IN THE U. S. IS OPEN and small buyers. KUTE KIDDIES SHOE 


TO STEADY, RELIABLE MEN AS A RESULT COMPANY, 95 Bridge Street, Lowell, Mass 














OF OUR EXPANSIO?P iF YOU CA C a - 
CHILDREN'S SHOE AND DEPT. STORES, MORRIS BAYROFF 


REPLY IN CONFIDENCE FOR FULL DETAILS. S'DEI INE SALESMEN WANTED: A Fast formerly with M & R Shoe Co. 
7 elling 
or 








Baby First Step Moccasin, White Elk 1S NOW LOCATED AT 
Box 913, care BOOT & SHOE RECORDER Chrome Leather Sole, Sizes 1-4, to retail | 157 DUANE ST., N.Y.C. 


Chestnut & 56th Streets, Philadeiphia 30, Pa. for $2.00 or more; only one shoe to carry. Many | a 
territories, TRUDIE SHOE CO., Box 131, Velephene ister S-4509 











Haverhill, Mass Highest Prices Paid for 
IDELINE SALESMAN WANTED TO Complete Stores & Closeouts 
CARKY ONE CASE of either Growing | - Leases Assumed 
’ or Children’s Low Priced Shoes. Estab | 
company; in-stock service seasonal S!PI LINE SALESMAN for long established 
a nufactu 








prices right volume potential Com | rer of infants’ childrens’ popular 


2% for first year. Southeastern State ced pre-welt and cement shoes. Instock depart 





] 


Reply to Box 910, Boot and Shoe Re ment. Mar yood territories open. Write: Edmor 
ler, Chestnut & 56th Street Philadelphia Shoe Manufacturing Co., 1234 Carpenter St., TOPPS PAYS THE TOPS 
Penna *hiladelphiz 
Philadelphia We retail our shoes and can pay top 
dollar for men’s, women’s and chil- 
dren's shoes. Complete shoe stores con- 


HELP WANTED | HELP WANTED sere OPPS SHOE STORE 


4112 BERGENLINE AVE. 
UNION CITY, N. J. UNion 3-6413 























ANTED FOR EXPORT, NYLON SHOE 
MESH, Remnants and Seconds; pieces % to 


1 yd., and 1 yd. up. Assorted designs and colors. 
Send samples with price t WALTER M. 


... for footwear concern with 25 salesmen | | iii © c0. 17" Suet, New York 





Well-established firm, now at peak sales volume of its | BUSINESS OPPORTUNITY 


30 years, seeks salesmanager of proven ability. Line ? 








is nationally-advertised, nationally distributed. Please ENGLISH SHOE MANUFACTURER'S AGENT 

: : 4 . . i fices in St ‘s, London, i 
give details. All replies kept confidential. Our people eo or © tee eee 
j ° . wishing to export to England. Outlets with 
know of this advertisement. ali the principal combines and Mail Order 
businesses 


Apply: D. GOULD, LIMITED 


Reply to Box #911, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. 46 St. James's Place, London, S. W. 1 























WANTED European Shoe Designer Two Rubber Companies Win 
SHOE STORE MANAGERS Joins Boston Firm Excellent Management Ratings 


Have two openings in small towns in Central ee , mn ’ mn: 
Michigan, for Manager, for Popular Price BosToNn 0 ‘ E Yn leading NEW YORK The Goodyear Tire & 
Family Shoe Stores Salary, commission and »OSTON ne o pUTOPe yr neties Rubber Co and The B F Goodrich 
bonus. Life and hospitalization Insurance hoe ssioners and a recognized figure ‘ ae : ’ . 

available. Write hoe designers and a recogniz B Co. have both won the American Insti- 


R. E. Hoga, Supervisor on the English and French shoe manu- tute of Management rating of Excellent 
Miller-Jones Company, P.O. Box 188, Marshall, Mich. facturing scene has joined the staff of Management for 1956 it was an- 


a Dorchester, Mass., shoe buckle and pounced here. A total of 410 companies 














crnament manufacturer. were named for 1956. 

POSITIONS WANTED John Fink, president of Essex Shoe Companies are rated by American 
Supply Co., Inc., has announced that Institute of Management on _ every 
Joseph Maxim is now a member of the function of management and not just 


POSITION WANTED firm. Mr. Maxim, who has had many 0° profits There are ten basic cate- 
p ‘ : , rahi & years of experience on the Continent gories of management performance 
a kent nnection wanted by Highly © . F used by the Institute to study Canadian 
perienced Shoe Buyer and Reta slesmar as a designer and technician, will help : ’ 4 . ; 
Familiar with every deta Store and American business. An audit com- 
won, F —, h th i mittee makes the final ratings, using 
ony tocar n ne Cast customers with their styling. ‘ nadie eee cei Vie 
Reply to Box 907, care BOOT & SHOE RECORDER 4 hae ’ po ee & point che dule whic h requires 7500 
Chestnut & 56th Streets, Philadelphia 39, Pa. A member of the Designing Academie of a possible 10,000 points for excel- 
in Europe, Mr. Maxim was recently lence. 

en. ate Woner GeO? veane o awarded a certificate by the Art Coun- The companies are studied from the 

‘) (y ' é .¢ ° . ° ° : * : . ° ° : 
¥3 AIL FAMILY STORE Buying, Merchan sel of Industry in Great Britain for point of view of their economic justi- 
dising and Selling experience, moving to South his designs prepared for the Britisn fication as well as their treatment of 


ern California about April Ist. Please write 4217 ; : 
Fuclid, East Chicago, Indiana Coronation. shareowners, customers and the public. 








style the Essex line while assisting its 











100 Boot and Shoe Recorder 

















WANTED TO PURCHASE 


| WANTED TO PURCHASE | WANTED TO PURCHASE 











Max L. Meltzer, Pres. 


WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. I., 





Y. 
Ivanhoe 1- RE 








WE BUY CLOSE OUTS 


Phone or wire 
collect 


B. & R. SHOE CORP. 
74 READE STREET 
NEW YORK 7, N. Y. 
WOrth 2-6358 





B. & R. PAYS THE LIMIT 


COMPLETE SHOE STOCKS 
LEASES ASSUMED 
YOUR NAME PROTECTED y 


Ben LaMonica 
Ralph Vogel 





DEAL WITH CONFIDENCE 
WITH THE ORIGINAL 


SAM CAMITTA & SONS 





New Address 138 Duane St. 
COrtlandt 7-6378-9 New York 13, N.Y. 


Foremost Cash Buyers of Fine 
Shoe Jobs Since 1906 


Surplus Stocks @ Closeouts © Complete Stocks 
Your Name and Brand Protected 





TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 

132 No. 4th St. 
Phone: LO 3-9533 


Phila. 6, Pa. 








MY HOBBY 


Buying, Selling Shoes for 37 years 
CASH TOP PRICES 


For Discontinued Stocks 


HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 


























Come over quick! 
My slow moving 
stock is 


BETTER 
CALL “UNCLE” 
LOUIS 


For the answer—phone or write 


LOUIS CAMITTA & SON 
91 READE S8T., NEW YORK, NW. Y. 





WO 2-5063 
formerly with S. CAMITTA & SONS 





THE NATION'S FINEST 
CANCELLATION SHOES 






March |, 1957 


CASH 
Vie PRICES 


 surpius SHOES 
CANCELLATIONS 
COMPLETE STORES 


Write or wire for fam aec- 
° 


MOSINGER-COHN 





BARIS BUYS for CASH: 


Quick decision on your offers of discontinued and 


34 A # | Ss surplus men's, women's and children's shoes. 


Also complete stores considered 
Jobs in Fine Shoes From Fine Sources Since 1931 


79-81 Reade St. + 
WCCWCCCCCCCVVCCCCCC—l=—J/VCJ/JVUJU/0#7 





1235 Washington St. Lous 3 







MM 


N 





NN 







Vdd 


Youu 






New York 7, WY. + fel: WOrth 2-5180 


TELL: 





FOR CASH 


¢ Quality Shoes 





Nifo 


¢ Complete Stores 


v CLOSEOUTS OR SURPLUS 


from Mfr. or Retailer 
Any Quantity... 


Any Timel 


For Quick Action, 
H]Wiire. Wire or Phone 


a eo | 
SPS RBOCMSi 8)! 0ts Bese 






= CE 1-4898 CE1-3762 & 
| 2 - QUALITY SHOES SINCE ‘32 ” 
= “WHILE IN TOWN SEE WEIL” = 





WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 











120 No. 4th St. Phila. 6, Pa. 











for 

« closeouts 

« surplus 

¢ discontinued 
lines 


+ complete stores 


BROITMAN- 
GAFFIN SHOES 


* BE 3-7290 
146 DUANE ST., N. Y.C. 





ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 
George J. Arronson Associates 


157 DUANE ST., NEW YORK, WN. Y. 
RECTOR 2-4170-4171 
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EPHRATA is the Line with a Future for You! 
YOUR OWN PRIVATE BRAND 


EPHRATA 


What’ 


Introduces 1957 Line 
Of Baseball Shoes 


CAMBRIDGE, MAss Three basebal] 
with a distinetly professional 
luded in the 1957 line of 
Athletic Shoe Company, 


enoes 
look 
the 
here 


are im 
Hos ton 


New baseball shoe In line of Bostos 
Athletic Shoe Company has flexible shank 
and Richardson cleats. 


One, claimed to be the best low 
priced shoe of its kind on the market, 
is made of top grain cowhide over a 
designed to give comfort and fit 
number has vamp lining, spongy 
rubber heel pad, sock lining, flexible 
shank and Richardson cleats 

Another 


position ole, 


last 


Thi 


tyle has a one-piece com 
comes in elk-tanned 
and is also equipped with Rich 
cleats. A third, the Little 


Nuron rubber sole and 


leather 
ardson 
Leaguer, has a 
cleat 


molded rubber 


New Line of Vinyl Fabries 
Shown at Cincinnati 
High Fidelity 


uppers 


PoLepo, O embossed 


inyl fabrics for shoe with au 
thentic reproduction of pattern details 
never before captured in vinyl materials 
the exhibit of the 


The General 


highlighted at 
Textileather Division of 


were 


102 


Fine Quality 


JUVENILE SHOES 
to Retail Profitably 


$500 to $750 
Send for Catalog 


EPHRATA SHOE COMPANY 
PENNSYLVANIA 


Tire & Rubber ¢ 








s New 


ompany at the Factory 
Management Conference in Cincinnatl, 
and also at the llied Product 
New York. 

howing of this rev 
the industry, 
leather designed new patterns which in 
clude Broadtail, soft fabric 
tions, traw 
like effect in a 

High-Fidelity 
exclusive with Textileather, 
used for the reproduction of 
of pattern found 
fiber or 


oenoe 
Show in 
For it 


material to 


olutionary 


shoe Texti 


reproduc 


everal designs, and 


leathe) variety 


The 


woven 
of color proce 
can be 
type 
in leathers, soft fab 
leathers 


any 
rics, natural woven 
it} aid, 


Several leading shoe manufacture! 


using the High Fidelity 
“The un 


( ombined 


are testing or 
embossed vinyl for 
limited 


with the economie 


upper! 
tyling possibilities, 
of vinyl, will permit 
profits for the 
and the retailer 


manufacturer, 
without 


greater 
the distributor 
acrificing appearance or wearability,” 
aid a company spokesman. 

Another 
Tolex vinyl! 
has entered into the production of Tolex 
to offer the 
being In- 


Textileather product Is 


Extensive research 


nev 
patent. 
Present plans are 
in black 


patent 

material with color 
corporated into the line at a later date. 
a high 


The Tolex patent is said to have 


luster which is achieved ‘n several pro 
duction poli hing operations. It is re 
marking and peel 


istant to cracking, 


ing. In addition, it does not require 


ypreasinyg 


New Fishing Wader Added 
To Ball Band Line 


MISHAWAKA, IND.—-A 
wader has been added to the 
of Red Ball Weatherproofs by Ball- 
Band of Mishawaka. Called the Au 
Sable after Michigan’s famed trout 
stream, the said to combine 
versatility, fit, and comfort. In its ef- 
forts to improve its line, Ball-Band 
asked Harley Earl, Inc., industrial de- 
new one. A sur- 


unique fishing 
1957 line 


wader is 


signers, to develop a 


The Famous HOLLYWOOD 


sani-white $KUF $HINE 


SHOE POLISH 


The Original HOLLYWOOD 


covers WITHOUT BRUSHING 


Zuality 
do high. ee 


they must come 
back to 
buy! 


HOLLYWOOD SHOE POLISH, Inc. 
RICHMOND HILL 19, NEW YORK 


} goods dealers and 
sportsmen revealed that fishermen ob- 
jected to the general bulkiness and 
weight of some waders as well as to 
their loose fitting. The Au Sable 
designed to answer these objections. 


porting 


was 


Ample leg freedom is one of the features 
of the new versatile Neoprene and VAC 
rubber wader, the Au Sable, to be intro- 
duced by Red Ball Footwear dealers in 
April. The wader can be adjusted by the 
wearer to fit the desired height and 
waist measurements by means of a series 
of stainless steel hooks and suspender 
and topline perforations. 

It is light in weight, because the 
trousers are of Neoprene, while the feet 
and lower legs are of heavy duty Red 
Ball Vac quality rubber, cotton lined. 
The 


sistant 


and grease re 
The Au Sable 


measurements 


Neoprene is oil 

and is flexible 
four chest 
which allow ample room for extra cloth 


comes mn 


ing or emergency removal by the wear 
er, yet permit further adjustment to 
fit his particular needs. 

There is a 12-inch pocket across the 
front of the wader which slide 
fastener at both top and bottom. When 
the topline of the wader is turned down 
to lower its height, the top of the 
pocket then becomes the bottom and the 
pocket is still the 
lower slide fastener has become the top 
“new” pocket. 


has a 


accessible because 
opening of the 
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INDEX TO ADVERTISERS 









WAYS TO GUARD 
Acme Bot 0. Lain Taming | BE 


















Allen-Eedmonds Shoe Corp 80) 


Alderfer 














Andrews Dj Kendal Co 4 





Kangaroo Tanners Second ¢ ol 
A 7) seathe Co ; 
cial — Kreider A. S & Son Ce 





Arronson, Geo 101 . ‘ = ) 
Land nberger, J. W., & Co is your ' 


> . Lawrence x .¢ Leather Ce a 
B. & R. Shoe Co. . 101 . } a” 
Baris Shoe (Co.. Inc 91. 98 101 Leather Industries of America 5 doctor a4 


Barrett & ( Inc 92 Levor, G., & Co., In 





















Bass, G & Co q Long Arm 5 
Bayroff nt ti Lucky Sales Co { OW 

Berned Shoe Co & 8 ‘ ? 

Blue Bonnet Shoe, Inc 45 / Control 
Broitman-Gaffir 101 Miller Shoe Ce 79 P 
Brooks, Wm., Shoe Co 63 Minor, P. W., & Son ' ioe your weight 
Brown Shoe Co 1 Modern Orthopedic Appliance ¢ Ine 






Mosinger-Cohn Ce 








Cambridge Rubber Co 69 Lo) 














Camitta, Loui & Son 101 















Camitta, Sam, & Son 101 % 












Shoe Co 101 ast . ; . 4 


Camitta l 






Caprice Import 


Coffey-Hoyt Products, In¢ 7 


Colonial Tanning C: rd Cover | Phyllis Shoe Co enough ; 


Curtis-Stephens-Embry 



















— 
ce 
o” 
—_ 
« 















Deb Shoe Co ; Royal Metal Mfg. Ce ( vw 


duPont, E. 1., de Nemours & C« Ine Rueping, Fred, Leather ¢ ( 
Neoprene 












Eby Shoe Corp f Sabin, M ‘ o ® 

Eddy Shoe Co 101 scott Foot Appliance ¢ 44 physically 
Kdwards, Vincent 98 Shaw, M. 7 Ine ’ fit 

Ed White Jr., Shoe 2 sheraton-McAlpin Hot 71 2 | | 


se ee co 


Mnna-Jettick 7 Step Master hoe Ine | ’ Lg POE 






Endicott-Johnson Corp 28 So-Lo Marx Rubber (¢ T ‘ 






Iephrata Shoe Co i) 102 aan) 





Ksquire Shoe Polish, Div Knomark ¢ 


Mfg Co r* ) Z) 

! #7 | uy 8. , con »  Q casew— °\ & 

, and relax A 
} 














rberich-Vayne 









Gotham Shoe Mfg. Ine G3 Service Part 104 


6 Help fight 
heart disease 








Harbeck Footwear Co 97 Valse ber t Shoe Co ! j 







Hannahson Shoe : Vangard Chemical Corp 





Hempstead 
Hess, Harr 
Hol - HELP YOUR HELP YOUR 
Hoy Shoe Co &5 Weil, N < hoe Cer , ‘ 

Hubschman, E., & Son Inc 3 Welleo Shoe Corp 60 HEART FUND HEART 


Hussco Shoe Co RG Woodseo Ine 

















ywood § 
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IS MORE THAN AN 


OIL CAN 


The direct cost of a breakdown through inadequate lubrication is 
the cost of parts and their installation. The indirect costs can be 
many times higher. 

Filling oil holes is only part of the story. The more important shoe 
machines have internal lubrication systems requiring periodic at- 
tention. Strainers need cleaning, reservoirs need flushing, fresh oil 
and grease should be added 

United service men have the training, experience, and skill to 
give your machines the regular attention needed for uninterrupted 
performance. Periodic lubrication servicing is not expensive and can 
save you costly repairs. 

Ask your United man to work up a schedule and cost estimate for 
lubrication servicing on the shoe machinery in your factory. 


SERVICE 


Hourly charges are less 
under United's service contract 


UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


Boot and Shoe Recorder 








TAHIT| Ae Tp hy Ape te ae ae PIGLET 
hy hig a ed MY 4 3 AF 5 g sf . 


for now, for spring, for women’s... 
misses’... boys’... girls’... 
sports... casuals... and dress shoes 


Texture, quality and color are 
combined with velvet softness 
in these workable fashion- 
approved leathers. Lined and 


unlined weights in. . 


COLKORK by SOF Sh GE eee Co) “a 5 aae yy WHITE = RATTAN 


WHITE SAND GRAHAM 
ALBINO PEWTER 
VICUNA CRYSTAL GREY 

DUSK GREY 


CAMBODIA 
(. 


COLONIAL TANNING CO., inc., Or) BOSTON 11, MASS. 





The American Family Is Grading Up and The Accent’s On Quality Boys’ Shoes 





Jet PropelledSelling Action... 





im These 2 Great Lines 


These two lines sell faster because they are styled faster, the way 
modern boys like them. Honestly made by boys’ shoe specialists 
with a 38 year reputation for building value shoes, Gerberichs 


and Gee Pees build the kind of satisfaction with youngsters and 


parents that spells repeat sales. 














They're nationally advertised in Boys’ Life and Parents Magazine. 





SELL ® YOUTHS 8'2—12-3 
BOYS 1—6 


ALLS fi BIG BOYS 62-11 
IN STOCK TO GERBERICH DEALERS 


THE FINEST NAME IN BOYS’ SHOES 


GERBERICH 


NEW YORK ek i iS PHILADELPHIA IN CANADA 
. ° 





